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BUILD NOW 


It's cheaper to build than to pay rent and we 
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A few of the many advertisements of retailers telling the public that lumber prices are the 
lowest in years, affording a rare opportunity to build, modernize or repair economically. 


See story on page 39. 
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Selects And Factory 
Grades 


Our timber supply produces a heavy 

percentage of upper grade stock, run- a Alt 
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AMERICAN LUMBERMAN 


Perfecting the Technique of Retail 
Lumber Selling 


URING recent years lumbermen 
[) generally have recognized the 
necessity of improving their 
methods of merchandising, and it is 
probable that within the last decade 
more progress has been made in that 
direction than in any similar period. 
The biggest change, perhaps, has come 
about in the retail branch, which mar- 
kets a very large percentage of the 
total output of softwood lumber. 
Perhaps the most definite trend in 
retail lumber merchandising has been 
toward supplying the completed struc- 


ture. Beginning with supplying plan 
books from which the prospective 


builder might select a plan for his 
house or other structure, the dealer has 
increased and extended his building 
service until in many cases he is pre- 
pared to finance and supply the mate- 
rials and labor for the complete struc- 
ture. This looks very much as if the 
dealer had become investment banker 
and building contractor in addition to 
retailer of building materials. In some 
cases he has taken on these new func- 
tions directly, but in most cases he 
has become merely the intermediary 
through which a complete service 
can be performed. 

In most small communities the lum- 
ber dealer is the main source of in- 
formation about building, and if he is 
unable to give the facts and advice that 
are needed to go ahead with a project, 
the door is likely to be opened to out- 
siders. The dealer who can supply and 
explain plans and who can make esti- 
mates of materials for structures is in 
a position to go a long way toward 
holding the patronage that properly 
belongs to him. If he can draw up 
simple plans or even sketch them 
definitely enough to make them plain 
to the prospective builder and serve for 
the guidance of the carpenter, he is 
just that much better equipped to 
clinch sales. 

Individual lumbermen throughout 
the country have shown their apprecia- 
tion of the importance of supplying 
plans for houses and other buildings 
by their purchase of plan books and 
their subscriptions to plan services. As 
groups also they have devised their 
own planbooks and services. In addi- 
tion, in several States they have 


worked with agricultural colleges in 
improving their knowledge and their 
service in connection with the building 
of farm structures. 


Nowadays, it is 








believed that the retail lumbermen in 
farming communities are well in- 
formed regarding the types of farm 
structures and it is believed also that 
every increase in their knowledge and 
improvement ia their service  in- 
trenches them more securely. 

Retail lumbermen are doubtless 
aware that they must continue to im- 
prove their facilities and services if they 
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are to keep abreast of developments 
in the merchandising of building ma- 
terials. So far as improving service 
to farmers is concerned, it is probable 
that retail lumbermen can hardly do 
better than to enlist the aid of State 
agricultural colleges as has been done 
in several States and regions. A nota- 
ble example of this sort of co-operation 
is afforded by the Nebraska State 
Agricultural College in conducting a 
short course in architectural work for 
members of the Nebraska Lumber 
Merchants’ Association. This, by the 
way, is only one phase of the co-opera- 
tive activities of these two institutions, 


Demonstrating Ideal Wood Farm 
Building Construction 


TTENTION can hardly be called 
too often to the fact that demon- 
stration is the most effective 

means of consummating sales. Nearly 
every man, his wife and his children 
are induced to buy articles of all de- 
scriptions by some form of demon- 
stration. Samples of gum are dis- 
tributed on the streets; samples of 
shaving soap or dental cream are sent 
through the mails; vacuum cleaners 
are demonstrated in the home; dresses 
are sent out on approval; washing ma- 
chines are operated in show windows, 
and prospective automobile purchasers 
are invited to prove the desirability of 
cars by driving them. The variety of 
demonstrations is as great as the num- 
ber of articles that are offered for the 
use and consumption of man. 

There is an appeal, almost a fascina- 
tion, about a demonstration that can 
hardly be resisted by many persons. 
The demonstration also contains an 
element of education or information 
that places the prospective purchaser 
in a position to judge of the utility or 
fitness of the article to his purposes. 
The sale does not depend upon the 
imagination of the prospect or upon 
his ability to visualize the article in 
his possession or use. For all prac- 
tical purposes, the demonstration 
places the prospect in the position of 
owner and user; he has only to say the 
word “yes,” and he becomes the actual 
owner. 

Not to use demonstration whenever 
practicable is to be handicapped in 
competition with sellers of goods that 
can be and are demonstrated. Now- 
adays, as so often has been said, com- 
petition is as strong between industries 
and commodities as between mer- 
chants in similar lines. The problem 


of the buyer is to balance his budget, 
to stretch his income until it covers 
his wants. The problem of the seller 
is to induce the buyer to include the 
seller’s goods in his budget, to include 
them among his wants, his necessities, 
if possible. 

Lumbermen often have complained, 
or have felt that they had cause to 
complain that so many families bought 
to the limit of their capacity to pay 
and yet failed to include articles that 
would have added immensely more to 
their comfort if not to their efficiency 
and earning power. For example, it 
should be possible to demonstrate that 
a warm and conveniently arranged 
barn would reduce the farmer’s cost of 
production as much as a new machine. 
It should be practicable to show that 
proper housing of hogs and poultry 
will vastly reduce losses of pigs and 
chicks and increase the net return. 

With the addition of the show win- 
dow and the show room to the lumber- 
man’s sales facilities demonstration in 
various forms has been used more 
often and more effectively than was 
possible when the lumber yard was a 
“yard” only. But it is believed that in 
farming .communities demonstration, 
particularly of smaller farm structures, 
can be profitably used more often than 
at present. It is possible to demon- 
strate the smaller portable farm struc- 
tures in their actual size. Others can 
be demonstrated in miniature or can 
be built in sections. Developments in 
recent years appear to indicate that the 
farmer’s salvation in future will be in 
using only the best of soils in the most 
efficient manner. Efficient housing of 
live stock, grains and machinery must 
constitute an essential part of the 
farming plant of the immediate future. 
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AMERICAN LUMBERMAN 


Making the Most of Current Bargain 
Lumber Prices 


LL THE world is said to love a 
bargain. A visit to the bargain 
counters of the stores will con- 

firm the truth of the adage, for they 
attract persons of both sexes and of all 
ages. Nobody is wholly immune; in 
fact, it is sometimes said that every- 
body is looking for an opportunity to 
get something for nothing, and there 
must be some truth in the saying. 
Otherwise, confidence men would not 
thrive in such numbers. 

The bargain appeal is used by all 
merchants in promoting 
sales. Reductions in price are the dom- 
inant note in most department store 
advertising, and cheapness features 
every advertisement. In a sense these 
elements give to advertising the quali- 
ties of newness, activity and change. 
If the big stores did not by means of 
advertising tell abovt changes in style, 
price and merchandise they could 
scarcely command enough patronage 
to continue in business. Their adver- 
tising undoubtedly constitutes an im- 
portant news feature of the daily 
paper, without which both paper and 
store would languish. 

For a period running into many 


classes of 


months prices of lumber as well as 
other building materials have been de- 
clining, until the prices of lumber at 
least have now reached a level that 
justifies calling every purchase a bar- 
gain. Lumber is so much lower in 
price today than it was a year ago that 
the difference offers a substantial sav- 
ing to the buyer of even a small quan- 
tity. Not only so, but the price is so 
low in comparison with what may be 
termed normal values that it can 
hardly be expected to remain any con- 
siderable length of time. This is to 
say the buyer must avail himself of 
current bargains or miss his chance to 
save. 

Lumbermen in all branches of the 
industry have known for months that 
their commodity was cheap, too cheap, 
in fact. But the common impression 
among the public has been, and doubt- 
less still is to a large extent, that lum- 
ber is both scarce and high in price. 
The public still retains the impression 
gained in the days when the air was 
filled with trust-busting threats and 
prosecutions, stories of forest devasta- 
tion, prediction of timber shortages 
etc. 
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Unquestionably, the public is still 
so far uninformed or misinformed 
about lumber supply and lumber prices 
that the industry and retailers espe- 
cially would miss a golden opportunity 
if they did not broadcast the fact that 
prices for lumber have struck bottom. 
That hundreds of retailers realize this 
fact is indicated by the number that 
are advertising bargain prices, as 
shown on the front and other pages of 
this issue of the AMERICAN LUMBERMAN. 
It is hardly to be doubted that the ad- 
vertising of lower prices of lumber 
throughout the country will not only 
stimulate building and repair to some 
extent, but it will do much to restore 
lumber in the esteem of the public as 
the cheapest and most adaptable of 
building materials. In general, cheap- 
ness implies plentifulness, and it is of 
quite as much importance that the 
public shall know that lumber is plenti- 
ful as to know that it is cheap. 

Since nobody can guarantee that 
lumber or any other commodity .will 
remain at its present price level, it is 
perfectly legitimate to stress the im- 
portance of buying and building at 
once, while costs are low. This is in 
fact bargain time in building, and it 
is to the advantage of lumbermen to 
use every proper means to convince 
the public that it is so. 





Opens Eastern Office at 
Pittsburgh 


KLAMATH Fatis, Ore., July 3.—Announce- 
ment is made by E. A. Horr, sales manager of 
the Shaw Bertram Lumber Co., of this city, 
that it has established and opened a district 
sales office at 316 Investment Building, Pitts- 
burgh, Pa. This office will be in charge of 
C. T. O’Connor, who has had long experience 
in the sale and distribution of California pine 
lumber products. This office will serve the 
territory from the Mississippi Valley east to 
the Pennsylvania-Ohio line, including western 
Pennsylvania and New York, as well as all 
of the eastern provinces of Canada, leaving 
the remainder of the Atlantic seaboard States 
and New England under the jurisdiction of 
the company’s New York sales office, located 
at 1181 Woolworth Building, which is in charge 
of H. E. Gernert. 

The Shaw Bertram Lumber Co. states that 
with the establishment of the Pittsburgh office 
it will now have direct contact with all the 
wholesale and factory trade from the Mis- 
sissippi Valley eastward. 


Says U. S. ‘Mail Subsidies En- 


courage Russian Competition 


[Special telegram to AMERICAN LUMBERMAN ] 

Wasuineton, D. C., July 8—In a statement 
today, Wilson Compton, secretary-manager of 
the National Lumber Manufacturers’ Associa- 
tion, declared that United States Government 
mail subsidies are in effect being applied to 
encourage the importation into the United 
States of Russian pulpwood, lumber, and other 
products of communistic industry. 

Take the case of the Steamship Minnequa, 





said Mr. Compton, which recently landed a 
cargo of pulpwood in Albany, notwithstand- 
ing our protest. This American flag vessel 
received a cash postal subvention of $15,700 
for the trip from New York to Leningrad 
and return. 

Such a subsidy makes it possible for low 
freight rates to be offered to the Russian 
government for the transport to the United 
States of forest products made from confis- 
cated forests by timber workers, who, if not 
convicts, are “forced” or “exiled” workers, 
such as dispossessed peasants. 

Pulpwood being on the United States free 
list, the native American /product has little 
chance in competition with products which 
represent no investment, are tax free, pro- 
duced by involuntary labor paid low wages 
in depreciated rubles, and moved by Ameri- 
can ships subsidized by American taxpayers. 
Among these taxpayers are, of course, the 
producers themselves of American pulpwood 
who are thus involuntary and indirect con- 
tributors to the subsidizing of their most 
demoralizing competition. 





. a . 

Situation at Los Angeles 

[Special telegram to AMERICAN LUMBERMAN ] 
Los ANGELEs, CALIF., July 8—Unsold lum- 
ber at Los Angeles harbor stood at 9,672,000 
board feet. Cargo arrivals consisted of ten 
cargoes of fir, containing 9,434,000 board feet, 
and none of redwood. Sixty vessels are re- 

ported laid up and one operating off shore. 





THE POSTMASTER at Lakeland, Fla., is doing 
a service to the building interests by having 
carriers report all improvements on_ their 
routes. This will have the effect, it is ex- 
pected, of drawing attention to rebuilding and 
remodeling in the city and encouraging every- 
body who can possibly do so to follow the 
lead. 


Prominent Southern Lumberman 


Is Dead 


[Special telegram to AMERICAN LUMBERMAN] 

New Or-EANS, La., July 8.—J. Albert Sal- 
men, one of the most prominent lumbermen in 
this section, succumbed to a heart attack at 
his Slidell (La.) home, July 7. The deceased 
was born in Handsboro, Miss., in July, 1861. 
He spent part of his earlier life in Switzerland, 
but had resided in Slidell for the last 41 years. 
The deceased, with his two brothers, Jacob and 
Fritz Salmen, founded the Salmen Brick & 
Lumber Co., of which he was vice president at 
the time of his death. He was also a di- 
rector of the Hortman-Salmen Lumber Co., a 
large yard in New Orleans,. and the Standard 
Fruit & Steamship Co. At various times he 
had served on bank directorates. 

He is survived by his wife, formerly Miss 
Elise Sollberger; his brother, Fritz Salmen, 
and five nephews, Fred W. Salmen (president 
of the company), Mayor Homer Fritchie and 
Gus Fritchie, of Slidell; Albert Fritchie, of 
Baton Rouge, La., and Charles Fritchie, of 
Hattiesburg, Miss. 


Orders Will Be Handled, 
Despite Fire Loss 


Exrop, ALa., July 6.—Charles M. Fitts, as- 
sistant sales manager of the Pioneer Lumber 
Co. has advised the trade that despite the 
heavy loss of lumber on the yards in the re- 
cent fire, all orders will be taken care of in the 
usual prompt and efficient manner. Adjustments 
are being made and the mill is ready to resume 
operation. As stated in the AMERICAN LuM- 





BERMAN in its issue of July 4, the loss was 
confined to lumber on the yard, about 7,500,000 
feet of lumber being destroyed. 
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QUERY AND COMMENT 


Book on American Woods 


I am interested in locating a book that will 
tell me the quality of various woods; uses 
of North American woods; growing condi- 
tions; where found and descriptions. 


Can you tell me where such a book can 
be found? Also can you give me a list of 
companies buying and using hardwoods? 
Also can you give me information on Ten- 


nessee timber? What kind of timber is in 
Bledsoe County? What is an expected amount 
per acre? What should Tennessee timber 
sell for on stump? This information will be 
greatly appreciated.—INQuUIRY No. 2,655. 

[This rather comprehensive request is made 
by a reader in Illinois. Probably the best book 
for his purpose is Kellogg’s “Lumber and Its 
Uses,” the fourth edition of which has just re- 
cently been published. It is supplied by the 
AMERICAN LUMBERMAN at the publisher’s price, 
$4 a copy, delivered. 

Neither this book nor any other known to the 
AMERICAN LUMBERMAN tells what kind of tim- 
ber is in a particular county of any State. In- 
asmuch as the county named is in the hardwood 
region it is inferred that it has a common run 
of southern hardwoods. The volume of stump- 
age would be disclosed, of course, only by a 
careful cruise. The value, likewise, would be 
determined by the volume of the various species, 
as well as by accessibility, the prevailing market 
etc. The name of this inquirer will be supplied 
on request.—EpiTor. | 


Forms for Sawmill Reports 


Please write me the addresses of various 
stationery supply houses that might be able 
to sell me standard forms for daily reports of 
sawmill operations, that have to make daily 
reports to general office.—INQUIRY No. 2,657. 





[This request comes from a lumberman in 
Texas. In response the names of two publish- 
ing concerns that are known to supply some 
forms useful to lumbermen have been given. 
The inquiry is published to give others able to 
supply forms asked for an opportunity to get in 
touch with the inquirer, whose name will be 
furnished on request.—EbITOoR. ] 


Cutting Dimension From Slabs 

The writer is a sawmill foreman and in 
unis capacity has supervision of the dimen- 
sion mill. As we are revamping our methods 
in this department, I would like to have any 
information you may have regarding the 
cutting of dimension from hardwood slabs; 
this information to cover methods of manu- 
facture, costs etc. Anything you can supply 
along this line will be very much appre- 
ciated.—INQUIRY No. 2,652. 

[This request comes from the Appalachian 
region. During recent years, the AMERICAN 
|LUMBERMAN has published numerous descriptive 
articles on the different aspects of hardwood 
dimension manufacture. These articles, how- 
ever, are not now available only in the bound 
volumes of the paper. 

Among the most recent and comprehensive 
booklets on dimension manufacture is United 
States Department of Agriculture Circular No. 
163, entitled “Manufacture of Dimension Stock 
from Northern Hardwoods,” and which may be 
obtained from the Superintendent of Documents, 
Government Printing Office, Washington, D. C., 
at 15 cents a copy. This booklet treats of 
dimension manufacture in a comprehensive and 
authoritative manner and, no doubt, will be 
helpful to the inquirer. Another booklet is the 
réportof the subcommittee on small dimension 
stock" dP. tHe ‘National Committee on Wood 


CHE tion ’ ane Fe*" Hed * Still -Dimension 
SH STIS Seasoring “Handhrig, apd’ MaAdiae 
fife.’ 


his’ bédklet indy bel Obtdihed froth te 
Takats nddht df Deurfienite-at wi ccits ‘al Copy! 
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of Forestry, at Syracuse University, entitled 
“The Manufacture and Use of Small Dimen- 
sion.” While the studies on which this booklet 
is based were made in New York State, the 
booklet would be equally as valuable to an Ap- 
palachian operator as to a New York millman. 

There are, doubtless, many mill foremen and 
others who have had experience in the manu- 
facture of hardwood dimension from slabs and 
who would be glad to give this inquirer the 
benefit of their experience. The name of the 
inquirer will be furnished on request.—-Ep!Tor. ] 


Retail Inventory and Cost System 


What are the most simple and accurate cost 
and perpetual inventory systems for retail 
lumber and building material yards?—INQUIRY 
No. 2,658. 

[This inquiry comes from a retail lumber con- 
cern in Florida. In response two booklets made 
up of articles that have appeared in the A MERI- 
CAN LUMBERMAN have been sent as follows: 
“Tested Perpetual Inventory Systems — Per- 
petual Inventory Cost System and Sales Rec- 
ord;” “A Uniform Accounting System for 
Retail Dealers.” 

No doubt, this inquirer will be very glad to 
receive from other retailers descriptions of cost 
and perpetual inventory systems that they are 
using and have found satisfactory. The in- 
quirer’s name will be sent on request.—Ebiror. ] 


Preservatives for Hardwoods 


We should like to know where we can get 
information as to cost and methods of treat- 
ing with preservative chemicals low zrade 
hardwood lumber so as to make it suitable 
for general farm  building.—INQUIRY No. 
2,651. 


[This request comes from a northern hard- 
wood wholesale concern. The standard book on 
wood preservation is, “Preservation of Struc- 
tural Timbers,” by Weiss, and is supplied by 
the AMERICAN LUMBERMAN at the publisher's 
price, $3.50 a copy. 


The National Committee on Wood Utilization 
some time ago published a booklet entitled 
“Treated Lumber—Its Uses and Economies,” 
which may be obtained from the Superintendent 
of Documents, Government Printing Office, 
Washington, D. C. This book gives, possibly, 
the information required by this inquirer in 
brief and available form. Another booklet is 
United States Department of Agriculture, 
Farmers’ Bulletin No. 744, entitled, “The Pre- 
servative Treatment of Farm Timber,” and may 
be obtained from the Superintendent of Docu- 
ments, at 5 cents a copy. 

It is assumed that this inquirer is interested 
in preservatives and methods of treatment that 
would not involve the installation of a large 
wood preserving plant. The name of the in- 
quirer will be supplied on request.—EbiTor. ] 
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Fifty-three million feet of 





logs were rafted out of the 
Williamsport, Pa., boom inside 
of four weeks. 

* * a 


Under the new Louisiana 
constitution the manufactories 
are exempt from taxation, and 
in no other place that we know 
of can so many advantages for 
manufacturers be found. 


The Chippewa River is re- 
ported to be solidly jammed 
with logs from Mount Pleasant 
to Midland. 


. + * 


Our correspondent of last 
week from Manitou, Colo., 
writes: “I have fallen upon a 
copy of last week’s Lumsrr- 
man and I am mad. I am 
thoroughly mad all through. 
While typographical errors are 
of exceedingly rare occurrence 
in your establishment, when 
you do let that proofreader 
loose he makes amends for a 
whole eternity of perfect work. 
In my letter of June 11 I at- 
tempted to say that ‘Thos. J. 
Nickerson and Wm. B. Strong 
are railroad kings in fact,’ etc. 
But somebody or other must 
have thought I was drunk or 
imbecile, for you can imagine 
my dismay at seeing in type: 
4 5J efferson Coolidge,’ instead 
of "Nickérsin?)” Now's -Cool- 
idve is) Wehdohné ha’ bee for 


some time, and Nickerson is 





out in Arizona working hard 
on building the great Thirty- 
fifth Parallel route, I leave it 
to the intelligent reader to de- 
cide which man I must have 
meant. Again in my descrip- 
tion of the ‘Scenic Line of 
America’ I am made to say the 
‘train clings to the mountain 
side like a mule or a burr’ 
That b-u-r-r makes me madder 
than I was before. If your In- 
telligent proofreader will look 
at the manuscript he will find 
an o at the end of it which 
slightly changes its complexion, 
for be it understood, even in 
the office of the NorrHwesTerNn 
LumBerMAN, that a b-u-r-r-o 
is an ass, and the man who 
makes it ‘burr’ whether he be 
compositor, proofreader or edi- 
tor, is the father of an ass. 
Now, I have relieved my over- 
charged mind I feel better.” 


Thomas Hume is successor to 
James McGordon, deceased, in 
the firms of Hackley & Mc- 
Gordon and C. H. Hackley & 
Co., Muskegon, Mich., and the 
firms will hereafter be known 
as Hackley & Hume. 


The Menominee River Lum- 
ber Co.’s mill at Menekaune, 
Wis., is doing excellent work 
with the Simonds circular saw. 
Last week one of these saws 
ran nine hours in rough knotty 
‘NérWay pine without losing a 
point. The®tompany has two 





of them in use cutting from 
60,000 to 85,000 feet per day 
each, neither of which has lost 
a point this season. 

_ * * 


One New Orleans merchant 
has gone into the importation 
of the hard and _ beautiful 
woods of Central America and 
receives about 300,000 feet of 
mahogany per annum which is 
mostly shipped north and east 
where it is consumed by the 
furniture trade and in the 
manufacture of those superb 
sleeping palaces which adorn 
our railways. 

7 * * 


We have received nctice of 
the incorporation of Curtis 
Bros. & Co., sash, door and 
blind manufacturers of Clin- 
ton, Iowa. The officers are: 
J. E. Carpenter, president; C. 
F. Curtis, vice president, and 
G. M. Curtis, secretary-treas- 
urer. The amount of capital 
stock authorized is $325,000. 

* - * 


Graff, Little & Co.’s new mill 
at Duluth, Minn., cut 665,000 
feet of lumber last week, 
which is said to be the largest 
cut ever made by a Duluth 


mill. 
. * o 


The schooner “J. A. Holmes,” 
lumber laden, while off Racine, 
Wis., June 29, was struck by 
the gale which carried away 
her jibboom and part of her 
fore-rigging. 
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LUMBER MARKET REVIEW 


Curtailment Gives Southern Pine Prices Firmer Tone; 
Buyers Interested in Fall Needs 


Southern pine bookings in the week ended July 3 were 
almost 15 percent above the production, which is, however, 
about 40 percent less than last year’s. Reports seem to 
agree that demand is probably slower, but that continued 
curtailment of output is bringing about a somewhat firmer 
market situation. Shipments since the first of the year 
have exceeded the output by 9 percent, so mill stocks have 
become broken, and retailers are taking note of the fact 
that badly mixed loadings they are likely to want for fall 
trade may be somewhat more difficult to place. And it is 
said that industrial users, believing that prices can not go 
appreciably lower, are easier to interest in purchases for 
forward requirements. 


Northern Pine Movement Slow But Prices Are Steady; 
Hemlock Is Also Inactive 


Northern pine production is running at less than 60 
percent of last year’s at identical mills, though this is the 
season of peak production. Bookings in the week ended 
June 27 made 70 percent of the actual cut, and it is hoped 
that general demand during the fall will be somewhat bet- 
ter than in the first half of the year. Farm consumption 
in the Northwest will probably be small, however, because 
of crop damage and low prices, but as yard stocks every- 
where in the territory are low, a fair movement in mixed 
cars is expected, as northern pine mill stocks are well 
rounded out and will permit the quick delivery required 
for fall trade. In the East the chief demand is for repair 
and modernization work, and it is believed that this will 
result in a fairly good fall movement to the millwork 
plants. Industrial demand is dull, but consumers’ stocks 
are very low. While occasional concessions are reported, 
prices are about steady. 

Northern hemlock output is about one-third less than 
last year’s, but sales to date this year have been about 
one-third less than the actual cut. This is the period of 
heaviest production, and some stock continues to be ac- 
cumulated. Competition with other species continues keen, 
but a fair fall movement to Wisconsin and Michigan yards 
is looked for, with prices at their present low level. 


Production on West Coast Likely to Be Quite Small; 
Market Continues Soft 


Among West Coast lumbermen the chief point of dis- 
cussion is the probable extent of curtailment during July 
and August. The report for the week ended July 4, show- 
ing that production was down to 27 percent of capacity, 
does not give any information as to plans. It is under- 
stood, however, that the output during these months will 
not exceed 40 percent and may decline to 35 percent of 
capacity, compared with around 45 percent in recent 
months. Some mills are resuming operations soon after 
the holiday period, but about fifty of them have set no 
date for starting up again. As production was so cur- 
tailed during the first half of the year that shipments ex- 
ceeded the cut by 4 percent, further curtailment is likely 
to reverse the trend of the market and cause a strengthen- 
ing of prices. 

The Atlantic coast market is still confused by the uncer- 
tainty as to intercoastal rates, for while some lines have 
announced a $10 rate for August, others are taking ship- 
ments at $9. There has undoubtedly been a stiffening in 
rates, and it is encouraging forward buying. There has 
been some increase in large construction in the East, but 


yard business remains slow and competition is quite keen. 
May cargo shipments to the Atlantic coast were only 4.2 
percent less than those of May, 1930, but there was a de- 
cline of around 50 percent in rail shipments, which are of 
minor importance in this market. May cargo shipments 
to California were 14.2 percent less than last year’s. In 
the last week there was no further increase in California 
stocks, the low consumption taking up the receipts. 

Export trade is keeping up fairly well, Japan and China 
being the principal buyers. It is hoped that the mora- 
torium on war debts will result in a speedy improvement 
in the European trade, as European shipments for the first 
five months of the year have been about 42 percent less 
than those of May last year, largely because of the un- 
favorable financial conditions that have prevailed. 

Rail trade volume is fairly well maintained, but the sales 
report for the period ended July 6 gives evidence that com- 
petition is keen, there having been further declines in 
boards and dimension, though flooring and drop siding 
kept at almost the preceding week’s level. | 


Inland Empire Pines Move Slowly; Prices Are Softer; 
California Pines at Lower Level 


Inland Empire production in the week ended July 3 went 
down to 33% percent of capacity, and was exceeded by the 
bookings. It is not expected that the production will con- 
tinue at this level, as it has been abnormally low for the 
season. Demand is dull, with retailers the principal buyers. 
Demand from industrial users is small, millwork and other 
woodworking factories taking only small amounts, and box 
grades being very slow movers. Prices appear to be a little 
weaker. Pondosa inch C selects and No. 1 held their ground, 
but there were declines in D, No. 2 and No. 3. In Idaho 
also C and No. 1 were the strongest grades and made ad- 
vances, while No. 2 held even and D and No. 3 showed 
softness. Pondosa shop prices made little change. There 
is constant pressure on prices, as all grades are plentiful 
and buyers are eager for concessions. 

California pine stocks June 1 were 2.5 percent lower and 
unfilled orders 1.4 percent larger than on that date last 
year. Stocks of No. 3 shop and better were 13.5 percent 
down, but there had also been a decrease of 27.4 percent 
in unfilled orders. June sales prices of most items averaged 
lower than May; those of 16 items of yellow pine averaged 
$2.10 less, with the largest declines in No. 3 clear; while 
16 sugar pine items averaged $1.45 lower, with declines 
occurring principally in D select and No, 3 clear—D select 
and Nos. 1 and 2 clear being fairly firm. 


Some Big Hardwood Orders Placed by Motor Plants; 
Oak and Gum Are Stronger 


Southern hardwood sales in the week ended June 3 
amounted to almost 35 percent more than the greatly cur- 
tailed output. During the last week there have been re- 
ports of large orders for gum from the automobile people, 
for future delivery, and it is indicative of an improved mar- 
ket position that some mills consider such business un- 
attractive at present prices. As oak stocks have already 
been greatly reduced, and are stronger than they were a 
month or so ago, the two principal southern woods are 
in much better position. Building trades demand, through 
flooring and millwork plants and retail yards, is showing 
improvement, but is not active. Makers of some lines of 





furniture are buying more oak. Foreign demand is slow, 
partly because of increased freights and vacations abroad, 
but it is believed that the war debt moratorium will do 
much to revive it. 


Lumber Statistics Appear on Pages 48 and 49; Market Prices and Reports on Pages 66 to 69 
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To Investigate Mexican Mills’ 
Possibilities 


Durancoo, Mexico, July 6—W. F. Ardis, of 
Washington, D. C., industrial engineer, has ar- 
rived here to investigate the possibilities of 
the lumber mills at Llano Grande in manufac- 
turing and exporting to points in south Texas 
large quantities of white pine lumber for the 
manufacture of boxes and crates for the ship- 
ment of citrus fruits and vegetables that are 
extensively grown in that region. The estab- 
lishment of box and crate factories in San An- 
tonio, Laredo and at some point in the Lower 
Rio Grande Valley is contemplated, according 
to Mr. Ardis. The mills at Llano Grande, 75 
miles from Durango, are situated in a _ vast 
forest of virgin white pine. The railroad from 
this city to Llano Grande was constructed about 
twenty-five years ago for the special purpose 
of bringing about the utilization of the timber 
supply. During the long revolutionary period 
the lumber industry was inactive, but it has 
been revived recently. For many years white 
pine for the box and crate factory at El Paso, 
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charge of the larger cruising and forest en- 
gineering projects. In connection with specific 
projects for individual owners, totaling more 
than 900,000 acres, Mr. Woodman has had 
extensive experience in the South, including a 


regional investigation of a large portion of the. 


southern pine belt to determine the availability 
and cost of certain classes of material. The 
established Lacey organization and timberland 
service in the Southeast will be strengthened 
and the regional office at Jacksonville will be 
under the general direction of E. A. Sterling, 
vice president and eastern manager, who will 
make his southern headquarters here. 


New Oil Wells Keep Up Lumber 


Demand 


KILcorE, TEX., July 6.—It is estimated that 
approximately one-half of the more than 2,000 
oil wells that have been drilled or are now 
being drilled in east Texas, both in and outside 
of the proved producing area, are surmounted 
by wooden derrick. The manufacture of der- 
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Texas Distribution Code 
Announced 


Houston, Tex., July 6.—Three Texas whole- 
sale, retail and manufacturing lumbermen, 
working as a special committee named at a 
recent Statewide conference of lumbermen at 
Fort Worth, announced during the last week 
at Houston the result of their labors, a code 
of ethics and distribution statements deemed 
suitable as a guide for lumbermen not only in 
Texas, but throughout the Southwest. 


The code and statement were adapted from 
those worked by the National retailers and 
National manufacturers at Chicago in April, 
and in general follow the suggested code 
printed in the May 2 issue of the AMERICAN 
LUMBERMAN. Paragraphs relating to “Price 
Discriminations,” “Rebates,” “Price and Stock 
Lists,” “Use of Shipper’s Certificate; and Of- 
ficial Certificate,” and “Conservation,” most of 
which refer to manufacturer’s activities, are 
omitted. Changes or additions have been made 





Business Is Better—-A Mile of Redwoo 


Ceremonies Attend Start of “Redwood Empire Special” Train of 118 Cars from California—! Ent 




















The “Redwood Empire Special,” largest single shipment 
of lumber in the history of the redwood industry and pride 
true to schedule left 
Ben Ali station near Sacramento, Calif., July 1, bound for 
the middle West and the Atlantic seaboard. There was a 
loud shout of applause from the crowd gathered at the 
starting point as Gov. James Rolfe, jr., after applying the 
oil can in a very engineer-like manner to the gigantic moun- 
tain-type locomotive, climbed up into the cab, gave the 
whistle a loudspeaking toot, and then pulled the throttle 
over to start the mile-long wood-filled snake rolling over 
the Southern Pacific rails toward the Atlantic. 


of the famous “Redwood Empire,” 


Practically all the mills in Mendocino, Humboldt and 
Del Norte counties, members of the California Redwood 
Association, joined forces to make up the train, and every 
stick of lumber in the 118 cars was already sold to retailers, 
most of them east of the Mississippi River, before inclusion 
in the special train. 
3,000,000 feet of redwood—enough, it has been pointed 
out, to build nearly a thousand homes—and is consigned 
in carload or half-carload lots to the various purchasers. 
Dealers quickly saw the advertising value in having lumber 
on this train, and the shipment was larger than expected. 

Although it was able to leave the capital suburb pulled 


The shipment included more than 





owned by the same Canadian interests which 
own the Mexican Northwestern Railroad, has 
been obtained from its extensive timber tracts 
and lumber mills in western Chihuahua. 





Makes Changes in Executive 
Personnel 


JACKSONVILLE, FLA., July 6.—Effective July 
1, J. E. Woodman hasbeen placed in charge of 
the Jacksonville office of the James D. Lacey 
Co., a subsidiary corporation of James D. 
Lacey & Co., of New York. Mr. Woodman 
has been with the Lacey organization for twelve 
years and previous to this assignment was in 


rick timbers and lumber is now an industry of 
considerable magnitude. The material for each 
derrick costs about $600, making a total of 
more than $600,000 that has been expended for 
this purpose. The lumber industry has shown 
great gains along other lines. New yards have 
been established in all the towns and they are 
handling enormous quantities of building mate- 
rials. The erection of new buildings and a 
general improvement program that is in evi- 
dence not only in the large and small communi- 
ties but in the rural sections are keeping up 
the demand for lumber to an unprecedented de- 
gree. All of the east Texas mills are feeling 
the beneficial effects of the oil development that 
is in progress. 


in the following part of the original code: 


The retail lumber dealer is recognized as 
the proper distributer within his trade terri- 
tory of all lumber except the following classes 
of business: 


1. To railroad and interurban for 


their direct requirements. 


lines 


2. Shipyard and dock builders on their re- 
quirements for ship building, ship side dock 
and ship yard building and construction, but 
not on other construction. 


3. Large users of industrial lumber who 


buy regularly in car load lots for the purpose 
of manufacture, but only material for the 
specific manufacturing requirements of the in- 
dustry and for known plant construction and 
additions. 
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Co-operate in Exhibition of 
Model Milk House 


PorTLAND, OrE., July 3.—With a view to 
educating dairymen and the general public as 
to the reasons for the requirements of the 
new milk law made effective in this city early 
last year and since adopted by Eugene, Salem, 
Medford, Klamath Falls, Pendleton and Mc- 
Minnville, and by Vancouver and Walla Walla, 
Wash., a complete display of machinery and 
equipment utilized in the production of milk— 
from the cow to the ultimate consumer—was 
exhibited at the Northwest milk inspectors’ 
convention held here June 8 to 13. 

J. F. Mackie, in charge of the Portland office 
of the National Lumber Manufacturers’ Asso- 
ciation, was asked by the Portland city milk 
division to obtain the co-operation of the lum- 
ber industry in the convention and exhibit. 


Following conferences with Prof. W. J. 
Gilmore, of the Oregon State Agricultural 


College, and Chief Inspector Jennings, of Port- 
land, a decision was reached to provide an 
exhibit consisting of a 2-room type milk house 
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because of the general agitation for improved 
dairy conditions to meet the milk grading re- 
quirements of the new city ordinances. 

The model milk house was erected as a co- 
operative project by the Jones Lumber Co., the 
Oregon Door Co., the West Coast Lumber- 
men’s Association and the National Lumber 
Manufacturers’ Association. 





Preserving Company Organized 


JACKSONVILLE, FLA., July 6—Headed by 
Haynes Mahoney, one of the outstanding re- 
tail lumber and building material dealers of 
Florida, the Mahoney Terminix Wood Preserv- 
ing Co. has been organized and will engage 
actively in the treatment of lumber to make 
it termite and decay proof. In preparation for 
thus utilizing the Bruce preservative treat- 
ment, Mr. Mahoney is installing a Moore 
treating kiln of the “charge” type, also dip- 
ping tanks and other necessary equipment. Mr. 
Mahoney realizes that treated lumber is coming 
more and more into popular favor and believes 
that it behooves the up-to-date lumber retailer 
to equip himself to supply this demand. He 


31 


Granted Permission to Buy 
Lumber Railroad 


PorTLAND, ORE., July 3.—Permission has been 
granted by the Interstate Commerce Commis- 
sion for the sale of the 24'4-mile line of the 
Longview, Portland & Northern Railway Co. 
to four railroads, the Northern Pacific, the 
Oregon-Washington, the Great Northern and 
the Chicago, Milwaukee, St. Paul & Pacific, 
each line to have an undivided fourth interest 
under joint ownership. The commission also 
authorized acquisition by the Chicago, Milwau- 
kee, St. Paul & Pacific of trackage rights over 
a portion of the Northern Pacific’s lines in 
Lewis and Cowlitz counties and held the record 
open for 60 days to permit negotiations for a 
lease. In the event that a lease can not be ne- 
gotiated the Milwaukee will be allowed to 
construct a new line, application for which is 
on file with the commission. 

The commission held that joint ownership 
would give the applicants free, direct and equal 
access to the industries and enable them to 
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‘Lumber Rolling Eastward 


yrnia— Entire Shipment Purchased by Retailers East of Rockies 











broadcast over station KOIL. 


by the one locomotive, the heavy train could not travel 
far that way, for six more of the huge Mallett locomotives, 
each of which has sixteen driving wheels, were necessary 
to draw the train up over the Sierra Summit. 
the grade,"” however, and at Ogden, Utah, the train was 
delivered to the Union Pacific Railroad, which brought it 
east as far as Omaha, Neb. There the first break-up was 
made, as attention was directed to the shipment by radio 
It was pointed out that such 
a great amount of lumber going to retailers could mean but 
one thing—tthere is an increased demand, caused by the re- 
sumption of building activity—surely a harbinger of return- 





They “‘made 


adelphia. 


ing general prosperity. Seventy cars remained in the train 
when it was delivered to the Chicago & North Western 
Railroad, and when that carrier brought it to Chicago Tues- 
day night, thirty more cars were “dropped off” for dis- 
tribution from here. 
of the train, over station WBBM, and once more it was 
hailed as an indication of recovery from the fear which 
has gripped the country’s purses. 
Pennsylvania Railroad, which took charge of the remaining 
forty cars for transportation to the seaboard, would have 
another broadcast concerning the train when it reaches Phil- 











Again radio announcement was made 


It was expected that the 





ad as 
terri- 


asses 
; for 


ir re- 
dock 
, but 


who 
rpose 
* the 
ie in- 
1 and 





with ground floor dimensions 12x16 feet, rather 
than the 10x12 feet one-room type of house. 
This exhibit conformed to the standard plans 
approved by the United States public health 
service, the Portland bureau of health and the 
Oregon State Agricultural College: 

The building was constructed in sections in 
order that it might be readily taken apart fol- 
lowing the convention and shipped to Cor- 
vallis, where Prof. Gilmore has agreed to keep 
it as a permanent exhibit in his department and 
to make it available for exhibition purposes at 
State and county fairs, as well as to any 
groups of lumbermen who wish to dispiay it. 

Prof. Gilmore is confident there will be great 
demand for this model all-wood milk house 
that it behooves the up-to-date lumber retailer 


further points out that his customers also de- 
mand lumber of a definite moisture content. 
To supply this, of course.modern dry kilns are 
necessary. Mr Mahoney said of the process of 
treating lumber with Bruce preservatives : 

A Moore tréating kiln will be used to heat 
the lumber to the desired temperature be- 
fore it is subjected to the preservative 
treatment. When the lumber is cooled or 
chilled during the preservative treatment, 
atmospheric pressure forces the preserving 
liquids deep into the cell structure of the 
lumber. 

The kiln. and the dipping tanks for the Ma- 
honey. Terminix Wood Preserving Co. are be- 
ing. supplied by the Moore Dry Kiln Co., 
from its eastern plant and office here. 


provide such facilities as may be needed for 
the city of Longview and its port. It will give 
Longview the benefits of a single line freight 
service by four transcontinental lines with con- 
sequent advantages in certain rates and transit 
privileges. 

Petition forf,.permission to buy the road from 
the Long-Bell, Lumber interests was filed in 
September last year by the Union Pacific, the 
Great Northern and the Northern Pacific after 
a series of conferences that extended over sev- 
eral months. No price consideration has ‘been 
mentioned..at. any stage of the proceedings. 
Freight reyenues derived by the roads from the 
Longview, section are estimated at more than 
$3,000,000 annually. The estimated cost of the 


line to. be sold is approximately $4,400,000, 
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Philippine Mahogany Case Dismissed 


Proceedings in Philippine Mahogany 


Case Dismissed 


Wasuincton, D. C., July 6—A victory of 
far-reaching effect has been won by producers 
of Philippine mahogany in competition with 
those from Central America, Mexico and 
Africa as a result of the decision made avail- 
able today by the Federal Trade Commission. 

Under the decision, the commission dismissed 
proceedings instituted against the Gillespie Fur- 
niture Co., of Los Angeles, which was charged 
with unfair methods of competition due to the 
use of the words “Philippine Mahogany” which, 
it was claimed, comes from wood other than 
mahogany. 

The decision is important owing to the fact 
Philippine mahogany is extensively used by 
high grade furniture manufacturers and by 
builders of boats in this country. As a result, 
the Philippine Islands will continue to supply 
much of the mahogany now used in the United 
States. 

3otanically, the Philippine mahogany tree is 
not related to the Cuban, Mexican or African 
varieties, but the wood is very similar in all 
respects and it is almost impossible to dis- 
tinguish between articles made from Philip- 
pine mahogany and those from other countries. 

While the supply in Cuba has practically 
been exhausted, that of the Philippine Islands 
is virtually unlimited. Not only are there vast 
forests of mahogany in the Philippines, but 
all timber lands are owned by the Philippine 





against the great weight of evidence. The 
United States Supreme Court refused to re- 
view the case. 

Undeterred by the decisions of the courts, 
the Insular Lumber Co., of Philadelphia, 
through its attorneys Harry D. Nims, of New 
York, and Daniel R. Forbes, of Washington, 
protested to the Federal Trade Commission 
against the findings in the original case, and 
presented claims to show that Philippine ma- 
hogany was in fact mahogany by every test; 
that the Philippine trees producing tiie wood 
were not classified as mahogany; the same 
botanists had said that Douglas fir is not fir; 
and that the cedar used for chests and closet 
lining is not cedar. 

The Insular Lumber Co. offered to finance 
the defense of any other concern against whom 
the commission might bring a second action 





Makes Extensive Improvements 
and a Gain in Production 


Ponposa, Ore., July 3.—Extensive improve- 
ments in the plant of the Grande Ronde Pine 
Co., at this place, have been completed. This 
plant, constructed four years ago, was orig- 
inally owned by the old Grande Ronde Lumber 
Co. and has been taken over by the Grande 
Ronde Pine Co., and is again in production 
after a shutdown which began last summer. 
The new company has installed improvements 
in the mill that have made it thoroughly mod- 


> 


with the result that the proceedings against 
the Gillespie Furniture Co., of Los Angeles, 
were filed. In this case, more than six thoy- 
sand pages of testimony were taken and hun- 
dreds of exhibits were introduced. The Fed. 
eral Trade Commission held hearings in Los 
Angeles, San Francisco, Seattle, Spokane, Chi- 
cago, Cincinnati, Indianapolis, Jamestown, N. 
Y., New York City and Washington. Through 
the efforts of the Insular Lumber Co., it was 
proved that Philippine mahogany because of 
its quality, beauty, grain and figure, texture, 
durability and ability to take fine cabinet fin- 
ish, is equal to the mahogany of Africa, and 
Mexico for cabinet work, and is superior to 
them for boat building. As a result, the Fed- 
eral Trade Commission dismissed the proceed- 
ings. 

At one of the hearings, two carved chairs 
were presented in evidence. One was made of 
Mexican mahogany and sold for $90 and the 
other one was a duplicate made from Philippine 
mahogany, selling for $40. The chairs were so 
identical that numerous experienced witnesses, 
including the manager of the factory which pro- 
duced them in evidence, could not tell one from 
the other. The cost of manufacture was iden- 
tical with the single exception of the cost of 
the wood. Under the prevailing prices for 
Mexican and Philippine mahogany, the differ- 
ence in the cost of the chairs was $1.97. But 
as the Mexican mahogany chair under the 
original ruling could be sold as mahogany and 
the other could not be called mahogany, it 
was testified that the Mexican mahogany 











Panoramic view of the Grande Ronde Pine Co., Pondosa, Ore., which has resumed operation with a production of 100 percent kiln dried lumber 


Government. American mills there lease this 
land, but they can only cut trees of certain 
dimensions. The Philippine Government has 
placed the forests under scientific forestry man- 
agement and everything is being done by the 
island authorities to maintain a perpetual sup- 
ply. 

The proceedings against the producers of 
Philippine mahogany were originally started 
by the Federal Trade Commission in 1925 after 
importers of Mexican and African mahogany 
had charged that certain American dealers in 
Philippine mahogany were engaged in unfair 
competition alleging that Philippine mahogany 


was not a mahogany wood. Producers of 
Philippine mahogany denied the charges on 
the grounds that Philippine mahogany was 


equal to foreign woods. Because of American 
efficiency and management, they claimed it was 
possible to produce it at a lower cost. 

The Federal Trade Commission ordered deal- 
ers to discontinue the use of the name Philip- 
pine mahogany and the circuit court of ap- 
peals sustained the commission although one 
justice claimed that the findings of the com- 
mission, while binding upon the court, were 


ern, and it is now equipped to produce a full 
line of lumber and lumber products throughout 
the year with a modern, well equipped box 
factory to complete the operations. Among 
other improvements installed were two latest 
type Moore reversible cross circulation dry 
kilns. 

The new company is logging almost exclu- 
sively with trucks, getting out more than 150,- 
000 feet a day. It controls an advantageously 
located tract of high grade pine, with timber 
sufficient to maintain this volume for several 
decades. Half of the log production is cut into 
lumber in the company’s own mill, the re- 
mainder being manufactured in neighboring 
mills. 

The new Grande Ronde Pine Co. is headed 
by E. S. Collins, Portland, Ore., as president, 
with Truman W. Collins, of Portland, vice 
president, and C. H. Mimnaugh, of Pondosa, 
general manager. Other officers are Howard 
Stoddard, Salt Lake City, treasurer, and Allen 
Smith, Baker, Ore., secretary. J. T. McDon- 
ald, manager of the Mt. Adams Pine Co., is in 
general charge of the logging operations of 
the company. 


chair was priced $50 higher than that made 
from Philippine mahogany. 


No Reason Given by Commission 
for Its Action 


Wasuincton, D. C., July 6—The Federal 
Trade Commission has dismissed its complaint 
against the Gillespie Furniture Co., of Los 
Angeles, Calif., which had been charged with 
unfair competition involving use of the words 
“mahogany,” “Philippine mahogany” and other 
terms of which the word mahogany is a part, 
to describe woods alleged to be other than 
mahogany. 

No explanation was given for this action by 
a majority of the members of the commission, 
which amounts to a reversal of its original 
ruling in a case involving six concerns, which 
were ordered to cease and desist from using 
the word mahogany in connection with hard- 
woods from the Philippines which belong to 
different species. 

Respondents in the original case took the mat- 


(Continued on Page 65) 
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Joys of Home Owning 


Make a — of the Home 
£ \F OBBIES are 





goodforhu- 
mans, as every- 
body knows who 
has ever got ab- 
sorbed in one. 
There’s ween like it for taking the 
mind off the business depression, your 
pet ailment or whatever it is that gives 
you wrinkles. 

Hobbies are also expensive, usually, 
and almost always quite useless. But 
some people are lucky enough, or wise 
enough, to make a hobby of something 
that is fascinating, absorbing and also of 
great use and profit. 

Such a hobby is the nome. What more 
fascinating pursuit than the building, fur- 
nishing, developing of a home? Instead 
of collecting old pewter or early Ameri- 
can tobacco pouches, why not go in for 
making your home the most charming, in- 
dividual and comfortable home of its age 
and size in the county? Why not collect 
home conveniences, ingenious labor sav- 
ers and beautiful and unique furnishings ? 
What a kick there is in finding something, 
which you need for a certain corner, that 
is beautiful and rare, or at least differ- 
ent, at the price of a commonplace fur- 
nishing! How much more a bit of orna- 
ment means if you have picked it up in 
an out-of-the-way place, if it has a scrap 
of history or romance, if it fits into the 
one spot in your home where it is needed 
as if created for that spot, and it cost 
less than an ordinary piece of pottery you 
would find in any department store. 
Those are the joys of home building. 

The usual collector merely hunts and 
gathers in his trophies. He who makes a 
hobby of his home can also create them, 
in many cases build them with his own 
hands and afterwards use them. 


e¢ ¢ ¢ 
Selecting the Plan 


Given the inborn love of a home, the 
determination to have one, the modest 
means necessary to start out on the great 
project, there is no better fun than the 
next step—selecting the plan. 

For a truly home loving young couple 
there are few pleasures keener than that 
of poring over plans and talking over 
every detail. Studying each plan with a 
view to picking out just the right one for 
their individual needs and tastes, chang- 
ing a stairway here, adding a closet 
there, having a different kind of window 


in the living room, or putting in a dormer 
in the attic, pricing this and that and 
counting up their resources over and 
over again to see if they can make them 
fit, the young people put in probably the 
most joyous hours of their lives. 

How many things must be considered 
in selecting a plan for a home that is to 
be permanent, and should be designed to 
meet future as well as present needs of 
the family! First and foremost, of 
course, the total cost and the number of 
rooms. Next the floor plan, then the 
fascinating details; the figuring out 
how some delightful feature may be 
brought in under the maximum cost. 
Temperament, taste, habits, the hus- 
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band’s business, the wife’s health and 
ability, the inclination towards hos- 
pitality or towards a quiet, seclusive life, 
the prospect of future income, the plans 
for a future family, all of these must 
enter into the selection of a suitable plan 
for the home which is to be built for per- 
manence. 

The wise home maker will study all of 
this in advance. At the best there will 
be some mistakes and there will always 
be the unexpected need and always some- 
thing new which will be desirable. The 
selection of a plan therefore should be 
guided somewhat by its adaptability to 
prospective future needs. The feasibility 
of adding a room or a sun porch, of fin- 


ishing un the attic or doing something 
with the basement, should be carefully 
considered. Sufficient closet space for a 
family of two or three is not adequate 
when the family grows larger and older. 
Figuring on spaces where closets and 
shelves or built-in cabinets may be added 
later is part of the selection of a plan. 
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Fixing Up the Basement 


DRY, clean, well-lighted, 
and well-ventilated 
basement can be 
zi made a most useful 
iM ae ee part of a house by 
wr partitioning off spaces 
for ‘different purposes. It is generally 
necessary, at least, to partition off a 
coal bin, and sometimes the furnace 
also is inclosed to protect the rest of 
the basement from dust and soot. The 
remaining space may be divided off 
for a laundry, a workroom for the 
handy man, or a playroom for the chil- 
dren. It may also be desirable to pro- 
vide a cold room for the storage of pre- 
serves and fruits and vegetables. 

If a definite storage space is set aside 
for garden tools, bicycles and various 
equipment, they can be kept in good con- 
dition and more readily located when 
needed. An orderly arrangement in a 
basement tends to encourage neatness 
and lessen work. 

Before partitions are put in, a careful 
study of the requirements should be made 
and a plan outlined, so that, regardless 
of the order in which the partitions are 
built, they will conform to the general 
scheme. 

The partitions may be of wall-board, 
lumber, brick, tile, or concrete, depend- 
ing upon the wishes of the owner regard- 
ing permanence and the amount of 
money available for the purpose. 
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WHEN A man becomes a home owner 
the value of his citizenship is enhanced. 
He will naturally take a greater interest 
in public affairs, and in all projects for 
the progress and development of the com- 
munity. As a taxpayer he will want to 
know how the taxes he pays are ex- 
pended, and he almost invariably makes 
it part of his duty to ascertain whether 
the administration of public affairs is 
wise or extravagant. And he acts upon 
that knowledge to the advantage of the 
entire community. 


This page is written for the general public with the purpose of encouraging and spreading the idea of home 
owning and home improvement and to help create business. Show it to your editor. Free reprint on request. 
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REALM OF THE RETAILER 


Vigorous Sales and Service in a Big Texas City 


A Place of History, Romance and Commerce—Architecture, Financing and 
Contract Management Are Combined to Serve and Please the Customer 


The Texas association held its convention in San Antonio just 
before the Fiesta de San Jacinto. This, as you may remember, is 
a carnival centering about one of the great events in Texas his- 
tory; the battle of San Jacinto, which won Texas its independence 
from Mexico. The battle of the Alamo occurred in San Antonio 
some six weeks before San Jacinto; and in this little old fortress 
church, which takes its name of Alamo from the Spanish word 
meaning cottonwoods, there perished a group of about 180 Texans, 
fighting to the last man. Among them were at least three whose 
names were widely known: Col. Travis, the commander; Col. 
Bowie, whose name was associated with the famous frontier knife, 
and Col. Davy Crockett, the picturesque Tennessee frontiersman 
and member of Congress. The Alamo is one of the shrines of Texas 
patriotism; and the Fiesta largely centers about it. The Realm 
saw little of the carnival; but we did see King Antonio arrive with 
his guard of Texas Cavaliers; a troop of splendidly mounted young 
Texans wearing their brilliant uniforms of blue and scarlet. The 
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The Richey-Kirby Lumber Co., of San Antonio, Tex., maintains an archi- 
tectural department, with a library of many hundreds of plans, which 
customers have access to when wishing to build homes 


Fiesta lasts about five days and culminates in the Battle of Flow- 
ers parade; a carnival parade that ranks with the great pieces of 
pageantry held anywhere in the country. 


A City of Noted Lumbermen 


In addition to its historical interest and its cosmopolitan flavor 
of Mexican and Spanish life, San Antonio is a noted place for its 
big lumber yards. Several years ago a group of the larger yards 
formed a consolidation; but apparently that move came a few 
years too soon, and after a trial it was given up. The local lum- 
bermen were pioneers in organizing and operating a supply yard 
to carry certain slow-moving items that can be handled to better 
advantage by one organization and distributed as needed to the 
various yards. This concern, the Builders Supply Co., has been in 
operation a good many years and has been notably successful. 

For many years the larger yards of the city—there are supposed 
to be about forty, large and small, though even the local dealers 
are never sure of the exact number—have financed their custom- 
ers. It has become an accepted thing, and none of the bigger yards 
even considers the possibility of giving it up. F. L. Hillyer, of the 
Hillyer-Deutsch-Jarratt Co., began this practice long ago. He de- 
veloped it until the sums of money needed became very large; and 
then he developed a widely noted system of issuing bonds to pro- 
cure the money. His system proved to be very successful. While 
Mr. Hillyer has retired from active retailing, the general idea of 
financing which he helped to popularize has been continued. Sev- 
eral of the very strong and well financed companies carry their 


own paper. Others have developed various markets for it. But the 
San Antonian who has savings enough to justify his building a 
house takes it for granted that any financing he may need in addi- 
tion to his own money may be secured through his lumber dealer. 


Successful House Financing 


A least one well known lumberman of the city, R. A. Richey, of 
the Richey-Kirby Lumber Co., says he thinks that San Antonio lum- 
bermen have developed better methods of financing than of selling 
lumber. He remarked to this department that sometimes, when 
he considers the lumber competition and its effect upon prices, he 
wonders if he'll not quit handling lumber, give all his time to 
financing and building and buy his materials from his neighbors! 
He has built a number of houses for sale and likes that business. 

At the present time the Richey-Kirby company has an interest- 
ing method of dealing with its customers. It maintains an exten- 
sive architectural department and has a library of a good many 
hundreds of plans. Some of these the company has used, with 
slight variations, a number of times. They can tell in advance 
within perhaps $50 the cost of building these houses. 

When the customer finds a plan that suits him, or when the com- 
pany has drawn plans to his specifications, the approximate cost 
is arrived at. The customer then gives the company a note for 
that amount. The company gets several reputable contractors to 
bid on various parts of the work; construction, painting and the 
like. These figures are totaled to arrive at the exact cost. As the 
work progresses an exact record is kept of the transaction, and a 
special bookkeeping machine has been devised for the purpose of 
doing this work. When the job is done, and when all bills are 
paid, this detailed record is handed to the customer. He knows 
where all the money has been spent. If the total amount is less 
than the amount of the note, that difference is credited. The com- 
pany then arranges to permit the customer to pay out by the 
month. And all this service is rendered for the purpose of selling 
the materials used in the job. 


Specialties as Business Feeders 


This company has a big and commodious office. Mr. Richey 
says that he handles quite a number of specialties that are not 
highly profitable in themselves. He does this to complete the serv- 
ice to the customer and also to attract people to the office for the 
purpose of forming acquaintances. 

Mr. Richey took this department on a drive about the city, 
through beautiful residence sections. The Spanish influence in 
architecture is marked, and it fits the climate and the historic 
setting beautifully. One notable type of house is the stone veneer; 
a type of building which calls for quite as much lumber as a frame 
house. Mr. Richey called our attention to the fact that San Anto- 
nio is the great military city of the United States. The War De- 
partment, in fact, owns about a third of the county and has per- 
haps a dozen different fields, posts, drill areas and the like. The 
new flying field, the greatest in the country, is about completed. 
The city raised something like half a million to buy the land, which 
it presented to the Government, and the army has spent ten or 
twelve millions. This has been an important asset to the city dur- 
ing the difficult times the last year or two, and San Antonio has 
had little serious unemployment. The army has spare parts for 
airplanes in storage at the various fields, running in value to sev- 
eral hundred millions. The regular expenditure of the army, in 
and around the city, runs to a couple of millions a month; in itself 
an important factor in local trade. 

We may as well admit frankly that the Realm did not find all 
the San Antonio yards. According to the latest estimate they are 


about forty in number; though that number varies from season to 
season, and even the local organization does not have a complete 
It is possible that we have missed some good 


and exact census. 
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friends and good dealers; and if that is true we promise, on due 
and timely notice, to bring forth fruits meet for repentance. 

L. A. Tobias, of the Karren, Tobias Lumber Co., says that about 
90 percent of the company’s sales are financed. The usual plan is 
to place about 60 percent of it in a first lien. Texas has some laws 
all its own, and terminology has been made to fit these laws; so 
they call it first lien instead of first mortgage. There is some dif- 
ference in fact as well as in name; though an outsider has trouble 
in describing it. The old homestead law, dating back to early days 
when money was scarce and when the settler received special pro- 
tection as against the money lender, makes it impossible under 
certain circumstances to give a mortgage in the usual meaning of 
that instrument. A person sees some interesting effects of these 
laws on almost any residence street. If a person owns and lives 
in a house and has no other real property, it seems that the public 
can not force the owner to pay for paving. So you're likely to see 
little notches of unpaved areas in front of certain houses. This is 
a State-wide matter, applying to all towns. 

Mr. Tobias says that his company carries some second liens, 
itself; but as a rule it naturally prefers jobs in which the owner 
has enough money, added to the first lien, to handle the job. The 
company does not contract directly, but it does undertake to 
get reputable contractors to bid on the jobs.. It watches the whole 
process to see that both the owner and the various contractors get 
a square deal. The company undertakes a good many personal 
services. For instance, Mr. Tobias mentioned some rental proper- 
ties built by owners through this company. After the first deal 
was made, the company superintended construction, found tenants, 
collected rents, paid taxes and at the end of the year settled with 
the owner. A determined percentage goes to liquidate what is still 
owing, and the remainder goes to the owner. Some owners don’t 
see these properties from year’s end to year’s end. 


The Buoyant Effect of Public Works 


Roy J. Campbell, of the Campbell Lumber Co., on South Flores 
Street, tells us that affairs are going along on an even keel. The 
depression naturally touched the city; and its effects are varied. 
But it seems probable to an outsider that this city did as well as 
any other city of a quarter of a million people; both because of 
the extensive service offered to builders and because of the exten- 
sive amount of public work that has gone on. This customer serv- 
ice is no new thing. It has been developed slowly through many 
years; and in that way it has apparently avoided some of the in- 
flation and the poor risks that frequently follow a sudden offering 
of such financing. Some dealers might question this statement 
about the avoidance of credit anxieties; but it is of course a rela- 
tive matter. Mr. Campbell thinks the construction of dwellings 
must run along a couple of years more before it gets to a sound 
and routine basis. 

On North Flores, merging into the Fredericksburg Road, we were 
not so fortunate in finding dealers. It was a poor week to find 
managers in, and as a matter of fact these San Antonio dealers, 
with their extensive service and special sales methods, find it more 
profitable to spend much of their time with customers. The Spen- 
cer-Sauer Lumber Co. has a big and handsome plant on a promi- 
nent corner. It operates a rather complete hardware store in con- 
nection with the big yard, sells mechanics’ tools and paint and 
handles trellis and garden equipment. W. T. Thrift, the manager, 
is a well known lumberman. 

A little farther out is the new plant of the Melliff-Grosser Lum- 
ber Co. G. E. Melliff is a young lumberman who has been widely 
prominent in local merchandising. He acted as head of the big 
consolidated company, and when that venture was given up he and 

















The Spencer-Sauer Lumber Co., San Antonio, operates a complete hard- 
ware store, sells paint, and handles trellis and garden equipment 
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W. W. Grosser started this yard. It is a handsomely designed 
place and specializes in trade-marked lumber. I believe all the 
stock carried is trade-marked, and the company seeks for quality 
trade. The plant is located in a rapidly expanding residence area, 
and for blocks the visitor sees handsome houses, all quite new, 
running to the distinctive Spanish type of architecture. This type 
of building fits splendidly into the landscape and into the clear 
atmosphere of the Southwest country. Brightly colored tile roofs, 




















The new plant of the Melliff-Grosser Lumber Co. is located in a rapidly 
expanding residence district of San Antonio and seeks quality trade 


pastel tints of stucco, patios and the like are the rule. A New 
Englander might think that a brilliant green roof, a faint rose 
stucco and window frames a bright blue would make an odd look- 
ing house; and it would, in New England. But under the bright 
sunshine of Texas, with pepper trees and riots of roses, it fits in 
beautifully. 

The Realm saw Gerald Melliff for a short time at the convention, 
but two calls at his office failed to find him. Mr. Grosser was 
present when we called the second time and said affairs were jog- 
ging along. The minor attack of over-building of a few years ago 
seems to be about absorbed; and several hundred new families 
arrive in the city in search of homes each month. 

The Petrich-Sauer Lumber Co. is one of the big and well estab- 
lished companies of the city. N. L. Petrich has been doing busi- 
ness here for nearly a generation. He happened not to be in the 
office at the time of my call, but I met G. P. Davis, vice president, 
and Albert Scharman, the superintendent. R. R. Witt, of the 
Builders Supply Co., happened to be calling there at the same time. 
This concern, the Builders Supply, has been in operation for a 
good many years, handles the slow movers for local yards and also, 
I believe, does a general wholesaling business. It was one of the 
early steps in developing special service among San Antonio yards. 
Operations of this kind are now fairly well known in many parts 
of the country and seem in nearly every case to be successful; for 
they permit dealers to have access to a more varied stock than 
would be possible if each carried his own stock. They allow man- 


ufacturers to have access to a trade territory without the tempta- 
tion for direct selling, establishing retail branches of their own or 
giving agencies to grocery stores and gas stations. More important 


to the dealers is the fact that this expanded service is possible with 
a much smaller investment. 


Signs of Growing Volume 


At the time of our meeting, Mr. Witt said there were evidences 
of expanding trade. It had not settled down to a steady pull but 
was running in short cycles; a couple of weeks of maximum sales, 
followed by a week or two of slack times. But the bursts of activ- 


ity indicate that building is on the increase. 


Mr. ‘Davis said his business was going at a fine rate; the yard 
delivering all it could handle and the estimating department clos- 
ing new jobs. In his opinion by mid-summer, when these lines 
get into print, San Antonio will have forgotten that such a thing 


as a depression ever existed. 


Like all his neighbors, Mr. Davis mentioned customer financing 
as a long established policy. This is a powerful company and 
handles its own paper. It occasionally sells a little paper to 
friends, and in times when sales are hot it uses some as collateral 


to borrow loan money. 
“We've never done contracting,’ 


ing the service and control of the material business.” 
Other San Antonio yards next week. 


Mr. Davis remarked. “We've 
been content to bring customer and contractor together. But I am 
fairly well satisfied that in the course of a short time we’re going 
to go into general contracting. It seems the next step in extend- 
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Many Retail Yards Are Setting 
Good Examples 


Reports coming into the office of the AMER- 
ICAN LUMBERMAN indicate that numerous re- 
tailers all over the country are “sprucing up” 
their yards, modernizing, repairing, painting 
etc. There seems to be a widespread feeling 
that better business is just ahead, and that 
the present slack season should be used in put- 
ting plants in best possible condition, thereby 
accomplishing the two-fold object of setting a 
good example to the community and of furnish- 
ing employment to men needing it. 

The amounts involved in these betterments 
run from just a few dollars to many thousands. 
This week a report came in telling of a small 
town yard in Nebraska making changes which 
apparently consisted solely of closing up a door- 
way in one corner of the office and cutting a 
new entrance in the center—a very small thing, 
involving only a few dollars, yet the job doubt- 
less was done in the interest of convenience and 
efficiency. Probably the location of the old 
door had long been a nuisance, and the pro- 
prietor figured that now was the time to make 
the change. A trifling improvement, indeed, 
but indicating a trend. 

Another report tells of a Texas yard hav- 
ing completed improvements estimated to cost 
$450. Here is the report verbatim: 

The entire front between the two big lum- 
ber sheds has remodeled and painted. 
This greatly improves the appearance of the 


been 


lumber yard and adds much to the general 
appearance of the block in which it is located. 

All local lakor was used in the improve- 
ment, the local carpenters and painters get- 
ting the benefit of the work that was required 
to make the improvement. 


The two incidents mentioned represent one 
extreme—that of very small expenditure. Even 
so—multiply these by the thousands of yards 
that ought to be doing at least a little repairing 
and fixing up, and an impressive total is 
reached. 

However, little jobs of the type described 
are only a drop in the bucket as compared with 
the total of expenditures being made for bet- 
terments by retail lumber yards all over the 
country. The stories concerning the modern- 
izing and general improving of retail yards 
that appear in the AMERICAN LUMBERMAN 
from week to week, usually illustrated with 
photographs showing the improvements, tell the 
story. The cost of each of many of these jobs 
runs into the thousands of dollars. 

The dealers who have set a good example by 
fixing up their own yards, whether in a small 
or a large way, are entitled to commendation, 
as they have made a real contribution toward 
improving conditions. It is to be hoped that 
their action will cause many other retailers to 
go ahead with needed improvements, thus show- 
ing the community that the lumberman indeed 
believes that material prices are now at the 
low point, and coupled with the surplus of la- 
bor, afford cogent reasons for building and re- 
pairing now. 





berman scout, 
times.” The sign is lettered 
in white across the upper 
part of one of the display 
windows of the Lowrie & 
Webb Lumber Co., Detroit, 
Mich. The invitation to 
holders of “Lincoln Park” 
script to come in and ex- 
change same for lumber, 
evidences faith in the sound- 
ness of the security, and at 
the same time affords the 
holders of same the oppor- 
tunity to go ahead with any 
modernizing and repair jobs 


This Week’s Timely Tip 


Lumber for Script Is Offer 


The accompanying photograph, 
might well be 





snapped by an American Lum- 
described as a “sign of the 
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that they may be contem- 





plating. There has been a good deal of talk to the effect that the 
school teachers of Chicago may have to accept script in lieu of cash 
for their past due salaries, in which event the offer of the Detroit 
concern, here illustrated, may afford an idea for dealers in the Chi- 
cago trade territory. 











Package Trim for Speed 


Strong endorsement of package trim as q 
means of merchandising under 1931 conditions 
was given by A. R. Gallant, of Toledo, Ohio, 
vice president and manager of the Gallant 
Lumber & Coal Co., in conversation with a 
representative of the AMERICAN LUMBERMAN 
recently. It was already time to quit for the 
day, but he paused for a little chat about how 
lumber and millwork can be sold. 

“‘Fire truck’ delivery is demanded by almost 
every customer nowadays,” he said. “You get 
the order at 10 in the morning and they want 
to start using it at 2 o'clock that afternoon. 
Of course that’s not enough time, but if you 
can’t furnish it somebody else can. You don't 
have time to manufacture it. Package trim is 
just the thing. It’s easy to handle, both in the 
shed and on the truck, and it looks nice when 
it’s delivered. Of course it costs a little more 
in the first place, but it’s worth more. It 
makes possible the speed we need in our busi- 
ness. 

“You know, it isn’t like it used to be, at all. 
A few years ago a man would anticipate his 
house building needs, and be all ready for 
them. It was nothing uncommon, several years 
ago, for a farmer to drive his sled in here in 
January or February to get a load of lumber, 
and pay for it in cash. He'd unload the lumber 
the next day, probably, and then wouldn’t use it 
until along in June some time. We have dif- 
ferent conditions now, though, and we have to 
operate differently to meet them.” 





An Indiana retailer who sells a good many 
movable individual hog houses, or “hog coops,” 
as he calls them, is H. G. Ballard, of the Bal- 
lard Lumber Co., Amboy, Ind., who informs 
the AMERICAN LUMBERMAN that he sells from 
50 to 100 of these coops a year—mostly in Feb- 
ruary, March and April. 

Mr. Ballard says that the depression appar- 
ently has not affected the demand for these hog 
pens, inasmuch as hogs are about the only item 
left for the farmers in which there is very much 
profit. 

The hog houses which he sells are made in 
his own yard, and from his own design. There 
is an interesting story connected with how Mr. 
Ballard first took up this sideline. A few years 
ago he had a chance to buy a half carload of 
3-foot car siding at a very low price, and took 
it. To utilize this stock profitably he designed 
a hog house, with gambrel roof, for the con- 
struction of which no lumber over 3-foot length 
is used. 

He says that this type of hog house has be- 
come very popular, it being roomier than the 
A-type house or coop. 


To Make Trade Surveys 


Denver, Covo., July 6—Bert Coldren, of the 
Hallack & Howard Lumber Co., this city, has 
pledged active co-operation along with a num- 
ber of other leading business men of the city, 
to the newly organized Rocky Mountain eco- 
nomic council. This council has been formed 
for the purpose of making a number of trade 
surveys in the Rocky Mountain States to facili- 
tate development and stimulate closer co-opera- 
tion between manufacturers and agriculturists 
and the consumer. Business interests will join 
with the economic-statistical departments of the 
universities and colleges in this area in con- 
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ducting the investigations and giving publicity 
to the results. ; ; 

In the various surveys, an analysis will be 
made of trade conditions, manufacturing, whole- 
saling and retailing in the Rocky Mountain ter- 
ritory. The main object is to stimulate busi- 
ness of every kind and to show that this region 
can be made more nearly self-supporting than 
it ever has been. 





Builder Ghee Home Guide 


Wasuincton, D. C., July 6—Henry J. Con- 
nor, local builder, is placing in the hands of 
all visitors to homes offered by him for sale 
copies of “How to Judge a House,” issued | by 
the National Committee on Wood Utilization, 
Department of Commerce. “In this way the 
prospective purchaser of a home is given an 
authoritative guidebook by which to judge for 
himself or herself the important elements that 
determine the actual value of a house,” said 
Mr. Connor. “The design, plan, construction 
and mechanical equipment of the average house 
are discussed in a way that takes the mystery 
out of home buying.” 





Three Retail Firms Merge 


Los ANGELES, CALIF., July 4.—A merger of 
three well-known Southern California lumber 
and building material companies, creating a 
$7,500,000 concern, went into effect on July 1. 
The companies embraced in the merger are the 
L. W. Blinn Lumber Co., the Russ Lumber & 
Mill Co. and the Patten & Davies Lumber Co. 
The merged concerns now are operated under 
the name of the Patten-Blinn Lumber Co., with 
general offices at 521 East Fifth street. 

Henry S. Patten is president of the new 
firm, and C. G. Lynch is vice president. 

Involved in the transaction are yards in more 
than thirty Southern California communities ; 
planing mills and sash and door mills in Los 
Angeles and San Diego; wharves and modern 
distributing facilities at Wilmington, Calif. ; and 
offices at Phoenix, Ariz., where will be carried 
on the Arizona portion of the business built up 
by the Blinn company during the past fifty 
years. 

It was in 1880 that the L. W. Blinn Lumber 
Co. first was established in the famous old min- 
ing town of Tombstone, Ariz. A few years 
thereafter this firm engaged in business in Los 
Angeles, and gradually established branches in 
other Southern California cities. In 1890, C. 
G. Lynch became connected with the company, 
and in 1895 became its general manager. Un- 
der his management the business has enjoyed 
a steady growth. 

The Russ Lumber & Mill Co. was founded in 
San Diego in 1885, and later established yards 
in the San Bernardino valley. For the past 20 
years, C. G. Lynch has been general manager 
of this concern. 

The Patten & Davies Lumber Co., the young- 
est company included in the merger, was estab- 
lished in Pasadena, Calif., in 1894, and within 
a few months thereafter opened another yard in 
Los Angeles. Under the capable guidance of 
Henry S. Patten, who became president in 1904, 
the company gradually extended its activities 
and now is operating thirty lumber and building 
material yards within a radius of thirty miles 
of Los Angeles, and is one of the largest retail 
distributors of lumber and building supplies in 
Southern California. 





“LUMBER Prices for residence building,” an 
Indianapolis (Ind.) retailer told an AMERICAN 
LUMBERMAN representative the other day, “are 
so ridiculously low that I know of several in- 
stances in which the lumber was sold at a 
price actually lower than its cost f. o. b. the 
car. It just goes tu show that there are a 
lot of lumbermen who don’t know the han- 
dling costs of their lumber. No one would buy 
for $22 and scll for $20 if he knew it, even 
in the mad scramble for orders we have here. 
[ have no envy for the man who lands that 
kind of an order.” 
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Office 


Demonstrates Use of 
Many Products 


San Antonio, TEx., July 6—The Alamo 
Lumber Co. has opened a thoroughly modern, 
well located yard at 628 Buena Vista street, 
this city. 

The company’s present yard in San Antonio, 
a smaller one located at 1309 South Flores 
street, is to be continued as a strictly “cash and 
carry” yard, according to the officers, while the 
new one is to house their headquarters offices. 

Embodied in the construction of the office 
building is an attractive display of practically 
everything which enters into any style of 
building. These items, such as wall finishes 
and the like, are applied in such manner as to 
be readily dmonstrated and compared. The 

















Notice the small replica of the historic Alamo 
set in the glass of the transom 


counters are made up of sections of various 
floorings, each one bearing a descriptive plate, 
and one-half of each, only, is “finished.” All 
sorts of “built-in” features, as well as the very 
complete line of paints and hardware, are ad- 
vantageously displayed in cabinets, panels, or 
in actual use in the building itself. 

The yard proper, having entrance on two 
streets, and having more than 75,000 square 
feet with switch-track the full length of the 


87 


The Alamo Lumber Co. has yards in thirty- 
two cities and towns in Texas, at the same 
time being affiliated with the Eagle Pass Lum- 
ber Co., Eagle Pass, Tex.; International Body 
& Mill Work Co., of the same city, and Geo. 
C. Vaughan & Sons-(Inc.), Alexandria, La. 


SS 


Renders Decision Regarding 
Surety Bond 


Hartrorp, Conn., July 7.—To insure pro- 
tection on a public improvement job and enable 
right of action against a bonding company for 
this class of work, it is necessary for the lum- 
ber dealer to file claim with the contractor 
within sixty days after completion of the work, 
otherwise recovery may not be secured from the 
bonding company, has been decided by a five 
to three decision of the Connecticut Supreme 
Court in the action of the New Britain Lum- 
ber Co., New Britain, Conn., against the 
American Surety Co. The New Britain Lum- 
ber Co. sued to recover $25,000 on unsatisfied 
claims in connection with the construction of 
a junior high school for which the lumber com- 
pany supplied the materials, the American 
Surety Co. being bond for the Allen Construc- 
tion Co., which went into bankruptcy before 
the job was finished. 


Use Classified "Ads" 


LouIsvILLe, Ky., July 7—The Higgins Lum- 
ber Co., a retail concern, operated by Miss 
Sara M. Higgins, president, has been using 
three to four inch space in classified columns 
of Louisville newspapers in listing lumber items, 
such as lath, ceiling lumber, moldings, bat- 
tens, strips for bean or tomato poles, clothes 
props, round cedar posts, lawn chairs, settees 
etc., plus paints and roofings. 

The Economy Lumber & Building Supply 
Co. has also been using such advertising for 
roofings, wallboard etc. This concern adver- 


tises Shawnee 1500 as “The Lumber Number.” 











Kentucky Groups in Interesting 
Sessions 


LouisviL_e, Ky., July 7—W. E. Difford, sec- 
retary of the Kentucky Retail Lumber Deat- 
ers’ Association and Louisville Lumbermen’s 
Club, remarked that well attended meetings 
of State groups were held at Sturgis, Ky., June 











lot, is convenient in every respect. A charac- 
teristic color scheme, bright orange, with 
black trim, is carried 

out in both buildings (mere 

and in the delivery , 

equipment. 


Officers of the Alamo 
Lumber Co. are: George 





Note sample sections 
of flooring constituting 
front of counter; also 
observe the samples of 
roofing above the hard- 
ware display 





C. Vaughan, president; 
Curtis T. Vaughan, 
vice president, and Alex 
R. Thomas. The latter, 
for many years active 
in lumber circles here, 
is local manager. 

Commenting upon the launching of the new 
and improved yard and organization, George 
C. Vaughan said: 

“A well grounded optimism that business 
conditions are right now undergoing improve- 
ment, and to be in position to serve the indus- 
try which will be one of the first to feel the 
effects of that improvement, the building indus- 
try, caused us to take this step. We are con- 
fident of the future, and this is the best way 
to meet it. It is really ‘preparedness,’ and in 
business, preparedness paves the way to pros- 
perity.” 








18, and Danville, Ky., June 19, these being 
district meetings, while a meeting will be held 
by the Lexington district dealers on July 13. 
There will be no mid-summer outing or meet- 
ing of the State body this year. 

The local group has been holding some meet- 
ings in connection with discussion on plan serv- 


ice and financing. Meetings have also been 


held with architects on the program of a small 
house planning service, or with plans for de- 
velopment of a small house plan service bureau, 
which may work out, although the architects 
have not been especially favorable. 
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A Plan for “ 


\ practical method forsécuring and main- 
taining touch with the pré8pective home builder 
from the time that he @fshé first begins to 
dream of the new homehas been developed by 
Albert M. Melone, of the "Melone-Bovey Lumber 
Co., Minneapolis, Minn. This method is designed 
to accomplish the very important objective of 
“pre-selling” the prospect. The term quoted 
is used by Mr. Melone in describing the prop- 
osition to the AMERICAN LUMBERMAN, and 
whether coined by him or not, it neatly de- 
scribes a very important factor in the sales 
transaction, 

A complete set of the material which has 
been developed by Mr. Melone for use in a 
campaign for doing a pre-selling job with the 
prospective builder of a home, consists of one 
copy of the large, handsome portfolio, bearing 
embossed title “The Home We Are Going to 
Build”; one copy of “Certificate of Quality” 
and “Certificate of Construction,” these certifi- 
cates being enclosed in handsome green leather- 
ette covers, attesting to the quality of material 
and workmanship entering into the new home; 
a letter to be sent to the recipient of the port- 
folio; return post card intended to open the 
door for the reception of follow-up material ; 
return post card giving the lumber company 
the name of a new prospect for a home. 

The “pre-selling” campaign, and the acces- 
sories described, are based on the fact that as 
soon as anyone conceives the idea of building 
a home he or she becomes intensely interested 
in studying, and preserving, information from 
all possible sources that will help in the plan- 
ning of the ideal home to be built. The large 
portfolio “The Home We Are Going to Build,” 
measuring 12% by 14 inches, with covers of 
dark green synthetic leather, is provided with 
a number of large, heavy pockets, with tie 
flaps, for preserving in classified form all home 
building information, ideas and suggestions that 
come in. Each envelope is labeled to hold in- 
formation of a certain class, some of the head- 
ings being financing, architecture, lumber, mill- 
work, insulation, hardware, plumbing, heating 
etc., covering every classification needed for 
the average home. 

Beside these envelopes, blank pages are pro- 
vided for attaching newspaper clippings cover- 
ing any of the subjects in which the prospective 
home builder may be interested. In short, the 
portfolio is a sort of glorified s¢ rap book, ex- 
cept that the convenient pockets and ready- 
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re-Selling’ the Home Prospect 


gummed stickers for clippings, do away with 
all mess and inconvenience. 


To begin with, explains Mr. Melone, the 
portfolio has been given the name “The Home 
We Are Going to Build” because this name 
carries a definite message and in the hands 
of the right prospect will continually spell 
the definite idea of home building. Into this 
portfolio the prospective home builders file 
away building information as they come 
across it during the time they are planning 
their homes and working to finance them. 

After the portfolio has been in the hands 
of a prospect for two or three weeks, we 
send him (or more usually her) a letter with 
return postal card, which we find opens the 
door to the favorable reception of the ma- 
terial which we wish to bring to her atten- 
tion and to have filed away in the pockets 
of the portfolio. 

The book which we call the “Certificate of 
Quality,” to which we have just recently 
added the “Certificate of Construction,” is 
used by us to secure the names of prospects, 
as follows: 


After a home built on contract for ap 
owner is completed, and moved into, we go 
out in the evening to become acquainted with 
the owner and his wife, and after looking 
over his new home, we present them with 
this book. We tell them that they will fing 
it very helpfui if they ever want to sell, as 
it carries definite proof of quality materials 
and good construction. 


Each owner for whom a home is built, and 
to whom the Certificate of Quality and Con- 
struction is given, is a source from which the 
lumberman secures names of friends intending 
to build, which in turn are followed up with 
the portfolio and the other accessories of the 
pre-selling campaign. 

The portfolio “The Home We are Going to 
Build” is patented by Mr. Melone. Having 
demonstrated by practical application to the 
business of the Melone-Bovey Lumber Co. the 
value of this pre-selling plan, Mr. Melone is 
now offering other retailers, on an exclusive 
franchise basis, the right to use it. 




















Showing how “The Home We Are Going to Build” portfolio 


is used for preserving, handily 


classified, ideas and information relating to the ideal home 


Lumberman Analyzes Current Business Trends 


[By H. C. Goulet, manager Goulet Lumber & Millwork Co., Toledo, Ohio} 


In the last twenty years we business men 
have not only changed our manners, our ways 
of doing things, but also our point of view. And 
we have learned a great deal; so much that 
we are beginning to know that there is a great 
deal more to learn. In short summary, this is 
principally what we have learned: 


1. That no superimposed rules, devices or 
plans have the. motive power of intelligent, 
individual initiative. The individual, to be 
most efficient, should be reinforced by mass- 
ing of capital and resources, and especially 
for such tasks as need massed production. 

» 


2. That, therefore, the fear that the very 
large corporation with very large financial 
resources is a potential danger to the com- 
munity, is unfounded. That the large cor- 
poration, properly managed, is needed for 
our development, and, even improperly man- 
aged, can not cause so much economic harm 
as small, cut-throat units. 

3 That it is more economical and, there- 
fore, of greater benefit to the country to 
have concerns making well a limited variety 
of articles in quantity than to have these 
concerns distributing their productive energy 
among a great number of products. From 


which follows that massed production has 


to be 
special 


concentrated 
production 
small quantity 


production. 
belongs to 


Varied and 
handicraft or 
production. Thus business 
will ultimately separate into two divisions. 
The first will make and sell a few kinds of 
articles intensively, and therefore cheaply. 
The other will create products, and will be 
more concerned with artistry than price. 
Those concerns which today fall into neither 
of these classifications will eventually ap- 
proximate one or the other. 

4. That buying, making 
really scientific operations which demand 
the interchange of Knowledge as among 
scientists, and that there should be available 
to each man the sum of this knowledge. 
This conviction, which is becoming general, 
has been largely brought about by the es- 
tablishment, growth, and service of publica- 
tions which act as round-tables for the in- 
terchange of experiences. America is forg- 
ing to the front in the knowledge of the 
science of business because no other country 
is as well equipped with books and periodi- 
cals, making available past and present prac- 
tice. And, consequently, our knowledge of 
business is available to everyone, not con- 
fined to a few. 

5. That buying, production, and selling 
continue to combine to a profitable business 


and selling are 


conclusion only when conducted, formally or 
informally, in the light of the largest possi- 
ble Knowledge of industrial, mechanical, 
electrical and allied engineering research. 
In every event their application has to be 
tempered by human understanding. 

6. That 


business is always an inter-rela- 


tion of human beings, and, therefore, with- 
out a supreme consideration of the human 
element there can be no satisfactory  busi- 
ness. 


7. That there has not yet been discovered 
a scientific method by which the results of 
industry may be satisfactorily divided be- 
tween capital and labor. 


8. That the line between the rich and the 
poor is becoming ever hazier. There is @ 
wide separation between the very rich and 
the very poor, but in between there is no 
point of positive cleavage. The constant 
passing from one grade to the next is so 
easy and so rapid that there is no oppor- 
tunity to form well-defined class distinc- 
tions and, therefore, “class consciousness” 
in the Socialistic sense, is achieved through 
mental perversion. 

9. That our standard of living and there- 
fore our consuming capacity have increased 
so vastly that the possibilities of the home 
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market are such that no man today can 
chart potential consumption. This fact, and 
the fact set forth in the preceding paragraph, 
are of fundamental importance in thinking 
of the future of American business. 

10. That personal morality and faithful- 
ness—that is, character, form the only solid 
basis of credit and hence the only basis upon 
which enduring business can be founded. 
These qualities of themselves inevitably 
make for co-operation and mutual helpful- 
ness. 

11. That it costs less to resell to old cus- 
tomers than to acquire new ones, and there- 
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fore, square dealing and service created the 
good will which is the highest asset of 
business. 

12. That salesmanship and advertising are 
essential to healthy business growth, but 
only as in them science is mixed with art. 
Purely emotional advertising or forced sell- 
ing are more harmful than helpful. 


13. That an adequate amount of capital 
is an essential prerequisite to success in 
business. That it is extremely unsafe and 
unsound to borrow commercially where the 
money borrowed will not be liquidated by 
the conservation conversion of current 
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assets, and also that it is better to build by 
plowing in profits than by funding obliga- 
tions. It is distinctly preferable, whenever 
new money must be had, to secure it on pre- 
ferred or common stock rather than by the 
issue of lien obligations. 

14. That waste of men, machinery, ma- 
terial, or money is never excusable, and is 
fatal to progress. 

15. That we have by no means reached 
our full business maturity, and that our 
future problem is to learn how to dispose 
of our great strength so that all of it may 
be effective. 


[Retailers Herald Price Cuts as Spur 


to Building 


Are the retailers of lumber and _ building 
materials doing their part to inform the public 
regarding the drastic reductions that have been 
made in the prices of these commodities, and 
thereby to stimulate new construction as well 
as modernizing and repair work? 

With a view to obtaining a definite answer 
to the above question the AMERICAN LUMBER- 
MAN a week or two ago instructed several of 
the leading press clipping bureaus of the coun- 
try to send in all advertisements of retail 
lumber dealers coming to their attention, the 
country over, who in their newspaper adver- 
tising were stressing reduced prices. 

The order brought instant results, for every 
mail since has been bulging with the clipped 
advertisements of retailers who are broadcast- 
ing to the world the fact that lumber prices 
are now at the lowest point in years, and urg- 
ing their customers to take advantage of same 
by starting building or modernizing work. 

The several representative advertisements 
reproduced on the front cover of this issue, and 
on this page, supplemented by brief excerpts 
from a number of others, are only the prover- 
bial drop in the bucket as compared with the 
total number received—but to reproduce or 
quote more bearing on the same theme would 
be merely a tiresome reiteration. 

The cumulative effect of this continual ham- 
mering by retailers all over the country on the 
theme of low building costs can hardly fail to 
have a very considerable effect. The public 
is being informed that lumber and certain other 
building materials can now be bought at the 
lowest prices prevailing in years, presenting an 
opportunity for the saving of money in con- 
struction of new homes and other buildings, as 
well as in modernization and repair work, that 
can not be expected to last when renewed ac- 
tivity in construction and other lines has cre- 
ated an increased demand for these commodities 
that inevitably will force prices upward. 

Here are excerpts from only a few of the 
hundreds of clipped newspaper advertisements 
of retailers which have been pouring in during 
the last few days: 

Building materials have not been so cheap 
in years.—LOONAN LuMmBER Co., Hartington, 
Neb. 

Lumber is lowest since 
LuMBER Co., Leonard, Kan. 


1918.—ALEXANDER 


Why wait longer? Materials are 25 percent 
lower in price.—PAULEY LUMBER Co., Nebraska 
City, Neb. 

Prices haven’t been as low as this in years.— 
BrRowN-HeEDGE LUMBER Co., Holton, Kan. 


The power of the home building dollar has 
grown by leaps and bounds since the first of 
January. A dollar spent for building materials 
and labor this year will buy more material than 
last year, or a given amount of material will 
require fewer dollars.—INDEPENDENT LUMBER 
Co., Grand Junction, Colo. 








If ever you intend to build, build now while 
building costs are still at this inconceivably 
low level.—TyYLeR LUMBER Co., Tyler, Tex. 


Building costs are now 25 percent lower than 


ever before.—INDEPENDENT LUMBER Co., MONT- 
ROSE LUMBER Co., and fifteen other firms of 
Montrose, Colo. 


If there ever was a time when you should 
build it is now, as materials are lower than 
they have been in many, many years.—GuULF 
STATE LUMBER Co., Tyler, Tex. 


Lumber prices are the lowest in many years. 
—MUELLER LUMBER Co., Moline, Ill. 


All lumber and building materials reduced !— 
W. T. MCWHorRTER, Buckhannon, W. Va. 


Pre-war prices—everything in our entire stock 
has been reduced to meet the small buying 


JUST 


Once or Twice ina 


LIFETIME 


Just once or twice in a lifetime the average 
family builds a home .. . the house is usually 
built when it is needed regardless of building con- 
ditions and prices. 





Just once or twice in a lifetime building prices 
hit the bottom . . . if the average family would 
build their hame when prices are low, millions of 
American dollars would be saved. 

THAT SITUATION EXISTS THIS YEAR 
. . . building costs are the lowest in fifteen years 
. .. more than $1000 can be saved on a $6000 
home by building this year. 

Wise investors are going to make this year 
pay a handsome profit in buildihg investments. . . 
let us tell you how. 


1931----Home Builders’ Bargain Year ! 





We have it—We'll get it—Or it can’t be had. 


R.J. Hurley Lumber Co 











Advertisement of an Osceola (Mo.) retailer 


power of the farmers’ products.—LATHAM LUM- 
BER Co., Mt. Pulaski, Il. 


At no time in the last 15 years could dollars 
be as advantageously invested in building as 
during this year. An average of about 20 per- 
cent can be saved now on building costs.—3F.. D. 
BEARLY LUMBER Co., Oklahoma City, Okla. 


Building materials are now selling at bargain 
prices.—LOWE LUMBER Co., South Bend, Ind. 


Our present prices are lower than they have 
been in the last 10 years.—A. FROMME LUMBER 
Co., West Terre Haute, Ind. 


Do not be one of the army of home owners 
who in a few months or a year will regret 
that they delayed remodeling or repairing their 
home when prices of material and labor were 
low in 1931.—CHIcAGco LUMBER Co., Bluehill, 
Neb. 


Newspaper Advertisements Tell the Story— 
See Front Page 


These lumber prices can’t last—lowest in 25 
years.—KNOXVILLE LUMBER & MANUFACTURING 
Co., Knoxville, Tenn. 


We are selling materials at a lower price 
than we have in several years.—MARSHALL SupP- 
PLY Co., Marshall, Tex. 


Just once or twice in a lifetime building 
prices hit the bottom—that situation exists this 
year. More than $1,000 can be saved on a 
$6,000 home by building this year.—R. J. Hur- 
LEY LUMBER Co., Osceola, Mo. 


Now is the time, while building material prices 
are lower than at any time since the war, to 
build, modernize, repair, remodel or re-roof your 
home.—C. W. BrRICKLEY LUMBER Co., Louisville, 
Ky. 

We can’t make it too strong that the prices 
of material are at the bottom, and delay in 
building or remodeling is likely to be expensive. 
—MURPHY-PROVINE LUMBER Co., Paris, Tex. 


Stretch your building dollar by building now 
while costs are at a new low. Lumber which 
a year ago would have cost 10 to 15 percent 
more is available in the widest variety.—CITI- 
ZENS LUMBER Co., Sturgis, Mich. 

An average of about 20 percent can be saved 
now on building costs.—F. D. BEARLY LUMBER 
Co., Oklahoma City, Okla. 





Mail Order Firm Surveys Its Home 
| Construction Operations 


The average small home built in 1930 re- 
quired about 2,321 building trade labor hours, 
involving the employment of thirty-two work- 
ers in eleven building trades, according to an- 
alysis of a report issued recently by Sears, Roe- 
buck & Co. on the operations of its home con- 
struction division. The figures of course vary 
under different conditions of season and climate. 

These figures were based on statistics con- 
nected with the 2,500 homes built by the com- 
pany last year, which ranged in price as high 
as $50,000. Most, however, came in the $5,000 
to $10,000 class. Nearly all the homes were 
constructed under a 15-year installment policy, 
whereby the company loaned upwards of 75 
percent of the value of house and lot, and car- 
ried out all construction work. 

The home construction operations of the 
company last year employed 80,000 building 
trade workers for a total of approximately 
6,000,000 hours, it is estimated. Tabulated be- 
low is the distribution of workers and time 
among the eleven trades: 


Average Appror. 


Average Hours Total 

Trade Men per House Hours 
Carpenters ...... 5 968 2,420,000 
a 4 411 1,027,500 
PRUNCOEE sivas cds 3 250 625,000 
PIRStOTOTS 3.220%. 4 188 470,000 
Steamfitters on 124 310,000 
Excavators ..... 1 120 300,000 
Electricians a 76 190,000 
PUUMICTS osccces 2 &8 220,000 
Metal Workers... 2 16 40,000 
2: ere Ee 2 20 50,000 
EMERGES wesc cece 2 60 150,000 
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w 
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ithin a Week 114 Modern- 
izing Projects Started 


Muncie, Inp., July 6.—“Near- 
ly 15 percent of our business,” 
said the retail lumberman, “we can 
trace directly to the campaign.” 

“Of the building trades mechan- 
ics in Muncie, of whom only 18 
percent were employed at the be- 
ginning of the campaign,” said the 
chairman of the committee, “at 
least 70 percent are now employed, 
and that in spite of the fact that 
we have had to absorb a large 
number of workers from outside 
the city, attracted by the promise 
of employment here.” 

That, briefly, is the story of 
what the building industry in one 
city did when all members of the 
industry got together in a united 
effort with their goal “To get the 
people who could afford to do it 
to do the things they ought to do.” 
The program has been in progress 
now for about three months, with 
even more intensive and extensive 
effort slated for the future. 

“In less than a week’s time 114 
repairing or modernization proj- 
ects were under way or had been 
completed,” an AMERICAN LUM- 
BERMAN representative was told by 
W. E. Price, president of the 
Knapp Supply Co., a wholesale 
plumber who is chairman of the 
building trades section of the 
Muncie Chamber of Commerce. 
“Every day for a month we got 
word from at least one person who 
was starting some job to help out 
in the campaign. Much more 
would have been done except for 
the lack of financing. Our chief 
care, right now, is to get the same 
sort of campaign put on in other 
cities, so they will be able to take 
care of their carpenters and ma- 
sons and plumbers and other build- 
ing mechanics instead of sending 
them over to Muncie to get jobs. 
It's a system that works. We 
wish more cities would try it.” 

The Chamber of Commerce, he 
continued, made an excellent me- 
dium through which to carry on 
such a campaign, embracing as it 
does all organizations and inter- 
ests in the city, “and it was the 
best thing that’s happened to the 
Chamber of Commerce in a long 
time,” he added. “It has brought 
our civic organization to the at- 
tention of the citizens in a way 
that everybody can understand and 
appreciate, and we are assured of 
the loyal support of thousands of 
working men and women who oth- 
erwise would not be interested in 
a ‘business men’s organization.’ 
3ut more jobs at a time like this 
is something that anybody can un- 
derstand and appreciate.” 

Then we learned about the 
methods used in “putting across” 
the idea of spending money when 
possible on necessary home repairs 
or improvements. When the true 


seriousness of the situation became 
known, the Chamber of Commerce 
committee, and Secretary L. C. 
Bush, decided it was time to do 
They called a meeting, 


something. 


inviting lumber dealers, supply 
dealers, representatives of the 
building trades unions, and others 
interested in building, and the re- 
sponse was both large and imme- 
diate. After the dinner Mr. Price 
described the rather unlovely sit- 
uation as a survey had revealed it, 
then an inspiring talk was given 
by O. W. Rosenthal, of Chicago, 
prominent contractor and _ vice 
president of the National Associa- 
tion of Building Trades Employ- 
ers. After that, things happened. 

Practically all the men present 
agreed to co-operate in putting on 
a campaign of advertising, together 
financing it. A fund was created 
and administered through the 
Chamber of Commerce under the 
direction of Mr. Bush and Mr. 
Price. Every week large adver- 


you will get desirable tenants 
who will pay you a reasonable 


return on your investment in 
rentals. 
Join the honor list of enter- 


prising, loyal, helpful citizens 
whose names will be published 
as pledging to have their work 
done NOW. Fill out and mail 
the form below to the Building 
Trades Section, Muncie Chamber 
of Commerce. 


The form mentioned is shown 
in the accompanying illustration. 
The page was illustrated with pic- 
tures of a home before and after 
modernization, and of work being 
done by a carpenter, mason, gar- 
dener, roofer, paperhanger, plas- 
terer, plumber, and painter, and of 
a bill of lumber being unloaded 
from a truck. 

That was all, for the time, but 





MUNCIE CHAMBER OF COMMERCE, 
Muncie, Ind. 


0 Painting (- Heating 

( Paperhanging O Plastering 

0 Roofing © Electrical 

©) Guttering 0 Flooring 

© Brickwork ) Weather Stripping 
0) Woodwork 0 Masonry 

0 Carpentry 


You may place my name on the Honor List: 


eee ee eee eee eee eee eee 


1 will pledge to start work checked, thereby doing my part to relieve unemployment 
| in the Building Trades and helping stabilize conditions in our city. 


Sign and Mail to Muncic CHamber of Commerce. 


© Tiling (0 House Addition 
0 Fencing 0 Stonework 

0 Sidewalk 0 Roadway 

0 Plumbing 0 Fireplace 
(-Sun Porch 0 Washroom 

0 Garage 0 Glazing 





(0 Check if we may assist in having esti- 
mates prepared. 


(0 Check if we may assist you in financing 
repairs. | 











tisements, most of them full-page, 
appeared in the morning Star, the 
evening Press, and the weekly 
Post-Democrat. Typical of the 
appeal of the ads is the first one 
appearing in the Press, in the 
April 22 issue. 

Topped by a large head urging 
Muncie to “Put Business Back to 
Work—Help Others and You 
Help Yourself!” was this mes- 
sage: 

Hundreds of homes and busi- 
ness properties in Muncie need 
modernizing. Hundreds of men 
in the building trades in Muncie 
need work. Owners of homes and 
business properties requiring 
modernizing can put these men 
to work NOW, by spending a few 
dollars on their properties. 
Spending money on permanent 
improvements on properties now 
when prices are at the bottom 
will help revive and _ stabilize 
business generally. Do you know 
that the building trades employ 
12 percent of our total labor? 

Put the building trades back 
at work by starting that repair 
job now. Remodel that old 
home, put new paper on the 
walls and modern plumbing and 
electrical fixtures into it. Mod- 
ernize it, make it livable; then 


in the week that followed the re- 
sponse of the citizens of Muncie 
proved that the idea was a good 
one. In the April 30 issue of the 
Press another ad, half-page this 


time, appeared, announcing that 
“It Costs Less to Keep Your 
Home Always in Repair” and 


urging the reader to “Start Mod- 
ernizing Your Home or Business 
Block Now!” In smaller type, be- 
low, was this message: 

Steps left unpainted, shutters 
left blowing in the wind, a leaky 
roof left to the mercy of the ele- 


ments—these things cost you 
money with every day that 
passes. A simple repair neg- 
lected is usually the source of 
considerable inconvenience and 
expense in the end. Time, 
weather and wear invariably 


multiply the seriousness of the 
initial damage. 

Now is the time to put your 
home in good repair. You profit 
by present low prices, you save 
the added expense of further 
damage, and you give additional 
employment in your own com- 
munity. 

Check your house over from 
top to bottom—the roofing, the 
paint, the gutters and rain 
spouts, the shutters, the screens, 
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Entire City, Aroused by 
Advertising, Backs Build- 
ing Industry in Fighting 
Unemployment, and Wins 


the doors, the foundation, the 
porch deck, the wall paper, the 
woodwork, the floors, the plumb- 
ing, the heating system, the 
chimneys. Repair all those 
things that need it—add weath- 
erstripping and insulation, re- 
paint and reroof. Put your house 
in good sound condition now— 
and remember, it costs less to 
keep it always in good repair. 

Join the honor list of enter- 
prising, loyal, helpful citizens 
whose names will be published 
as pledging to have their work 
done now. 

A partial list of the subscribers 
to the campaign was included in 
this advertisement, and in the one 
the following week, which an- 
nounced triumphantly “Moderniz- 
ing Campaign Succeeds!” It was 
no idle boast, for on all four sides 
of this page ad were pictures— 
thirty-two of them—of work al- 
ready under way, and a box near 
the center of the page briefly de- 
scribed each project, which were 
identified by index numbers. There 
was a great variety of construction 
types in the pictures, and they 
were listed like this: 

1. New bandstand, Rose Park; 
George Beck, contractor. 

2. F. E. Ball, North Tillotson 
Ave.; remodeling seven houses. 

3. New club house, Minnetrista 
Golf Club; George Ewing, con- 
tractor. 

4. Mr. 
rooms and 
East 12th; 
tractors, 

5. Mrs. Stoll, 612 W. 9th, new 
garage; Mr. Carpenter, contrac- 
tor. 

Other jobs listed included: 

New foundation and basement; 


Bunsold, two business 
new front, 1308-10 
Park & Park, con- 


re-stucco, enclosing front porch 
and addition; doors and _ win- 
dows; new two-car garage; new 
church; remodeling; two new 
rooms and painting; moving 
house and remodeling; new 
porch, sidewalks, new room, 
painting; basement and new 


foundation; new two-car garage; 
painting and new bathroom; new 
porch and roof; new basement, 
foundation, two new bathrooms, 
and general repairs; new roof. 


With all these examples listed 
was this message in large type: 

More than one hundred pro- 
jects were under way last week 
when a general survey was 
made—the photographs graphi- 
cally portray different building 
projects. Now certainly is the 
time to spend money on homes 
and business properties which 
need general remodeling and re- 
pairing. Costs of building are 
lower now and work is needed 
by building tradesmen. See what 
others are doing in Muncie. Start 
your own remodeling and repair- 
ing now. 

The building industry, employ- 
ing more than 12 percent of 
United States citizens, needs 
your support. Spending your 
money in permanent improve- 
ments on your property NOW 
will help set in motion the 
wheels of progress and prosper- 
ity generally will follow. 


In the May 20 issue the adver- 














te. wma. ms 


ous 





1931 


1 by 
sild. 
ting 
Vins 


, the 
r, the 
umb- 
the 
those 
‘eath- 
» Te- 
house 
1ow— 
3S to 
air. 
-nter- 
tizens 
lished 
work 


ribers 
led in 
e one 
1 an- 
erniz- 
t was 
sides 
ires— 
k al- 
near 
y de- 
were 
There 
uction 

they 


Park; 


otson 

ses. 

trista 
con- 


siness 
308-10 


con- 


new 
itrac- 


B: 
ment; 
porch 
win- 
; new 
new 
oving 
new 
room, 
new 
rage; 
; new 
ment, 
ooms, 
roof. 
listed 
ee: 
pro- 
week 
was 
raphi- 
ilding 
s the 
10omes 
which 
id re- 
Ee are 
eeded 
what 
Start 
epair- 


iploy- 
nt of 
needs 

your 
yrove- 
NOW 
1 the 
ysper- 


adver- 





July 11, 1931 


tisement was a definite effort to 
make the reader get in touch with 
one of the firms sponsoring the 
campaign. These were listed un- 
der the following headings : 

Abstractors; architects; banks; 
pbuilding supply dealers; cement 
contractors; general contractors, 
glaziers; gravel, sand and 
crushed stone; hardware deal- 
ers; hotels; insurance; lumber 
dealers; mason contractors; 
newspapers; organizations (in- 
eluding the Chamber of Com- 
merce and the various. trade 
painting contractors; 
plumbing and 
heating jobbers; plumbing and 
heating contractors; realtors; 
roofing contractors; sheet metal 
contractors; stokers; street con- 
tractors; utilities. The lumber 
dealers listed were: Allen A. 
Wilkinson Lumber Co., Kirby- 
Wood Lumber Co., Greely Lum- 
ber Co., Grouleff & Mauck Lum- 
ber Co., Randolph County Lum- 
ber Co., Home Lumber Co.,White 
City Lumber Co., and Muncie 
Lumber Co. 

Here the appeal was to have the 
right work done right, at the right 
time, which is now, of course; the 
reader was urged to “Modernize 
your home for the charm of hos- 
pitality,” for “Skillful modernizing 
adds untold beauty,” and then he 
was told of “Inexpensive beauty 
treatments for homes”: 

The modern home speaks indi- 
viduality in every line and de- 


unions) ; 
paint dealers; 
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tail. No longer is the cold, rigid 


effect approved inside or out. 
Gracefulness and personality 
predominate carpentering, deco- 
rations, plumbing, electrical fix- 
tures ete. to such an extent that 
their lack is instantly noticeable 
in comparison with the other 
modern homes about it. Modern 
beauty is definite, a creation of 
studied and experienced minds 
and hands. It is different and 
delightful—a necessary part of 
our modern lives. 

There is a rare wealth of col- 
orful appeals in the efforts of 
the able contractor. He brings 
wondrous grace to the plainest 
of homes—he adds a simple touch 
here and there—his practiced eye 
finds many ways of delightful 
improvement — his experienced 
hand draws a fine picture of 
trimness and taste in the home 
you thought ordinary. 

For your convenience we list 
here the Muncie firms who are 
making special effort right now 
toward modernizing every home 
here. They have arrayed them- 
selves with every conceivable 
style information and equipment 
—they have studied the habits 
of the country’s finest mansions 
to make available to you a truly 
unusual beautifying service in 
every branch of their industry. 

Today, while you are fully 
awakened to the joys and pleas- 
ures that the modernizing of 
your home will bring you, talk 
it over with one of the alert or- 
ganizations listed below. They'll 


show you hundreds of delight- 
ful suggestions—they’ll explain 
many new touches that modern 
homes are utilizing. 

A pleasant chat with them will 
lead you to splendid realization 
of the beauty that is possible in 
and about your home. New charm 
for every room—a new liveabil- 
ity of appearance inside and out 
that will wim your appreciation 
and approval. They’ll not insist 
not even ask you to employ 
their methods and plans. But 
they do want to show you what 
modernizing will do. You'll 
thoroughly enjoy finding out. 

While this newspaper advertis- 
ing was in progress—and it still is 
in progress, every week, for it has 
proved to be a profitable invest- 
ment—other forms of advertising 
have not been neglected. Mr. Price 
talked before every luncheon club 
in the city, and before other or- 
ganizations, telling them of what 
was being attempted and why, and 
obtained the endorsements of the 
presidents and other officials, and 
endorsements also by the heads of 
industrial companies. These usu- 
ally were published, with their pic- 
tures, in the daily papers and 
served not only to keep the cam- 
paign in the public mind, but also 
to point out the advantages of 
modernizing and repairing at this 
time. Further publicity is pro- 
vided by placards put up at each 
job started as a result of the cam- 
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paign, announcing that “This Job 
Is Being Done Through the Ef- 
forts of the Building Trades Sec- 
tion, Muncie Chamber of Com- 
merce, Phones 284 or 5848.” 

The immediate and lasting suc- 
cess of the campaign already has 
been indicated. It was R. D. 
Barnes, president of the Kirby-, 
Wood Lumber Co., who told how 
noticeably it has affected his firm’s 
sales. Mr. Price told the writer 
that similar experiences are re- 
counted by other sellers of sup- 
plies, and that the fame of the 
campaign is such that the Muncie 
Chamber of Commerce is receiv- 
ing frequent requests from other 
cities for information. 

“We're not done yet,” he con- 
cluded as he started downstairs. 
“Right now we are calling up ev- 


- ery name in the telephone direc- 


tory to find out if the resident of 
that home or the company who oc- 
cupies the store is the owner of 
the property. If he is the owner, 
we call the campaign to his atten- 
tion. If he is a renter, we ask him 
if there are any repairs which the 
owner should make. There usu- 
ally are, so we make a list of them 
as he tells them to us. Then we 
pass the information out to those 
of our subscribers who would be 
interested in such a prospect, so 
the owner can be approached with 
something definite to talk about.” 








Yard Carries 


Longmont, CoLo., July 6—As a member 
of the Boise-Payette Lumber Co.’s string of 
yards, operated through the Rocky Mountain 
territory, the Longmont branch takes a place as 
one of the outstanding yards of its type and 
size in the West. 

The Boise-Payette headquarters for lumber 
is simple in its layout, with completeness and 
compactness stressed. Built on the main street, 
on a regular city block, the layout of the plant 
is approximately 125 feet square. 

Three sheds are laid out, with access to 
them made very easy by virtue of the fact 
that all the sheds may be reached by the two 
driveways which run parallel to the sheds from 
the street to the alley. All lumber and other 
products are kept under cover at all times. 

The manager in charge of this yard, and the 
one who in no small degree is responsible for 
its efficiency and arrangement, is A. H. Lauen- 
stein. He has been with the firm for many 
years and has had charge of the Longmont 
branch since 1916. 

One of the greatest problems with which 
he has been confronted is that of space, con- 
sequently some new ideas have been developed, 
with the result that the yard has a large and 
varied stock arranged in a compact space. 


Large Stock in Compact Space 


Taking note of the trend toward packaged 
lumber, a section of one of the sheds has been 
set aside for this purpose. This shed which 
is located next to an adjoining building, has 
been fitted with doors, for its entire length, to 
take care of products of this kind and to keep 
them completely under cover. 

The packaged lumber is arranged by sizes 
in this section, on shelves. Merely by open- 
ing the door, reading the label, and pulling the 
lumber out, the customer is served. This prac- 
tice has been followed extensively, especially 
for moldings, which are packaged. 

Glass is also carried in stock in this man- 
ner, away from damage, and easy to reach. 
For corrugated iron, handled by lumber yards 
in this territory, racks have been built to hold 
the stock flat, arranged in sizes from 6 to 12 
feet. In another part of this section, which 
is given over to metal products, are racks for 
all sorts and sizes of small metal products. 

In finding a place for his fibre-wood stock, 
to get away from using up too much room, 
Mr. Lauenstein simply stores the board against 
a screen wall, with clips extending out from 
the wall to hold it in place. 

Racks have been especially designed to hold 
screen and hardware stock, as well as a small 
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Substantial and businesslike in appearance is the Longmont (Colo.) retail yard plant of the 
Boise-Payette Lumber Co. 





stock of Presdwood. 
Higher-priced finish 
stock is also kept in 
this shed under full 
cover, and at the ex- 
treme alley end is a 
large room which will 








A. H. LAUENSTEIN, 
Longmont, Colo.; 
Manager 





accommodate a car of 
lime, plaster and 
cement. 

Realizing the necessity 
of the small buyer 
and house owner for 
small quantities of ce- 
ment, Mr. Lauenstein set about to get this 
business, offering the buyer as small a quan- 
tity as he might wish. In order to do this 
without undue wastage and inconvenience, a 
small bin was built, in three sections, to con- 
tain plaster and cement. A scale is nearby, 
and the man who wishes to patch a hole in 
his bathroom wail may buy a pound or a 
quarter’s worth. 

Incidentally, Mr. Lauenstein declares that 
this practice of making the individual buyer 
feel at home, and letting him know that he 
can buy as much or as little as he wants, has 
resulted in a very considerable amount of 
new business which has shown a profit. 

In the other two sheds, the arrangements 
are likewise simple and designed to facilitate 
easy handling. All lumber and other mate- 
rials are trucked in and set down within a few 
feet of their storage place. Each type of 
merchandise has its own place. 

The office, located at the fore part of the 
center shed, is of brick and separated from 
the shed proper. The customer enters by 
either one of two doors, and finds himself fac- 
ing a counter. Displays of hardware, paint 
and other merchandise make up a large part 
of the interior of the office. 
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British Columbia Mills Under 
Half Capacity 


Wasuinecton, D. C., July 6.—British Colum- 
bia saw mills are reported to be operating at 
46 percent of capacity. Waterborne exports of 
lumber during the first five months of this year 
amounted to 228,721,000 board feet as com- 
pared with 323,229,000 for the same period a 
year ago, according to reports from Vice Con- 
suls Nelson P. Meeks at Vancouver and Robert 
M. Newcomb at Victoria and made public by 
the Lumber Division of the Department of Com- 
merce. 

Vancouver district shipments to Canadian At- 
lantic ports were 14,603,000 board feet during 
the first five months of this year as compared 
with 29,393,000 for the same period last year. 

Waterborne exports to United States Atlan- 
tic coast amounted to 70,604,000 board feet for 
the first five months of 1931 and to 100,484,000 
for the same period of 1930, and to California 
16,941,000 board feet this year and 9,304,000 
last year. 

The movement from Vancouver and New 
Westminster to California during May, 1931, 
came to 5,756,000 board feet and during the 
first five months to 12,943,000 board feet, 
whereas a year ago none had been exported to 
California up to the end of May. 

During the four-week period ended May 30, 
1931, 2,683 cars were loaded with lumber in 
western Canada as compared with 3,933 and 
5,460 respectively during the corresponding 
periods in 1930 and 1929. 

3ritish Columbia sawmills anticipate that 
shipments to eastern Canada will increase as 
reports indicate a gradual improvement in 
building activities in some of the larger cities. 





Figures on Annual Volume of 


Trade in 1929 


Wasuincton, D. C., July 6.—Census of dis- 
tribution figures show that the annual volume 
of trade in the United States through all whole- 
sale types of establishments aggregated $69,- 
628,448,061 during the calendar year 1929. 

This figure almost equals the gross value of 
manufactured products, is about six times the 
gross income from farm production and ex- 
ceeds the volume of retail business by nearly 
$20,000,000,000. 

The difference between the volume of whole- 
sale trade and the volume of retail trade is said 
to be accounted for by the fact that the volume 
of wholesale business includes exports made by 
wholesale establishments, sales to industrial 
consumers, and involves duplication in handling 
at various stages of the movement of goods 
from producers to retailers and to industrial 
consumers. The retail business, on the other 
hand, includes sales made to ultimate consumers 
only. The census figures show, however, that 
more than 50 percent of the wholesale total is 
accounted for by the sales of wholesale mer- 
chants of the usual type. 

The figures show that there were 169,888 
wholesale establishments of all kinds in the 48 
States and the District of Columbia in 1929. 
In addition to wholesale merchants of the usual 
type, these establishments include brokers, man- 
ufacturers’ sales branches, bulk tank stations, 
selling agents, exporters, country buyers of 
farm products and newer types of wholesalers 
such as cash-and-carry houses, drop shippers, 
wagon distributers etc. 

The volume of business shown in this total 
includes sales made by wholesalers to consum- 
ers at retail, but it does not include the volume 
of wholesale business done by retailers. Neither 
does it include the more than $11,000,000,000 
of sales made by manufacturers direct from 
their plants to retailers, or the more than $16,- 
000,000,000 of sales made from manufacturing 
plants direct to industrial consumers. The fig- 
ures are based on a field canvass during 1930 
of every city, town and rural area in the 
United States. 
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New York State is credited with 25,316 
wholesale establishments in 1929, handling a 
volume of $17,664,514,767, or 25.37 percent of 
the total wholesale business of the country. 

Illinois occupied second place with 11,687 es- 
tablishments and a business volume of $6,866,- 
323,029. Pennsylvania was third with 10,546 
establishments and a volume of $4,761,812,064. 
California had 9,751 establishments and handled 
a wholesale business of $4,159,023,157. With 
6,674 establishments, Missouri handled a vol- 
ume of $3,361,720,921. Ohio and Massachusetts 
were also in the $3,000,000,000 class, with Texas 
close to that figure. 





Emphasizes Importance of Cross 
Tie Production 


Wasuincton, D. C., July 6—The National 
Committee on Wood Utilization, Department of 
Commerce, in a statement today emphasizes the 
importance of railroad cross tie production to 
the lumber industry. While the recent an- 
nouncement of Representative L. C. Dyer, of 
Missouri, that he proposes to introduce in the 
next Congress a bill requiring the railroads to 
replace all wood ties with metal or other sub- 
stitute material is not mentioned, it is quite 
clear that the committee statement was called 





House Plans 


This week are presented the 
third and fourth of a new series of 
plans for attractive and econom- 
ical small houses. The two plans 
presented this week will be fol- 
lowed by others at regular inter- 
vals, 


Blue-prints, specifications and 
material bills for any of these 
homes may be had from the Amer- 
ican Lumberman at $3.50 per set. 


Electrotypes of the exterior ele- 
vation and the interior floor plans, 
suitable for newspaper or other ad- 
vertising use, may be had at rea- 
sonable prices. 





forth by the St. 
advised declaration. 

The manufacturer and _ distribution of 
cross ties in this country is considered one 
of the most important enterprises in our 
fifth largest industry—forest products, said 
the committee. It is truly an American in- 
dustry and its development has contributed 
to the growth and expansion of our present 
rail transportation system. Our railroad en- 


Louis representative’s _ ill- 


gineers have from the beginning considered 
the use of wood cross ties as an important 
economical practice in the construction of 
thousands of miles of track that make our 
present transportation system a standard of 
the world. 

The use of wood cross ties has kept pace 


with the growth of our railroad mileage. In 
1888 approximately 35,000,000 cross ties were 
in use; in 1890, 64,000,000; in 1910, 142,000,000; 
in 1927, 103,000,000 and last year 85,000,000. 
The apparent decrease in demand for wood 
ties is due to the more economical use of the 
cross tie itself and the increased importance 
of wood preservation as a medium of extend- 
ing the average life of the wood tie. 


Some service records, it is pointed out, show 
that treated cross ties have been in use up to 
25 years. Commercial standards for cross ties 
have been established, covering kinds, sizes, 
methods of manufacture and grading. Further- 


more, millions of dollars are annually invested 
in the manufacture and production of cross ties. 
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Don't Let Us Get Rattled Out of 
Our Principles 


When the patient is long ill and the doctors 
differ there is a chance for the quack. When 
industry is long depressed and experts are un- 
able to define either the cause or the cure yn- 
sound advice will often get a hearing. 

There has just been published in one of the 
most intelligent magazines a professional ar- 
ticle of which the main assertion is that “the 
gospel of work” is now an antiquated and ex- 
ploded fallacy. 

“Work,” says this emphatic professor, “must 
be recognized not as a virtue or a blessing but 
as an intrinsic evil.” 

He starts with the assertion that “over-pro- 
duction is the cause of the business depression, 
of unemployment, of the collapse of the stock 
market, of international friction—industrial 
over-production, agricultural over-production, 
over-production of everything in general.” He 
passes on to a denunciation of thrift and of 
work. 

This sort of thing passes unnoticed in the 
half-baked sociology of the soap-box, but when 
it comes from a professor in a big United States 
university and is published in a_ celebrated 
United States monthly it suggests that a sec- 
tion of the public may be getting rattled out of 
its principles by its misfortunes. 

Only those who have passed from common 
sense to logic-chopping can believe that the 
world is suffering from “over-production of 
everything in general” when there are millions 
living in unhealthy and degrading homes, when 
there are millions who every day have to deny 
themselves good food and comfortable clothes 
because they can not afford them, when there 
are millions longing passionately for the smaller 
luxuries and unable to pay the price of them. 

If a man’s economic theory makes him say 
that work is an evil, that “under modern con- 
ditions waste is not necessarily an evil, it may 
be a distinct benefit,” he should give up theory 
and take a dose of observation. 

This sort of thing is not even new. Most 
of us have heard the village know-all say of 
some destructive farm fire that “it made money 
circulate,” and there were doubtless young 
philosophers who found an economic virtue in 
the maniac waste of the Roman emperors. 

Out of our present troubles we want to get 
wisdom, not delusion. We shall not get wis- 
dom if we abandon what we know to be the 
deep principles of social strength and human 
character. 

We may have an open mind in these times 
about tariffs and about rationalization, but all 
who know the difference between life and 
theorizing will hold more firmly than ever to the 
principle that waste is morally and economically 
wrong, that individual and national salvation 
must come through work.—London Times. 





Fire Causes Heavy Mill Loss; 
to Rebuild 


PLaTEA, Pa., July 6.—Fire that broke out 
Tuesday night, June 23, after the men had 
gone for the day, almost totally destroyed 
the sawmill, planing mill and retail lumber 
stock of J. W. Cook & Sons, here. The loss 
was estimated at between $40,000 and $50,000, 
with no insurance. A shed, containing about 
eight or nine carloads of finish stock, isolated 
from the rest of the buildings as protection 
against fire, was all that was saved. The mill 
had been in operation at Platea for over fifty 
years, and now the four sons of the tate J. 
W. Cooke, who have been carrying on the 
business, have signified their intention of re- 
building the plant. 





THe New York State conservation depart- 
ment has bought an airplane which will cruise 
over the forest areas of the Adirondacks and 
Catskills during the summer and detect incipient 
fires. It will have a speed of 90 miles an 
hour. 
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LJeat Wave Gives Retailers Chance to 


Reap Big Harvest — 


It will be a long time before we forget the 
long spell of scorching, sizzling weather the 
whole country has just experienced, days when 
the thermometer climbed up to and over the 
hundred mark, days of acute discomfort when 
both work and sleep were impossible. 

From all over the United States came reports 
of record-breaking temperatures, news of un- 
precedented death tolls from heat prostration, 
and stories telling how the nation sought re- 
lief from the heat. 

How many lumber retailers, stifled and 
gasping in their customerless offices, recognized 
in the heat wave an opportunity 


materials are as effective non-conductors of 
cold as of heat, and how insulated construction 
prevents a certain proportion of heat loss 
through walls and roof, with consequent econ- 
omy in fuel cost. The dealer can give a specific 
idea of just how much can be saved by using 
data contained in a booklet “The Cost of Com- 
fort,” published by the National Lumber Manu- 
facturers’ Association, Transportation Build- 
ing, Washington, D. C., and in Circular No. 
376, “Thermal Insulation of Buildings,” pub- 
lished by the U. S. Bureau of Standards, which 
latter gives an illuminating table showing per- 


A Logical Time to Push 


Insulating Materials 


the other with one or several forms of insula- 
tion entering into its construction. The struc- 
tures might be planned so as to illustrate just 
how various insulation materials are installed, 
showing all the practical advantages of each 
kind of material exhibited. A thermometer 
might be placed inside each hut so. that tem- 
peratures in each could be compared and re- 
corded, and a large sign installed outside ex- 
plaining the nature and purpose of the exhibit 

in some compelling way. 
A number of useful ideas on merchandising 
insulation to the householder can be culled 
from manufacturers’ literature, 








to reap a harvest of sales in a 


while many manufacturers will be 





product that practically _ sells 
itself at such a time, once its re- 
lief-giving properties are properly 
presented? Insulating materials 
have long been extensively pro- 
moted by their manufacturers as 


a means of making the home 
comfortable in both winter and 
summer, and now, while mem- 


ory of tortured sleepless nights 
is still fresh in the minds of home 
owners, is the logical time to 
capitalize on the introductory 
work that has been done, and to 
drive home the fact that heat 
“bounces off’ the insulated resi- 
dence. 

Insulating material will sell 
well now, if promoted in a man- 
ner that will tie up with the har- 
rowing experiences prospects 
have just gone through. 

Using “Prevention, not cure” 
as the theme of the message, 
comparison might be made _ be- 
tween the advantages in cost, ef- 
ficiency, and permanence of ef- 
fect of using insulation to fore- 
stall heat compared with expe- 
dients such as electric fans and 
cold drinks, with mention of the 
dual service insulation provides 
in keeping the home warmer in 
winter with less fuel expense. 

The man in the street thinks 
of insulating material in terms of 
the service it gives. He is not 
buying a commodity, he is buying 
protection and comfort, and this 
is how it should be sold to him. 
He should be told just what in- 
sulation means in terms of com- 
fort to his family; how disposi- 
tions can be improved; how his 











When the thermometer was hovering around 
the 100° mark and Old King Sol was pelting 
his burning rays of heat onto the roof and 
walls of your home, were you uncomfortable? 


Don't 
the excessive heat of summer and the blasting 
cold winds 
home now! 


yrait another minute—guard against 


of winter. INSULATE your 


You'll be surprised how really inexpensive it 
is to apply insulation in your attic; how the 
walls in your bedrooms and living rooms can 
be insulated and refinished in the most mod- 
ern style. 

Come in and see the different types of insula- 
tion materials we carry in stock and let us 
give you an estimate. DO IT NOW—before 
the next heat wave! 


(Dealer’s Name and Address) 


only too glad to respond to letters 
asking for suggestions on par- 
ticular problems. 

The farmer too, both as a 
householder and an owner of 
farm buildings, must not be over- 
looked. The comfort of his stock 
is closely bound up with his 
profits, and in excessively hot 
weather the productivity of his 
poultry, hogs and cows is greatly 
lessened by the discomforts that 
afflict beasts no less than men. 
In winter, too, it is very impor- 
tant that farm buildings be kept 
warm and dry, and it should be 
well emphasized, even in summer 
advertising, that there is no bet- 
ter or cheaper way to insure this 
than by installing adequate in- 
sulation. 

Similar appeals to those out- 
lined above may be used, modi- 
fied to fit particular cases, and 
based on the ideas already well 
expressed in manufacturers’ ad- 
vertising and advertising litera- 
ture that insulation of poultry 
houses increases egg production 
and keeps birds healthy; insula- 
tion of cow barns means more 
and better milk from happier 
cows; insulation of hog houses 
makes fatter pigs and lessens the 
discomforts of farrowing, and 
so on. 

These advantages need to be 
stressed to f not 


| 
ee es els 














farmers. It is 
enough to keep on hand a sup- 
ply of literature and wait for the 
farmers to come running to be 
told. It is the dealer’s job to 
translate the general information 
dispensed by manufacturers’ ad- 














wife can carry out her household 








duties without undue fatigue; 
how his children can do their 
schoolwork efficiently; and how 
he himself will be able to ac- 
complish more in his working day. if well rested 
by a good night’s sleep in a cool bedroom. 

He should be told too how to use insulation, 
how with proper management of ventilation, 
the insulated house is a cool and comfortable 
haven in even the most torrid weather. 

_ It should not be forgotten that while the 
interest of prospects in insulation can be best 
Stirred now on its heat resisting properties, 
and while any selling efforts made now will 
be most timely and effective if they concen- 
trate on the angle of hot weather comfort, yet 
in order to get action from the prospect, it will 
be necessary in most cases to sell him on the 
dollars and cents value of an investment in 
insulation as a fuel conserving agency in win- 
ter weather. He must be told how insulation 


Suggestion for a timely insulation advertisement. 


furnished at moderate cost 


centage of fuel savings gained in a given house 
with and without various forms of insulation. 

Merchandising of insulation materials along 
these lines can be carried out by special window 
displays, by direct mail efforts and by news- 
paper advertising. Reproduced on this page is 
a suggestion for a newspaper advertisement 
which embodies some of the ideas that will 
help to sell insulating materials. Electros of 
this advertisement are available at a moderate 
charge on request. 

Some dealers might demonstrate the comfort- 
giving properties of non-conducting insulation 
materials in an arresting, practical manner by 
constructing two small huts and exhibiting 
them on their premises, one built solely of or- 
dinary lumber, 2x2s and sheathing say, and 


Electrotype of this ad 


vertising departments into terms 
that fit the particular psychology 


and circumstances of his 
farmer neighbors, and to get 
business, he must go out 


after it. With the very valuable co-operation 
that has been afforded by the agricultural en- 
gineering departments of various State colleges, 
some of which, like the Iowa State College, 
issue plans and bulletins illustrating the latest 
and most efficient types of farm buildings, it 
should be easy for the dealer to approach 
farmers whom he knows should have buildings 
with a concrete specific proposition aimed di- 
rectly at their needs. 


There is no better time to do promotional 
work of this nature than now, when, still re- 
membering recent heat wave experiences, pros- 
pects will be found to be receptive to sugges- 
tion that they guard against repetition in the 
second half of the summer of the conditions 
consequent upon grilling temperatures. 
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Dealers Study to Design Better 
Farm Buildings 


Lincotn, NeEs., July 6—The Nebraska Lum- 
ber Merchants Association has just completed 
its second annual short course in architectural 
work, which it has been able to put on through 
co-operation of the Nebraska State Agricultural 
College. Ivan D. Wood, of the college, is the 
architectural engineer, and for a number of 
years has worked very closely with the Ne- 
braska association, he and Secretary Harry 
E. Dole having each year put on a series 
of group meetings over the State, at which Mr. 
Wood, with the aid of slides, told the story of 
farm buildings and general live stock sanitation 
work. 

During this work it was discovered that few 
of the lumber dealers were in position to draw 
plans and assist their prospective customers 
in planning the types of buildings that they 
should have for the purposes for which they 
expected to use them, and get the most pos- 
sible out of the money they had to spend. In 
order to fill this need, and give the dealers the 
training that it was felt they should have, this 
short course was first put on in 1930. That 
year thirty-six men ‘took the work, for four 
days. This year the registration was about 
ten more. A striking thing about the 1931 
course was that nearly half of those registering 
were of the class of 1930. 

It would seem to be almost impossible to do 
much in the way of teaching drawing in four 
days, but the fact that most of the dealers are 
more or less familiar with plans, can read a 
rule, and are not afraid of figures, makes it 
much easier to teach a group of this kind than 
an ordinary school class. It was found that 
in the four days many of the dealers attending 
have learned the use of drafting instruments, 
are able to draw floor plans and elevations of 
ordinary buildings, and at least one day of the 
time was spent on perspective work. It also 
was found that the dealers attending come with 
the idea that they are going to work. They 
spend eight to ten hours over the board in in- 
tensive study, and show that they are really 
there to get out of the course all that is pos- 
sible for the time they spend. 

Following the four days’ course the dealers 
are asked to either bring or send their prob- 
lems, as they come up in their regular work, 
to the college for solution, and a surprisingly 
large number have taken advantage of this addi- 
tional instruction. 

A number of the dealers attending in 1930 
report sales directly traceable to the fact that 
they were able to sit down with drawing tools 
and get the customer’s ideas worked into a con- 
crete plan which they both understood, and in 
that way they secured the confidence of the 
customer and were usually able to close the 
sale with no outside interference. 

The idea behind all of this, says Secretary 
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Front of the office and shed of the J. S. Timlin Lumber Co., Madison, 
Wis. The man standing at the right is Mr. Timlin 





Dole, of course is that the lumberman should 
be thoroughly posted on all building problems. 
This work applies to the ordinary run of farm 
and small house construction. He _ should 
know how to draw a sketch of the job that 
will be workable, how to take off a complete 
bill of material, estimate labor, in fact know 
as much or more about construction work 
than any man in his community. Only by 
having this knowledge and being able to tell 
it can he hope to be the building headquarters 
of his community. 

We do not know what the situation is in 
other States as far as agricultural college 
activities go, but in Nebraska we are happy 
to state that our college authorities appre- 
ciate the fact that it takes more than just 
agriculture to sustain a community. There 
must be business, there must be other activi- 
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ties, and they feel that when these are go. 
ordinated and all are working toward the best 
interests of the farm population, the whole 


community is better served. 


With this thorough understanding and this 
spirit of co-operation, the Nebraska dealers 
and the Nebraska college have been able to 
carry on co-operative work that has been very 
beneficial to both parties interested. We have 
carried the college to thousands of farmers 
over the state, and are being used by the col- 
lege as a means of getting their message 
across, so far as farm buildings are con. 
cerned in Nebraska. 

We heartily recommend to dealers over the 
country this method of approaching the prob- 
lem, and believe that in the States where this 


has not been worked out it is perhaps as much 


the fault of the dealers as it is of the college 
that they have not found a common ground 
on which to meet and have not found that 
their problems were so much alike. Our ad- 
vice would be to not be afraid of your agri- 
cultural college, but to go to the dean and 
other authorities and talk over the problem, 
explain to them the possibilities that you see 
in co-operative effort, and I feel that in many 
cases this will work out to the mutual advan- 
tage of all concerned. 


Lumber Retailer Sells Fuel Oil 


and Gasoline 


Mapison, Wis., July 6.—The J. S. Timlin 
Lumber Co., of this city, is a progressive four- 
year-old company. Until last summer Mr. Tim- 
lin did not handle items other than lumber, and 














Showing the method of storing finish lumber 

and moldings in the Timlin yard. Each item 

has its own place, and the lengths are kept sep- 

arate, so that any item desired can be readily 
picked up 


LUMBER 
MILLWo"” 


due to the restricted building in Madison he 
found his sales getting rather low, which was 
also true during the winter months. To enable 
him to maintain his organization and to keep 
saies up he cast about for a line to use during 
the winter. 

He investigated and found a growing demand 
for fuel oil, so established a fuel oil station. 
That he “hit” on the right idea is borne out 
by the fact that sales of fuel oil since October, 
1930, have amounted to $35,000. 

A photograph reproduced on this page shows 
the front of the lumber shed, which is located 
along one of the State roads entering Madison. 
Mr. Timlin is the figure on the right. A rail- 
road runs alongside the opposite side of the 
plant and, being on a diagonal, makes the 
ground narrower at the back end. 

One of the pictures appearing herewith shows 
a filling station operated by the company, un- 
der the name Black & White Oil Co., under 
which the fuel oil business is operated. The 
filling station is located on the narrow end of 
the plot. A mechanic is kept who looks after 
the operating of the filling station and the fuel 
oil plant which consists of four 17,000 gallon 
storage tanks. This mechanic also services 
burners, which service is appreciated and gives 
the company contact with oil buyers. Two ad- 
ditional men are employed to service cars at 
the filling station. 

Mr. Timlin is very well pleased with the 
results of his first year’s experience, as the 
lumber sales mount in the summer as the oil 
sales decrease, and the oil sales mount in the 
winter when lumber sales drop off. 











Filling station of the Black & White Oil Co., which is operated as a 
subsidiary of the J. S. Timlin Lumber Co. 
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Stock 


EnumcLaw, WASH., July 3.—Thirty-eight 
years ago the White River Lumber Co. was 
born. The assets at that time consisted of a 
sawmill cutting 20,000 feet of lumber daily, a 
small amount of timber, several experienced 
and determined lumbermen, and a manufactur- 
ing policy. 

The intervening years have taken their toll, 
and today only A. G. Hanson, now vice presi- 
dent, and Louis Olson, now treasurer and gen- 
eral manager, of the entire group of founders, 
remain in active service, yet the policy inaug- 
urated thirty-eight years ago, and which to a 
greater degree perhaps than any other single 
factor has been responsible for the growth to 
the present production of 300,000 feet a day, 
remains unchanged. 

Summed up, the policy of this company has 
been to follow the precept “Whatsoever ye 
would that men should do to you, do ye even 
so to them.” Applied to the manufacture of 
lumber it has meant giving the customer what 
he expected, or more than he expected. It 
has meant standard, uniform stock and intelli- 
gent filling of orders. It has meant shipment 
when promised. As a testimonial to the truth 
of this statement the company is today selling 
lumber to firms which have purchased their lum- 
ber needs from this company for more than 
thirty years. Once gained, a customer is rarely 
lost as long as he continues in the business :of 
retailing lumber. 

As a result of application of this rule to em- 
ployees the plant has not had labor troubles. 
There is a marked feeling of friendliness toward 
the company and its officials among its em- 
ployees and the townspeople. Efficient, skilled 
workmen have been made to feel secure in 
their jobs; careless or indifferent ones are 
weeded out in the first few weeks of their em- 
ployment. As a result of this feeling of se- 
curity in their positions many employees have 
bought or built homes in Enumclaw. This has 
been encouraged by the company and it is safe 
to say that there are few industrial concerns 
in the country with so large a percentage of 
the rank and file of their employees voluntary 
home owners in the city in which the industrial 
plant is located. 

And the city of Enumclaw indeed does not 
look like a one-industry city, though for the 
most part the White River Lumber Co. has 
provided the payroll that has insured its 
progress. Instead of standardized, factory- 
type houses, it is a city of attractively designed 
and placed, well painted, comfortable homes, 
surrounded by well kept lawns and flower 
gardens. Situated in the broad White River 
Valley, and surrounded by snow-capped motin- 


And Constant Attention 
to Customers’ Wants 


AMERICAN LUMBERMAN 


Grows Through Uniform 


tains, the most majestic of which 
is Mount Rainier, it indeed pre- 
sents a pleasing picture to the eye. 

In the years of its existence 
White River Lumber Co. has em- 
ployed but two sales managers. A. 
G. Hanson, himself, handled sales 
for a few years until the plant at 
Encumclaw was acquired. E. R. 
Olson, who is not related to Louis 
Olson, was then made sales man- 
ager, and remained in this position 
for sixteen years. D. W. Gossard, 
the present sales manager, suc- 
ceeded Mr. Olson twelve years 
ago. Like instances of long service with the 
company are found in every department of the 
business. There is practically no labor turn- 
over whatsoever. 

The growth of the company has been fairly 
regular and continuous. Recently a new plan- 
ing mill, dry kilns, and supplemental facilities 
were built adjacent to the sawmill. Previously 
green lumber from the sawmill had been trans- 
ferred by a flume approximately three miles to 
the drying yards and planing mill located 
within the city limits of Enumclaw. 

Keeping in step with the times, much of the 
lumber made by the mill is kiln dried in its 
ten Moore dry kilns. Some of the common 
lumber is dried in the natural air-drying yards 
located in a small valley where drafts are con- 
stant and drying conditions good. After the 
lumber is dried it is put through the planers 
and blanked, and then stored in the rough dry 
sheds until orders come in from the lumber 
retailers. The blanks are then taken to the 
planing mill and run to the pattern desired, 
after which they move to the ca. for loading. 
In this way the lumber is always bright and 
clean. Only a comparatively small stock of 
finished sizes is carried, and then merely to 
give extraordinarily rapid service when desired. 
The operation is so flexible and the planing 
mill capacity is so great that even badly mixed 
orders are loaded out in a remarkably short 
time. In the company’s loading shed eighteen 
cars may be spotted and loaded at one time. 
And even in such times as the present, when 
sO many items are required in each car, it is 
a usual practice to ship an order within three 
or four days from the date of its receipt. 

Through a merger of interests with the 
Weyerhaeuser Timber Co. the White River 
Lumber Co. recently acquired some additional 
timber which provides the plant with enough 
timber to insure fifty years continuous operation 
at the present rate. And while not many ac- 
tive lumbermen of the present day will still be 





New plant of the White River Lumber Co. at Enumclaw, Wash., with daily capacity of 300,- 


| 





000 feet of lumber 





Original sawmill of the White River Lumber Co. 


in the market for White River lumber at the 
end of fifty years, they would probably find 
that the lumber then shipped, and the service 
then rendered would be in keeping with the 
policy formulated thirty-eight years ago, and 
which, without a doubt, has been the largest 
single contributing factor to the high degree of 
success and prestige enjoyed by this well known 
and well liked company. 





How the Homemaker May 
Judge a House 


Detroit, Micu., July 6.——Women have the 
last word in many matters and even in the 
selection of a home in most instances. They 
are being educated for it, too, according to 
Nelson Perkins, of the National Committee on 
Wood Utilization, United States Department of 
Commerce, who addressed the National Home 
Economics convention held in Detroit last week. 
In his lecture Mr. Perkins outlined a plan by 
which the average homemaker may judge a 
house within reasonable standards. 

Of course, absolute perfection need not be 
looked for, but every householder has a right 
to expect her abode to harbor safety, health, 
comfort and pride as well as to represent mon- 
etary value. The speculative builder who meets 
this standard does so to his own advantage. 

One of the essentials of safe construction is 
protection against fire. Fire clay flue lining 
should extend all the way up the chimney. 
Wood beams should come no nearer than two 
inches from the chimney and the intervening 
space should be filled with fireproof material. 
Metal lath and plaster are a good protection. 
There should be a 15-inch space above the 
heating plant. Then there should always be a 
fire stopping at the floor level lest the outer 
and inner walls of the house form an ideal flue 
for flame. A 2-inch board is a good stopper, 
as it takes quite a while for flames to burn 
through. 

As for comfort, everyone wants a house cool 
in summer and warm in winter. This depends 
on insulation. There is a great chance for 
loss of heat around windows and doors that 
are not neatly constructed. Waterproof walls, 
near wood foundation chemically treated to pre- 
vent entrance of ants, flashing along tops of 
windows to prevent moisture, use of seasoned 
lumber and sufficient mortar,—these are some 
of the points that make for health and com- 
fort and reduce repair bills. 

Up to the minute homemakers expect these 
fair standards of proper building. A little care 
and expense on the part of the builder will 
obviate those indispensable repairs that knock 
out the budget and discourage the home owner. 
Even $100 used by the builder will be returned 
to the owner easily in the amount of $1,000 
and, it is safe to say, will be likewise pyra- 
mided to the builder’s advantage in the long 
run. 
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National Production, Shipments and Orders 


July 


twenty-five weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with statistics 
of identical mills for the corresponding period of 1930: 


WasHIneoTon, D. C., 


6.—Following is the National Lumber Manufacturers’ 





Association report for the week ended June 27, 





and for 





ONE WEEE No. of Percent Percent Percent 
Softwoods: Mills Production of 1936 Shipments. of 1930 Orders of 1939 
Southern Pine Association......++.eeeeeeeees 111 25,183,000 63 30,891,000 85 30,324,000 94 
West Coast Lumbermen’s Association....... - 194 104,588,000 76 111,511,000 72 106,570,000 90 
Western Pine Manufacturers’ Association.. 59 32,656,000 74 23,522,000 66 24,874,000 70 
California White & Sugar Pine Mfrs.’ Assn.. 24 17,988,000 63 17,426,000 97 15,218,000 82 
Northern Pine Manufacturers’ Association.. 7 4,149,000 57 2,176,000 55 2°921000 54 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 1,532,000 66 1,225,000 81 886,000 68 
North Carolina Pine Association............ 41 4,433,000 77 4,412,000 68 4,244,000 112 
Total softwoods .......... iobvmbeebatwesne 152 190,529,000 72 ~~ 191,163,000 74 185,037,000 “- 
Hardwoods: - 
Hardwood Manufacturers’ Institute.......... 177 15,510,000 67 17,035,000 92 23,954,000 146 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 2,121,000 63 1,443,000 92 1,356,000 122 
Total hardwoods ...... ee eeeeee cocccces 193 17,631,000 67 18,478,000 92 25,310,000 144 
Grand totale ..cccccccccccccscccccccecs eee 629 208,160,000 71 209,641,000 76 210,347,000 90 
TWENTY-FIVE WEEES Mills 
Softwoods: Reporting* 
Southern Pine Association.........+.+ees+ee: 120 837,394,000 66 910,938,000 78 911,589,000 79 
West Coast Lumbermen’s Association........ 194 2,626,312,000 67 2,729.383.000 73 2,678.917,000 75 
Western Pine Manufacturers’ Association.... 61 656,613,000 65 684,143,000 77 655,094,000 77 
California White & Sugar Pine Mfrs.’ Assn.t.. 24 247,811,000 68 380,189,000 84 393,363,000 81 
Northern Pine Manufacturers’ Association... 7 70,651,000 69 69,709,000 70 68,666,000 76 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 51,960,000 73 33,335,000 68 32°905,000 66 
North Carolina Pine Association............. 13 111,979,000 69 116,951,000 91 98,753,000 82 
eee 170 “4,602,720,000 67 “4,924,648,000 76 "4,839,287,000 ve 
+ f Institut 
Hardwood Manufacturers’ Institute.......... 179 104,389,000 58 475,342,000 5 
Northern Hemlock & Hardwood Mfrs.’ Assn 21 86,589,000 55 58°664°000 oe “Te 667,000 70 
Total hardwoods ...... TTT TTT TTT TTT TT 200 490,978, 000 “87 534,006,000 “77 35,318,000 “2 
Grand total® ....scsceeeees coeccccccccceces 649 5,093,698,000 66 5,458,654,000 pf 5, a $08. poe = 
*Average weekly number. {Twenty-four weeks. 





California Pine Stocks 


Cauir., July 3.—The fol- 

lowing is a summary of April production and 

shipments and June 1 inventories and unfilled 

orders, as prepared by the California White & 

Sugar Pine Manufacturers’ Association: 
May Reports for 20 Mills 


SAN FRANCISCO, 





Production Shipments 

Calif. white pine...... 50,525,833 39,533,081 
i Me os capes. aves 5,861,769 4,813,094 
Mixed pines .........- 272,000 3,066,958 
Total BPINGM ccssesce 56, 659, 602 47,413,133 
ee. TE ceketiesoves 4,477,130 3,402,374 
Red (Douglas) fir..... $44,668 554,367 
All other woods....... 326,896 1,503,731 
CIMMORTOOREEE wccccvces 8 sveeere 8,272,153 





5,248,694 


Total other woods... 13,732,625 
Grand totals .....0:; 61,908,296 61,145,758 
June 1 Inventories and Unfilled Orders 

Unfilled 
Inventories Orders 
No. 2 shop and better— 
Calif. white pine.... 93,220,092 13,989,724 
ee MERE 2ccccceva 52,588,225 5,471,100 
No. 3 shop, mixed pine. 16,494,170 3,683,720 
No. 3 shop and better, 
white and sugar pine. 4, $47,895 in arenes 
Total uppers ....... 167, 150, 382 23,144,544 


Common— 


California white and 
sugar pine* ..- 284,628,924 116,475,132 
All other woods.... 66,740,753 16,906,489 
Unsegregated ....... 21, oe -  cweenen 
Wotal lOWETS ccccces 373 3,021,677 133,381,621 
Grand totals ....... 540, 172,059 156,526,165 

Box shooks and cut 
EE ace oes hued daha 22,498,022 33,637,006 


*Includes pine box lumber. 
Comparative Reports on 20 Operations 
The following comparative statistics from 20 
operations for May, 1930, and May, 1931, 
represent 62.5 percent of the total pine industry : 
Percent 
1930 1931 Decrease 
May Production— 


Pine only ..... 97,763,357 56,659,602 42.1 
All species in- 
cluding pine..110,504,911 61,908,296 44.0 
May Shipments— 
Pine only ..... 66,167,410 47,413,133 28.4 
All species in- 
cluding pine.. 81,566,505 61,145,748 25.1 
Inventories June 1— 
No. 3 shop and 
WOEROP ncccce 193,198,289 167,150,382 13.5 
All species and 
grades ......553,763,910 540,172,059 2.5 
Unfilled Orders June 1— 
No. 3 shop and 
IO Cag aea 31,848,611 23,144,544 27.4 
All species and 
STAGCS .cccce 154,215,160 156,526,165 *1.4 
*Increase. 





Atlantic and Gulf Cargo 


The following statement of domestic water 
shipments during May, 1931 and 1930, has 
been compiled by the industrial facts depart- 
ment of the West Coast Lumbermen’s Associa- 
tion, from reports of twelve steamship com- 
panies, one hundred and fourteen association 
mills and eight wholesale lumber shippers in 
the Atlantic coast and Gulf trades: 


American Atlantic 





May, 1931 May, 1930 

Portland, Me. ......... 3,03: 337 2,283,873 
Portsmouth, N. H..... 3,467,562 1,698,550 
re Dee 6 ewes 17,663,789 8,386,482 
Providence, R. I....... 6,233,362 5, 131, $62 
New London, Conn.... 2,857,459 1, 950,955 
Bridgeport, Conn. .....  ....e- 132,008 
 ® ee Aen 6. éebeen 
I -oughkeepsie, N. Y¥.... 5,764,706 10,412,449 
3rooklyn, N. Y........ 6,018,613 3,270,339 
New York, a. wenwexe 46, 900,658 48,957,567 
Newark, N. J. cccceecee 17,710,109 18,849,689 
CamGgenm, Wi. Jecsccsvcs 2,977,501 8: 28/192 
Philade Iphia, | er 12,506,653 15,632,247 
Wilmington, Del. ..... 1,776,593 1,029,791 
Baltimore, gallate 11,018,788 19,995,831 


Newport News, Va.... 
Norfolk, Va. 


485, 561 
4.012094 


2,794,909 


Richmond, Va. ....... cccccc 30,039 
Charleston, S. C....... 170,588 50,600 
UO, EEO veeweeee $ca.vmme 864,866 
Jacksonville, Fla ..... 55,854 1,123,550 
2, cikcekewnke  .msisdarera 156,550 
WRN tenes heaves 158,873 11,550,400 
Total Amer. Atlantic.144,547,686 156,430,749 
Gulf Ports 
Se. Des. sccceccese 8 86= is o#eatb een 
SP: 99,428 507, 548 
New Orleans, La...... 287,858 1,155,061 
Leake Chariog, L@.....-  ccovces 329, "209 
PE TE kee aruda 172,500 
Houston, Tex. ....c.¢- 7,953 2,064,719 
Galveston, Tex. ....... asec 80 -soeemen 
Aransas Pass, Peiasce. aiames 324,037 
Corpus Christi, Tex.... 391,239 476,806 
Destination unknown .. ...... 573,183 
Total Gulf ......... 944,278 5,603,063 
Canadian Atlantic ..... 5,305,632 15,751,224 


aawaea 150,797,596 


Districts of Origin 





Grand Total 








Pumet Bound .occcscas 68,865,498 68,270,402 
yrayes Harbor ...ccec- 12,168,861 23,714,524 
Willapa Harbor ...... 2,125,673 4,109,279 
Columbia River ...... 49,934,616 44,413,421 
Ge EE ca sexu spans 3,458,824 = = ..cccoe 
Total American ..... 136,553,472 140,507,626 
British Columbia ..... 14,244,124 37,277,410 
ee Se ccdacaes 150,797,596 177,785,036 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 


PorTLAND, OreE., July 8.—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended July 4: 
Total number of mills reporting, 84: 


Actual production for week..... 26,090,000 
rr re 24,959,000 
OrGere received ...ccccvcvecsecces 26,779,000 
teport of 59 mills: 

Operating GRMACIEY. 2... cccceccice 68,841,000 
Average for 3 previous years.... 44,917,009 
Actual production for week...... 22,968,000 
Report of 77 mills: 

Average production ............ 40,7 7 37, 000 
RIENO GEGOTE 2 co caccrcccecievvees 104,75 4.000 
Stock on hand—July 4.......... 1,250,422,000 


Identical mills reporting, 59: 

Production— 
Operating capacity 
Average for 3 


68,841,000 
44,917,000 
Week ended 


previous years.. 
Week ended 


July 4,1931 July 5, 1930 

Actual for week.. 22, 968,000 24,907,000 
BRIPMOMtS 2. cs wscces 2 23, 254,000 26,818,000 
Orders received 25,178,000 28,317,000 


Identical mills reporting, 
Production— 
Average for 3 


75: 


40,345,000 
Week ended 
July 5, 1939 

128,076,000 


previous years.. 
Week ended 
July 4, 1931 
Unfilled orders 104,572,000 
Gross stocks on 


NS ere 1,233,122,000 1,295,793,000 





Southern Pine Report 


New Orveans, La., July 6—For the week 
ended June 27, Saturday, 128 mills of total 
capacity 12634 units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1927, and Oct. 31, 1930), 
report as follows to the Southern Pine Asso- 
ciation : 

Pct. of output 


3-year Ac- 

Production— Carst Feet Ave. tual 

Aver. 3 years. ... 52,278,000 snen 

Sea oe 37,487,000 2.58 
Shipments* ....1,599 33,579,000 ot 23 122. i6 
Orders 

Received* 1,566 32,886,000 62.91 119.64 

On hand end 

WOES sess 3,975 83,475,000 


*Orders were 97.94 percent of “ shiataente 
Car basis is 21,000 feet. 
tOrders on hand at above 128 mills showed 


a decrease of 0.82 percent, or 693,000 feet, 
during the week. 
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Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., July 4.—Following is a statement for five associations of the gross stock 
footage June 27, and the percentage relationship of unfilled orders to stocks: 


in No. of 
—Association— Mills 
Southern Pine a ii otis ils cree we bad a5 108 
West Coast Lumbermen’s Association........... 166 
Western Pine Manufacturers’ Association........ 79 
California White & Sugar Pine Mfrs. Assn...... 24 
Northern Pine Manufacturers’ Association....... 
Hardwood Manufacturers’ Institute............. 161 


Orders of 

Gross Unfilled Stocks— 

Stocks Orders Percent 
766,023,000 79,023,000 10 
1,450,223,000 306,675,000 21 
1,215,257,000 103,844,000 9 
557,776,000 83,007,000 15 
273,345,000 19,131,000 Pe 
933,326,000 37,934,000 15 





Census Bureau Delivered Prices 


Wasuincton, D. C., July 6.—The Department of Commerce has secured through the bureau 
of the census the following prices, per thousand for lumber items and per hundred square fect for 
shingles, as the average paid June 1, by contractors for material delivered on the job, these being 


selected from the complete list: 


» 1x4” Shingles, Extra 


Plooring 
No.1 Dimension, Common 10 to 16 Clear, 16”, 5/2 
SIS1LE, 2x4—16 Boards Southern Douglas 





Southern Douglas 1x6” pine fir Red 
pine fir Yo. 1 “C” eg. No.2v.g. Cedar Cypress 

ee Se, Ce 5 cseadesvedes. se $410.00 $32.50 ace hats $5.60 ‘ 
New Bedford, Mass. ........... akerta 38.00 32.00 eae $72.00 6.00 ‘ 
Poughkeepsie, NM. Fi. ccccccccce seein 40.00 32.50 e.sae ianais eatees ‘ 
NS, FO ee $39.00 45.00 37.00 $75.00 80.00 4.50 - 
NS ia in rare ia wi ee eel 36.00 err 34.00 85.00 etc 5.25 be 
SM, Mivide wah daa dome a ees 45.00 40.00 37.50 80.00 80.00 6.40 kei 
Philadelphia, Pa. 35.00 40.00 37.50 75.00 72.50 6.60 $7.75 
eg a" 4 ar a ar tc WT 36.00 40.00 33.00 aams iene wees — 
Terre Haute, In 42.00 42.00 Pig 70.00 60.00 5.00 5.00 
CO BP escccéseccsssacese SRO sane 34.00 70.00 somites 5.40 pe 
SE, WEE cca cenisevcceses ar al pacers 42.00 an aeara 5.50 
RE Se Ser 36.50 38.00 40.00 55.50 59.50 4.40 
ees: Cee, Bets cccsccscceese SO 38.50 eaeane 68.00 75.00 4.40 
cS Seer ae 47.00 45.00 ee 75.00 4.00 
ee ee eaten 31.50 30.50 54.50 Pe 4.40 
Gan Francisco, Calif.......cceccee iat 25.00 28.00 alee 50.00 we 
SE EE. bode csetecseccase ical 16.00 16.00 Veale 38.00 2.25 





West Coast Rail Distribution 


SEATTLE, WASH., July 3.—The following statement 


of West Coast rail shipments by States 


for May, with percentage of increase or decrease as compared with May of 1930, was prepared 


by the industrial facts department of the West Coast 
being based on an average of 27,000 feet a car: 





Lumbermen’s Association, the footages 





























Thousand Inc. or Thousand Ine. or Thousand Ince. or 
leet Dec. Feet Dec. Feet Dec. 
Pacific Coast Middle West Southeast 
Washington .. 26,601 —26.4 North Dakota 3,321 —27.2 Te cv aa 
Oregon ...... 11,259 —18.9] South Dakota — ie mrt be sy ev 
California .... 10,530 —24.7] Minnesota 1 —16.8 W. Virginia. 270 —52.4 
— Nebraska — 28.7 Virginia .... 324 —67.1 
Total ...... 42.390 —24.1 Hilinoig ....- —46.9 No. Carolina. 27 —100.0 
tate Iowa ....... 8.5 So. Carolina. ..... ae 
Wisconsin . Georgia 27 
Montana ..... 2,268 —14.3 Kansas ..... Florida ..... 27 
| “eee 1,377 —19.1 Alabama ..... . 
h OR «> 2,079 —9.4 ee 57,078 —32.1 Mississippi. © 27 
PIOVEGR «cece ,oD aaa . = = 
Utah ........ 133 —éé1- 2 ‘ . 5 
Colorado ..... 31996 —28.2 et ; a Seas Total ..... a ae 
Arizona .....- 1512 +9.8 hode Islan¢ 8 50.0 
New Mexico.) "887 —75.6| Massachusets 648 ——53.8 | Worth Atlantio 
es cn eRe Vermont .... 135 —44.4 New York... 1,431 —31.2 
Teta? .....<. 16,362 —29.4| N- Hampshire 54 —33.3 Pennsylvania $138 —77.4 
Maine ...... 162 —45.5 Maryland ... 54. —33.3 
Southwest ‘ —— — neg 2 dick 27 Te 
Missouri ..... 3,591 —31.1 otal ..... 1,458 —42.6 —ceeer-- 861 —~T89 
Arkansas .... 5 —33.3 | Central ° a 
Oklahoma .-+. 1,823 —61.4 Michigan ... 3,591 —26.9 re eee “ 
ME, acecs.o 1,728 —72.5 Indiana .... 1,404 —64.9 P 
—...° . wero. 2,781 —13.4 ME 22-0: S088 O08 
- — ———_  - UNITED 
Total ...... 6,696 —55.7 ye 7,776 —35.9 |STATES ...... 134,946 —32.5 
Bookings 13 Percent Above Out 
[Special telegram to AMERICAN LuMBERMAN] 


Wasurincton, D. C., July 9—Five hundred and fifty- 


four softwood mills of seven associations 


for the week ended July 4 reported to the National Lumber Manufacturers’ Association pro- 
duction aggregating 148,100,000 feet, shipments, 177,291,000 feet, and orders, 167,085,000 feet. 
The week’s figures for production, shipments and orders follow: 





No. of 
Softwoods— Mills 
Southern Pine Association. .......cccccccccccees 22 Ta Noo. SO tOe O00 28 161.000 
West Coast Lumbermen’s Association........... 222 68,658,000 94,376,000 $6,653,000 
Western Pine Mfrs. Association............++++ 84 26,090,000  —-24'959;000  ~—- 26,779,000 
Calif. White & Sugar Pine Mfrs. Assn........... 24 18,360,000 18,457,000 16,614,000 
Neen TIO TECEO, BECOME ccs cccccccsves 7 3,736,000 3,210,000 2,523,000 
Nornern Hemlock & Hardwood Mfrs. Assn..... 18 1,501,000 1,250,000 1,090,000 
orth Carolina Pine Association.........ee+++++ 77 5,175,000 5,933,000 5,265,000 
OE, IES Sica ce ciKcewenee se natin ad 554 148,100,000 177,291,000 167,085,000 
Hardwoods— 
Hardwood Manufacturers’ Institute.........ee0- 183 15,122,000 18,710,000 20,980,000 
Northern Hemlock & Hardwood Mfrs. Assn..... 18 1,529,000 1,955,000 1,587,000 


ee eee | 





16,651,000 20,665,000 22,567,000 
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West Coast Review 


[Special telegram to AMERICAN LUMBERMAN ] 


SEATTLE, WASH., July 8—The 223 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
week ended July 4 reported: 

Production 68,680,000 
Shipments 94,407,000 37.46% over production 
Orders 86,653,000 26.17% over production 

A group of 343 mills whose production re- 
ports of 1931 to date are complete, reported as 
follows: 


Average weekly operating capacity 298,599,000 
Average weekly cut for 26 weeks— 


BUY uaia.e bid Role big eee er eecaad a a 158,861,090 
BE Shek vaaaalcaes Coben Es 124,741,000 
Actual cut week ended July 4..... 80,045,000 


A group of 222 mills whose production for the 
week ended July 4 was 68,658,000 feet, reported 
distribution as follows: 


Unfilled 
Shipments Orders Orders 
OE xwdow 28,920,000 30,903,000 85,768,000 
Domestic 
cargo .... 38,450,000 28,601,000 174,560,000 
Export ... 16,065,000 16,208,000 104,445,000 
Local .... 10,940,000 a rr 








94,375,000 86,652,000 364,773,000 


A group of 194 mills, whose reports of pro- 
duction, shipments and orders are complete for 
1930 and 1931 to date, reported as follows: 

Week ended Average for 26 weeks 

July 4, 1931 1931 1930 
Production 66,132,000 103,604,000 152,521,000 
Shipments 91,183,000 108,461,000 147,599,000 
Orders 84,946,000 106,285,000 141,483,000 


Southern Pine Costs 


New Orteans, La., July 6.—The Southern 
Pine Association’s cost statement for April 
gives the average cost per thousand feet, board 
measure, of producing and shipping southern 
pine lumber, not including interest on loans or 
invested capital. This report—covering 64 
mills operating 7834 units that produced 112,- 
672,692 feet—shows that the average total 
cost per thousand feet for that month was 
$22.36. This is a decrease of 22 cents below 
the average cost for March, which on a pro- 
duction of 118,761,122 feet was $22.58, and a 
decrease of $2.38 from April of last year, which 
on a production of 205,207,413 feet was $24.74. 
The average cost for the first four months of 
1931 was $23.11 on a total production of 445,- 
934,429 feet, compared with $25.42 on a pro- 
duction of 786,754,557 feet for 1930. Of the 
50 concerns whose mills are included in this 
report, 22 showed costs less than the average. 
The figures for the entire number show a 
spread from a low of $14.30 to a high of $28.53. 








Contracts for Public and Semi- 
Public Projects Awarded 


Wasuincton, D. C., July 7—Contract 
awards for public and semi-public works proj- 
ects aggregating $38,575,078 were reported to 
the public works section of the President’s 
Emergency Committee for Employment last 
week, according to an announcement today by 
Fred C. Croxton, acting chairman of the com- 
mittee. 

The addition of this amount brought the total 
of contract awards reported since Dec. 1, last, 
to $1,848,166,868. The week before last $46,- 
808,286 worth of contracts were reported. This 
figure included $1,464,309 worth of contracts 
awarded at various times in May for Federal 
forest roads and $863,105 awarded in May for 
national park roads. 

Contracts for last week cover 241 projects in 
35 States and the District of Columbia. 





The Classified Department 
will do it. 
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Southern Pine Conference Is Landmar 


Manufacturers, Wholesalers and Retailers Join in Constructive Consideration 
of Industry’s Problems—Accord on Subject of Grade-Marking Is Reached 


CotuMsus, Outo, July 8.—With a registra- 
tion of almost 300 up to the close of the first 
day’s session and with more interest developed 
than in any previous lumber conference, the 
mid-summer meeting of the Southern Pine As- 
sociation with retailers and wholesalers held at 
the Deshler-Wallick Hotel here, July 8 and 9, 
is expected to prove a landmark in the lumber 
industry. Since it was the first joint conven- 
tion of manufacturers and distributers ever de- 
voted exclusively to the problems of but one 
lumber species it will stand out as the begin- 
ning of more complete co-operation in all 
branches of the industry. 

The convention was sponsored jointly by the 
Southern Pine Association, the Ohio’ Associa- 
tion of Retail Lumber Dealers and the Lum- 
bermen’s Club of Columbus. Stabilization of 
the industry, achieved by a frank discussion of 
the problems of the manufacturer, the whole- 
saler, the commission man and the retailer is 
the object and aim of the conference. 

L. O. Kilmer, Oak Harbor, Ohio, president 
of the Ohio Association of Retail Lumber 
Dealers, in welcoming the delegates declared 
that it is especially appropriate that the 
endeavor to stabilize the industry should start 
with the Southern Pine Association. He de- 
clared that the association has always stood as 
an example and ideal in constructive associa- 
tion leadership in the industry. “As pioneers 
in the program for grade-marking lumber, for 
national advertising, for standardization, for 
the establishment of a moisture content specifi- 
cation, and for numerous other projects, which 
are elevating the status of our great industry in 
the eyes of the nublic, the Southern Pine Asso- 
ciation has made contributions which have been 
of untold value to the retail branch of the in- 
dustry as well as to the manufacturers of your 
own and other species,” he declared. Mr. ‘Kil- 
mer declared that since it is the major activity 
of the Ohio association to impress the retail 
competitor with the fact that a distressed com- 
petitor is a liability while a satisfied and pros- 
perous competitor is an asset, the same reason- 
ing can be carried to the representatives of the 
various branches of the industry. 

E. G. Dillow, president of the Lumbermen’s 
Club of Columbus, also welcomed the lumber- 
men on behalf of the local organization and 
predicted that much benefit would come from 
the meeting. 

Gov. George White of Ohio, in a brief 
speech predicted greater things for the lumber 
industry of the country. He spoke of the atti- 
tude taken by the Ohio government in aiding 
persons and industries during the present time 
ol stress. 


Reviews Retail Situation 


Al Hager, Lansing, Mich., president of the 
National Retail Lumber Dealers’ Association, 
reviewed the situation in the retail branch of 
the industry, showing the falling off in con- 
struction had resulted in less use of lumber and 
in lower net profits to the retailers. He also 
refuted the criticism which has been so com- 
mon that retailers were taking unreasonable 
profits on their products. This he showed to 
be absolutely false, except possibly in isolated 
instances. He declared one of the troubles with 
the retail business is that there have been alto- 
gether too many distributers for the volume 
done and too few who knew the cost of doing 
business, which has caused them to make no 
profit. 

M. Hager stated that the biggest handicap for 
profit making that the dealer has experienced 
in the last eighteen months has been the un- 
stable manufacturers’ prices, which have been 


Nore: A report of the concluding 
sessions of the Southern Pine Associa- 
tion will appear in the July 18 issue of 
the AmericAN LUMBERMAN.—EDITOR. 





continually tending downward. The consumer 
will not buy a product on a downward price 
market. In concluding Mr. Hager pleaded with 
the manufacturers to stop the practice of sell- 
ing in car load lots to industries and builders, 
taking away the business which is legitimately 
that of the retailer. He urged that they go as 
far as to control shipments made to wholesal- 
ers, seeing that the wholesalers also comply 
with the code. 


Pine President Tells Observations 
C. C. Sheppard, of Clarks, La., president of 
the Southern Pine Association, in a constructive 
talk said that during the last seven months he 





Closer Co-operation 
Promised 


[Special telegram to AMERICAN LUMBERMAN ] 

CoLtumsus, Onto, July 8—One of 
the highlights of the midsummer meet- 
ing of the Southern Pine Association is 
the accord reached between manufac- 
turers and wholesalers as reported by 
Ben Woodhead of the National-American 
Wholesale Lumber Association, con- 
firmed by C. C. Sheppard, president of 
the Southern Pine Association, and ap- 
pzoved by unanimous vote of the di- 
rectors. In accordance with this under- 
standing there will be closer co-opera- 
tion between manufacturers and whole- 
salers. The latter, who control or in- 
fluence many of the small mill opera- 
tions, will endeavor to bring these into 
the Southern Pine Association, and 
when the product has been brought up 
to the association standards and will be 
entitled to use association grade-marks, 
the wholesalers will push the sale of 
grade-marked lumber. The manufac- 
turers, in turn, agree to withdraw oppo- 
sition to and toco-operate with the 
wholesalers who, through this arrange- 
ment, will be assured of ample stocks 
of grade-marked lumber for their trade. 
This action should give a tremendous 
boost to grade-marked lumber and also 
should assure a much larger proportion 
of the entire output of southern pine 
lumber being standardized, properly 
manufactured and branded, all of which 
should redound to the benefit of the 
public and raise the standards of con- 
struction. 





had found that lumber retailers had problems 
which he never before imagined and which the 
association has been studying for some time. 
He said that the association now appreciates 
the dealers’ problems and is willing to co-oper- 
ate whole heartedly in solving them. 

Referring to the address of Mr. Hager in 
which it was said that some of the members of 
the Southern Pine Associations were shipping 
in car lots to large builders in his territory 
(Lansing), Mr. Sheppard declared that he was 
waiting for an answer to a letter which he had 
written Mr. Hager concerning this question. 

Mr. Sheppard brought hope into the hearts 


of lumbermen by declaring that the time for 
stabilization of prices had arrived. He said 
that prices would go very little, if any, lower, 
and that various individuals in the manufactur- 
ing division had come to the conclusion that 
price cutting was not a remedy for but rather 
an irritant to the present condition. He de- 
clared that manufacturers, or in many cases 
their bankers, had called a halt on operations 
at a loss and that prices would be more and 
more stabilized. He said that there was not a 
southern pine mill between Texas and Virginia 
which was not losing money at present prices. 

Many mills are shut down and others are 
taking steps to curtail their production and 
keep it in line with current demand. He said 
that if each dealer in the territory in which 
southern pine is habitually sold would tomor- 
row buy two cars of lumber the immense sur- 
plus would be wiped out at one stroke. This 
statement was made to illustrate how easy it 
would be to cut out the surplus stock and to 
get production on a proper basis. 


Round-table Session 


One of the features of the first day’s session 
was a sort of round-table discussion of the 
problems of the various branches of the indus- 
try. A. E. Lane, New York, president of the 
National-American Wholesale Lumber Associa- 
tion, brought the greetings of that association 
and stated the position of the wholesale trade 
in the general scheme of distribution. He said 
that members of the association would aim for 
stabilization in prizes and refrain from auction 
selling. 

Mr. Lane introduced Ben S. Woodhead, 
Beaumont, Tex., as the spokesman for the 
wholesalers in the discussion. Mr. Woodhead 
explained the switch of the wholesalers from 
opposition to the practice of grade-marking to 
support of the marketing plan as promulgated 
by the Southern Pine Association four years 
ago. He said that when the principle of grade- 
marking was promulgated the wholesalers were 
in accord with the plan, but it was soon found 
that there was no grade-marked lumber to be 
had for sale by wholesalers. Only 20 percent 
of the output of southern pine was grade- 
marked and that was done by the larger mills 
which had their own selling organizations. 

Then the idea was initiated that the small 
mills should be brought into the Southern Pine 
Association and that if the manufacture of lum- 
ber at the smaller mills was inspected by the 
association their product would be as good as 
that of the larger mills. This was carried out 
as the result of the acquisition of membership 
by 100 of the smaller mills. Now another idea 
occurred to the wholesalers, declared Mr. 
Woodhead. “The wholesalers largely influence 
the small mill man, because they sell nearly all 
of his manufactured product; they finance many 
of them and here and there, where one has 
been particularly successful, have married into 
the family,” declared the speaker. 

Mr. Woodhead, who was chairman of the spe- 
cial committee named by his association to 
bring about an agreement with the Southern 
Pine Association, reported on the success of 
this matter. He declared that this accord will 
have far-reaching effects and that the whole- 
salers and manufacturers will work in harmony 
in the future. 


Speaks for Commission Men 


W. E. Morgan, of the Morgan Lumber Sales 
Co., Columbus, spoke in behalf of the commis- 
sion men. Declaring that one of the worst fea- 


tures of present marketing methods was the 
setting up of fictitious competition by permit- 
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ting more than one representative, either whole- 
saler, salesman or commission man to sell the 
same car or cars of lumber in one territory, Mr. 
Morahn cited instances where prices were 
beaten down by this sort of competition, which 
he characterized as a foolish piece of merchan- 
¥ 
re. Flanders, salesman of Columbus, spoke 
on behalf of the salesmen’s organization and 
urged a closer co-operation between manufactur- 
ers, salesmen and retailers. Mr. Flanders was 
yery instrumental in having Columbus selected 
as the place for the meeting. 


Talks Frankly on Retail Situation 


One of the outstanding talks in the round- 
table discussion was that of Arch Klumph, of 
Cleveland, who represented the retailers. At 
the outset he declared that he would wander 
from that topic and give his ideas of the lum- 
ber industry as a whole, which he proceeded to 
do in a most frank and convincing manner. 

Mr. Klumph discussed the terms “Retailer” 
and “Wholesaler” and said that the word re- 
tailer does not necessarily impose upon the 
dealer any restriction as to the volume of lumber 
which he may sell to consumers in his market, 
nor does it restrict him to charge a one-piece 
price to large buyers of his merchandise, who 
may properly be entitled to lower prices. He 
said the distributing problem is largely con- 
fined to large industrial cities although in 
smaller cities and towns the local dealer meets 
direct sale competition on the requirements for 
local, county, State and Federal purchases. He 
pointed out that in the larger cities there are 
retail yards often capitalized at from $300,000 
to $1,000,000 which amount is invested in plants 
covering several acres, often in the heart of the 
city on land valued at $40,000 to $50,000 an 
acre. The plants operate woodworking mills, 
machinery of all kinds, dry kilns, delivery 
equipment and in the case of large cities, docks 
and steamboats. 

With this investment and the service such 
a retailer can render to his community, the 
speaker declared that direct sales competition 
was one of the worst features. Retailers con- 
tribute to the upbuilding of the city while di- 
rect sellers do not participate in paying a com- 
munity’s bills; that such direct sales were not 
only a menace to the retailer but to the com- 
munity in that they tended to contribute to the 
present bad unemployment situation. 


Discuss Grading Rule Revisions 


Special sessions of the board of directors, 
and the grading, transportation and advertising 
aml trade extension committees of the Southern 
Pine Association were held Wednesday morn- 
ing at 9:30. C. C. Sheppard, president of the 
association, presided. Atherton Loring, of the 
New England association, brought up the mat- 
ter of revision of grading rules and explained 
that confusion was caused in the minds of 
buyers and specifiers, who wished to obtain 
longleaf pine, because of lack of differentiation 
between the pine species in the standard grad- 
ing rules of the S.P.A. He declared that 
substitutions were frequently made to the detri- 
ment of both the buyer and the seller. Dis- 
tributers of longleaf in New England feel that 
the only remedy is the preparation of special 
grades covering longleaf pine only. 

Following a discussion of this subject the 
following resolution was adopted: 

Resolved, That this meeting of southern pine 


manufacturers held at Columbus, Ohio, on 
July 8, 1931, recommend to the grading rules 
committee of the Southern Pine Association, in 
recognition of ‘the insistent requests on the 


part of distributers and consumers, the revi- 
sions of its grade rules as follows: 

That longleaf items be described and speci- 
fied in a separate part of the grade rule book 
devoted solely to such longleaf items, or in a 
separate book; 

That, in recognition of the values which 
exist in shortleaf, the description and specifi- 
cation of items which can be produced in 
shortleaf be set down separately in the grade 
rule book, or in a separate book, if shortleaf 
manufacturers so request. 

It is the sense of this meeting that these 
recommendations apply primarily to timbers, 
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structural joist and plank, and that action be 
taken at once to the end that these subjects 
be handled promptly. 

It is also the sense of this meeting that 
such groups as the New England Yellow Pine 
Dealers’ Association, New York Lumber Trade 
Association, and others, be invited to partici- 
pate in such revisions. 


The festivities were started Tuesday eve- 
ning, July 7, with a Hoo-Hoo banquet and ini- 
tation held at the Deshler Hotel. More than 60 
Hoo-Hoo attended the banquet and a class of 
five candidates was initiated into the mys- 
teries of the order at the concatenation follow- 
ing. H. C. Gorbet, of Columbus, was master 
of ceremonies. 





Coming Conventions 
oy Sven Side Hardwood Club, Pine Bluff, 


July 16-17—Carolina Retail Lumber & Building 
Material Dealers’ Association, Asheville, N. C. 
Summer convention, 

July 24-25—Virginia Lumber & Building Supply 
Dealers’ Association, Nansemond Hotel, Ocean 
View, Va. Vacation convention, 

Sept. 17-18—National Hardwood Lumber Associa- 
tion, Hotel Sherman, Chicago. Annual. 

Sept. 19—Louisiana Retail Lumber & Building Ma- 


terial Dealers’ Association, Lafayette, La. 
Quarterly meeting. 
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Southern Massachusetts Club 


New Beprorp, Mass., July 6.—Harry S. 
Richards, of the Richards & Davis Lumber Co., 
Fall River, presided as chairman at a recent 
meeting of the Southeastern Massachusetts 
Lumbermen’s Club, held at the New Bedford 
Hotel with twenty-seven dealers and executives 
attending. Problems of dealer distribution, the 
lumber trade fair practice code and the neces- 
sity for follow through and co-operation among 
competing dealers were discussed by Secretary- 
Manager Paul S. Collier, of the Northeastern 
Lumbermen’s Association. 

George Wood, of Greene & Wood (Inc.), 
New Bedford, urged his fellow dealers to pay 
strict attention to costs and to install cost sys- 
tems which will show exactly what is being 
done and where the business is heading. He as- 
serted that scientific knowledge of costs is more 
essential today than ever before, and will guide 
dealers in profitable management and eliminate 
losses through inadequate mark-ups. James 
Miskell, also of Greene & Wood (Inc.), advo- 
cated that dealers encourage architects to sub- 
mit plans more closely drawn than one-quar- 
ter inch to the foot. Other interesting ad- 
dresses were made by Frank Smith, of Frank 
L. Allen Lumber Co., Fall River, and R. C. B. 
Hartley, of Cook, Borden & Co, Fall River. 


Stresses Marketing Co-operation 


Sr. Louis, Mo., July 6—In an analysis of 
the wasting diseases in the lumber industry 
which are reducing profits to a vanishing point, 
the most virulent of which is lack of co-opera- 
tion in marketing, Dr. Joseph M. Klamon, as- 
sociate professor of commerce at Washington 
University, made a stirring address to the lum- 
bermen here at a meeting of the Hoo-Hoo 
Club No. 3 on June 25, which was held at the 
historic old courthouse, now a repository of 
contemporary St. Louis art. 

I. R. L. Wiles, Wiles-Chipman Lumber Co., 
and president of the St. Louis Art League. 
acted as toastmaster and Charles M. Huttig, 
president St. Louis Lumber Co., delivered an 
interesting historical review of the old court- 
house building, now 98 years old, famous for 
the Dred-Scott decision, a roster of well known 
names in law, its slave block, and its fine archi- 
tecture and nineteenth-century murals. 

In stressing the importance of co-operation 
in marketing, Dr. Klamon summarized the gen- 
eral economic situation which can create ruinous 
competition. Producers and distributers find 
their inventories heavy, and in order to liquidate 
stocks price cutting begins, competition be- 
comes keen, profit tends to become smaller and 
smaller, and to disappear. Last year com- 
panies suffered a shrinkage of more than 12 bil- 
lion dollars in net profits, with a shrinkage of 
more than 10 billion in payrolls. 

In discussing the marketing of lumber, Dr. 
Klamon said that the problems in many appar- 
ently unrelated industries prove upon close 
examination to be very much alike. One way 
to tackle the lumber problem, Dr. Klamon de- 
clared, would be to attempt to secure a wider 
diffusion of consumer purchasing power, to 
tax the very rich instead of the poor, to tax 
the few having tremendous incomes more, and 
the many having low incomes, less or not at 
all. Another way of approaching the problem 
is to attempt to control production and distribu- 
tion capacity in relation to demand. 

In the last thirty years the country has had 
a tremendous material growth. Yet in the face 
of this fact, with many industries increasing 
three to ten-fold, the history of the lumber in- 
dustry has been quite different, having steadily 
declined largely because of substitution of build- 
ing materials. In spite of declining national 
consumption, lumber producers and distributers 
expanded their facilities and the margin of 
profit has shrunk during the last three years 
until it has almost reached the vanishing point. 

Dr. Klamon then analyzed the present con- 


ditions in distribution and marketing in St. 
Louis. Here, he maintained, the lumber dis- 
tributers are equipped to handle three or four 
times the maximum volume of business. 


Suggests How to Profit 


Dr. Klamon advised that the lumber dis- 
tributers profit by the experience of the great 
chain organizations. To do so, they must co- 
operate in marketing and adopt the successful 
chain marketing practices. Large scale buying 
might reduce the price to lumber distributers. 
He offered as solutions to the problems of the 
lumber distributers the possibilities of several 
mergers or consolidations. -If mergers do not 
occur, a strong trade association would seem 
to be the only hope of the industry. 

Some form of control and co-operation in 
marketing would seem to be essential to good 
health in the industry. Not only that, but 
there must be co-operation within the industry, 
and the lumber distributers will have to co-op- 
erate with others in the building industry if 
they intend to hold their own in competition 
with companies better posted in scientific mer- 
chandising. 

In summary, Dr. Klamon predicted the 
changes that must come to control ruinous forms 
of competition in the lumber industry. With 
production and distribution facilities greatly 
overbuilt despite a declining market, consolida- 
tions, group economies, pooling of yard facili- 
ties, elimination of waste in city deliveries, in- 
formation regarding proper operating costs, and 
mark-up computed upon a scientific basis are 
essential. Distribution must be attuned to a 
predictable market. Some form of group buy- 
ing, group economies through eliminating need- 
less duplication of facilities, and group research 
will have to be undertaken. After the industry 
has made some progress in putting its house 
in order, it may consider group advertising to 
stimulate the use of good lumber, create new 
consumer demand and resist the displacement 
of lumber by inferior substitutes. 





To Be Hosts of Hoo-Hoo Tourney 


SHEBOYGAN, Wis., July 6.—E. E. Pantzer, 
jr., C. K. Arp, and Frederick Pantzer will be 
hosts for the July tournament of the Milwaukee 
Hoo-Hoo Club, which will be held at the Pine 
Hills Golf Course of the Sheboygan Country 
Club, on July 14. Morning play will include 
9 holes, with 18 holes in the afternoon. 
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Sugar Pine 
California Soft Pine 
Arizona Soft Pine 

White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 











California Pine 


and Sugar Pine 


California Redwood 


+. WENDLING-NATHAN CO. 
Established 1914 
wy Lumbermen’s Bldg., 
Ww 110 Market St., 
SAN FRANCISCO, CALIF. 
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Present day competition makes it 
imperative that you carry in stock 
a wide variety of Douglas Fir 
products. Your customers demand 
quick deliveries and this means 
you must have well-assorted stocks 
always on hand. 


It is no longer necessary to order 
straight carloads from Tom, Dick, 
and Harry. All you have to do is 
send us your order for limited 
quantities of the items you need. 
We'll mix the car just to suit your 
requirements. That’s the way to 
save time and keep your invest- 
ment down to “rock bottom.” In- 
vestigate our service now. 


Get quotations on these items: 


Garage & House Doors, Mouldings, 
Finish, Casing, Base, K. D. Frames, 
Balusters, Columns, Plywood, Gut- 
ter, Common & Uppers. 











YES SIR! 
Right at Your Service 


I'll do your buying from GOOD mills. My experi- 
ence includes lumber retailing, manufacturing 
and wholesaling. | know where to get what you 
want. Let's get together for mutual profit. 


FRANK W. SMITH 


1154 Stuart Building Seattle, Wash. 








BOOKS—BOOKS—B00KS—Here’s the place 
’ to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 











AMERICAN LUMBERMAN 


July 11, 1931 


Hardwood Inquiry Better 


Some Oak Items Strengthen 


LaureL, Miss., July 7—Hardwood prices 
have shown a decided tendency to stiffness. 
Some items, especially 4/4 common plain red 
oak, are getting scarce, and advances are noted. 
The automobile body factories, while not plac- 
ing a great deal of business for immediate 
shipment, are apparently providing for their 
fall requirements by placing large orders. The 
oak flooring manufacturers have sent out a 
number of inquiries during the last ten days 
for flooring oak, and there is also a very good 
export demand for oak items. There has been 
quite a little export demand for various items 
of oak, and quartered 4/4 common red oak 
has been an unusually good item. The demand 
for low grade hardwoods, for use by the box 
and crating manufacturers, continues fair, and 
it is thought that stocks of low grades in gum 
and poplar, principally, are very much broken. 
Following the recent summer furniture shows, 
the inquiry from the furniture manufacturers 
has picked up to a considerable extent. The 
local mills report that fair sized orders have 
been placed for shipment beginning immedi- 
ately, but these are not thought to carry very 
attractive prices. 


Gum Demand Has Increased 


LouIsviLLe, Ky., July 7—There have been 
very few orders placed since about June 20 to 
25. Much rumor has been heard in the trade 
regarding the placement by the Fisher Body Co. 
interests of a big order or orders, alleged to be 
for between 50,000,000 and 100,000,000 feet of 
6/4 sap gum, for delivery late this year and 
early next year. The report is being heavily 
discounted. Fisher has been buying 8/4 chiefly. 
It is known here that the company has placed 
some business, but one large operator said that 
the order was probably closer to 10,000,000 or 
15,000,000 feet. Gum items have been the best 
movers of late, both in red and sap, including 
some FAS and No. 1 common. Red oak in 
common and better; and in flooring grades of 
No. 2 and 3-A, has been moving very well. 
Some houses have cleaned up stock of top grade 
poplar, and are finding low grades a trifle 
draggy. Walnut is moving very well. Willow, 
sycamore, beech, cottonwood, magnolia, elm and 
maple are selling slowly, and ash is dull. De- 
mand from crate and box plants has been fair. 
3ig fruit and vegetable crops are aiding such 
buyers this year. Slack barrels have been 
dull, and tight barrels and kegs are very draggy. 
Production of cooperage stock is much cur- 
tailed in the South, due to lack of demand. 

Prices of inch stock are given as follows, 
f. o. b. Louisville: Poplar, FAS, southern, $70; 
Appalachian, $80; saps and selects, southern, 


$45; Appalachian, $50@52; No. 1 southern, 
$2933; Appalachian, $42; No. 2-A, southern, 


$25@27; Appalachian, $30@32; No. 2-B, $19@ 
21. Walnut, FAS, $195@$205; selects, $135; 
No. 1, $65; No. 2, $30. Sap gum, FAS, $35@ 
37; common, $25@27; quartered, FAS, $48@ 
50; common, $32@34. Red gum, plain, FAS, 
$72@75; common, $39. Ash, FAS, $65; com- 
mon, $37. Cottonwood, FAS, $34@37; com- 
mon, $26. Southern plain red oak, FAS, $55; 
common, $36; plain, white, southern, FAS, 
$70@75; common, $38; Appalachian plain red 
oak, FAS, $65; common, $42; Appalachian 
plain white oak, FAS, $80; common, $45; 
Appalachian quartered white, FAS, $125; com- 
mon, $65@70; southern quartered white oak, 
FAS, $110; common, $62@65; southern quar- 
tered red oak, FAS, $85; common, $52.50; 
sound wormy oak, $25@26. 

Ralph Barter, exclusive sales agent for the 
Decatur Box & Basket Co., Decatur, Ala., left 
Louisville about a year ago, for Dallas, Tex., 
but returned here July 1 with plans for re- 


establishing his office in the Starks Building, 

S. Thompson, secretary Louisville Hard- 
wood Club, reported that the next meeting 
would be on July 14, provided sufficient in. 
terest was shown to call a meeting. 

A. E. Norman, jr., of the Norman Lumber 
Co., Louisville, will leave this month for North 
Carolina, where he will spend several weeks, 
taking his family with him on a _ combined 
business and vacation trip. 


Consumers Inactive; Their Stocks 
Have Become Low 


BurraLo, N. Y., July 7.—Trade in lumber 
is on a midsummer basis, with retailers not 
adding much to present stocks. Improvement 
is looked for about the middle of next month. 
Dealers feel that lumber prices are down to 
a very low basis, and that little buying would 
be necessary to bring about an advance. An 
increase in buying could easily start, it is said, 
in case an advance was imminent. in railroad 
freight rates. 

Hardwood business is quiet, and not much 
improvement is looked for until September. 
The outlook is for heavy curtailment of pro- 
duction this summer, and wholesalers believe 
that this will result in increased firmness of 
prices in the fall. For some time, prices 
have shown a weak tendency in most items, 
and this has been a detriment to selling for 
future needs. Consumers’ stocks are down to 
an unusually low point in the majority of cases. 
Operations at most consuming plants are slow- 
ing down for the summer, but it is generally 
felt that increased buying will be necessary in 
the fall. 

The steamer Minnequa arrived on July 3 at 
Albany, N. Y., with 3,100 tons of pulpwood 
from Leningrad, Russia. The cargo, which 
was detained at New York a week by the U. S. 
Treasury Department while the point of origin 
was being investigated, will go to a paper plant 
at Corinth, N. Y. 


Price Range Is Wide 


3osTon, Mass., July 7—Orders from the 
furniture makers generally are still few and 
unimportant, but those producing schoolroom 
items are fairly busy and buying substantial 
amounts of hardwood. Very little new  busi- 
ness is coming from the automobile industry. 
There is not enough residential building to fur- 
nish much business to house trim mills. The 
price situation is unsatisfactory, for the range 
is remarkably wide. Some manufacturer with 
an accumulation of certain items frequently 
offers really nice stock at low figures. Stocks 
in consumers’ hands are invariably very light, 
and inquiry is improving. Flooring is. still 
moving slowly at irregular prices within the 
following range: Plain white oak, clear, $69@ 
73.50; select, $49@52.50; No. 1 common, $31@ 
34.50; maple, clear, $65@68.50; birch, clear, 
$62. 


Find Consumers’ Stocks Low 


Battimore, Mpb., July 6—Richard P. 
Baer, of the hardwood producing and dis- 
tributing firm of Richard P. Baer & Co, 
is back from a trip to Europe which took 
nearly two months. He visited ports in 
the United Kingdom and Germany chiefly. 
He found business in hardwoods dull, with con- 
sumers disposed to use cheaper woods. M. S. 
Baer, of the firm, in discussing conditions in 
the hardwood trade today, expressed the belief 
that the bottom of the depression had been 
scraped and that a somewhat better feeling 
has begun to manifest itself. He inclined to 


the view that, with stocks reduced to very low 
levels, the first sign of stability might be ex- 


For Current Market Prices on Hardwoods See Pages 67 and 68 
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cted to bring on some active buying. The 
two mills operated by subsidiaries of Richard 
P. Baer & Co. at Mobile, Ala., and Bogalusa, 
La., have now been shut down since April. The 
firm is determined not to resume until prices 
have strengthened sufficiently to make it pos- 
sible to realize profits. 
~ Another Baltimore hardwood man, who did 
not desire to be quoted but who has during the 
last week canvassed the territory from the 
northwest corner of New York State to the 
southeastern end of Pennsylvania, stated today 
that everywhere he had found stocks so low 
that extensive additions appeared to be called 
for, and it was only the uncertainty as to prices 
which prevented the potential buyers from ap- 
pearing in the market in numbers and placing 
substantial orders. Once there is assurance 
that the quotations would not sag still more, 
demand may be expected to pick up immediately 
in a positive manner. This hardwood man 
confidently looked for a decided improvement 
by fall if not sooner, counting on the needs of 
consumers to assert themselves in a way that 
could not be resisted. 


Auto Makers Increase Orders 


MemPHIs, TENN., July 7.—A slightly bet- 
ter demand for southern hardwoods has been 
noted in the last week or ten days. The de- 
mand is exceeding production by about 20 
percent for the first time in many months, while 
production is beginning to show a slight de- 





{Sales-o-gram No. 37] 


CAREFUL RESEARCH 


by the statistician of a big  univer- 
sity reveals the fact that of top-notch 
salesmen 90 percent are married. Could 
it be, Mr. Bachelor, that your marital con- 
dition is hindering your sales record? Seri- 
ously speaking, the salesman with home and 
family responsibilities is far more likely to 
make a success in the lumber business. Most 
of his buyers will have the home complex, 
which he will the more readily understand 
if he is himself the head of a home. He is 
far more likely to be steady, earnest, set- 
tled, if he is a married man. Don't tell 
your wife—but in many cases a man's help- 
mate has a real part in his business success, 
because of her encouragement, insistence, 
sympathy. But, of course, we all know 
plenty of cases of star salesmen who have 
never made the sale of themselves in matri- 
mony—so perhaps it is the exception that 
proves the rule. 





cline, as additional mills are closing down for 
a period of ninety days or more. Shipments, 
while higher than production, are not up to 
sales, for the increased demand has been noted 
only in the last week. Prices remain low. 

_ Automobile manufacturers are responsible 
tor the larger sales, as many body plants have 
been in the market during the last week for 
some large amounts of hardwoods. This de- 
mand has been fairly good for a few weeks, 
but last week has accelerated. There has also 
been a fairly good demand from manufacturers 
of flooring. A slightly better demand is com- 
ing from manufacturers of interior trim and 
of sash and doors. The retail dealers have also 
been in the market to some extent, as have the 
box and crate manufacturers. 

Export demand was good during the closing 
weeks of last month, but July sales have been 
few, as the increased ocean rate effective July 1 
may lead to postponement of purchasing a while. 
The August vacation period in England will 
also have some effect on export demand. 

Considerable rain has fallen throughout the 
southern hardwoods belt, but this will have 
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little effect on production, for most mills had 
already decided upon a shutdown, or at least 
limited production, throughout the summer. 





From the Cincinnati Viewpoint 
CINCINNATI, OHIO, July 6.—Individually, 


_ Cincinnati lumbermen are not favorable to the 


15 percent advance of railroad rates in this 
territory, but no collective action has been 
taken against it. It is not believed likely the 
Cincinnati Lumbermen’s Association will take 
official action unless a special meeting should 
be called, the association now being in its usual 
summer recess. 

E. J. Thoman, of the E. J. Thoman Lumber 
Co., was absent from the recent lumbermen’s 
outing for the first time in twenty-six years. 
He and his daughter, Miss Alice, drove down 
ot Monroe, N. C., to visit a married daughter 
of Mr. Thoman’s, Mrs. J. W. Ormand, and a 
10-month-old grandson Mr. Thoman had never 
seen. 

E. W. Decamp, known as “Dick,” formerly 
in the local offices of the Babcock Lumber Co., 
of Pittsburgh, is reported to be connected with 
the Kellogg Lumber Co., of Monroe, La. 


Can't Cut Lower Grade Logs 


WarREN, ARK., July 6.—Inability of mills 
to dispose of gum is one of their big prob- 
lems. Prices on No. 1 select and better aver- 
age a little more than 50 percent of those of 
a year ago. Rough oak is off in proportion, so 
some of the smaller milis are closing down 
indefinitely. The small mills are averaging 
$8 to $10 for 4/4 3-A and better red oak; 
$15 to $16 for No. 2, and around $27 for No. 1, 
with $2 to $3 premium being paid for white 
oak. Some of the large mills have had their 
woods operations practically idle for the last 
six weeks, but will start up on a limited basis 
early this month. Present prices make it nec- 
essary for them to leave a good part of the 
low grade logs in the woods, as the expense 
of milling is considerably more than can be 
realized on the present market. 





A Clever Journalistic Stunt 


Houston, Tex., July 6—Ben S. Woodhead, 
jr., “worthy son of a worthy sire,” editor and 
publisher of the Cafe News at Houston, re- 
cently put on a journalistic stunt that has cre- 
ated intense interest among the clientele that 
he serves and has brought to him a great many 
letters of appreciation and commendation. The 
annual convention of the Texas Restaurant As- 
sociation was planned to be held at Fort 
Worth, but officials finally decided to abandon 
the convention for this year. Undaunted by 
this change in plans, Mr. Woodhead proceeded 
to carry a complete report of an imaginary con- 
vention in the May issue of his publication. 
One of the many letters received by him—a 
number of which were reproduced in the June 
issue—may be cited as an example of the re- 
action of his readers. This letter from the 
executive secretary of the Kansas City Res- 
taurant Association, said: 

I want to congratulate 
imagination and originality displayed. The 
make-believe convention is as good as the 
report of any real one. Good work! I think 
you highly deserve the 1931 cup for trade 
journal originality.” 

Mr. Woodhead is the son of Ben S. Wood- 
head, president of the Beaumont Lumber Co., 
Beaumont, Tex., one of the most widely and 
favorably known lumbermen in the United 
States. 


you upon the 





Hunpbreps of houses in Florida are being 
treated for termites. A group of workmen be- 
gan last week on a large number of places ac- 
quired by bond and mortgage companies as the 
result of foreclosures. There are some two 
hundred in Lakeland and larger numbers in 
other sections. 
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That the mills of 
Klamath County  pro- 
duce as much or more 
Pine lumber than any 
district in the United 
States? 


What is most interest- 
ing to lumber buyers 
is the fact that these 
same mills are backed 
by sufficient timber to 
maintain a permanent 
increased production. 


That's why we suggest 
that you investigate our 
facilities and rely upon 
us to furnish anything 
f you need in California 
Pine (Pinus Ponderosa). 


SELECTS and 
COMMON 


76 Minne Te hos Aenean “POCO 


WESTERN OREGON S4S or ROUGH 
NowTHehn CALIFORMA SHOP and BOX 
Swan, Write for 
/IRINLINE Baronos Quotations 

ERVING 


Crater Lake 
Lumber Co. 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 


-Only a Shirt-tail 
Full of Lumber 


A friend who had just visited 
28 lumber yards of the Middle 
West dropped in last week. He 
said “based on the lumber stock 
they are carrying the yards are 
doing a good business.” “For,” 
he added, “they’ve got only a 
shirt-tail full of lumber.” 

Is your stock low? Why put off 
buying longer? Prices are not 
apt to be lower, and, a little 
wave of buying for immediate 
shipment such as might be 
caused by the response of busi- 
ness men to President Hoover's 
war debt moratorium proposal 
would break mill assortments 
quickly. 


Soft Old Growth 
Yellow Fir Uppers 
and Redwood 


Use the services of our organization—fill 
out your yard stock at today’s low prices! 


M.AWyinan LumberCo. 


Bidg., SEATTLENVASH. 
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Your Contractors 
Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 


Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 
futvre. Don’t pass up this business building 
idea. 














AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 
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The Re-Union 


The fellows in the crew I knew 
So well another day, 

I don’t know where they are, so far 
They’ve wandered now away. 

I still remember Bill, and still 
Remember Pete and Joe 

Like yesterday, and yet I bet 
That that was long ago. 


Once Ole drove a span, and Dan 
Rode timber in the Spring; 

Of course, I ought to speak of Zeke, 
Who made a fiddle sing; 

And Henry I recall, and Paul, 
And ev’ry single gink 

Whoever gee-ed and hawed, or sawed, 
Or chopped, or rode the drink. 


We'll never meet again, the men 
_Of eighty-two or -three, 

Yet even maybe they some day 
Sit down and think of me. 
We're just old men who sit a bit 

And think about the past, 
Who lately haven't met, and yet 
Together to the last. 


We See b' the Papers 


An Iowa hen comes into the kitchen to lay 
her eggs. There’s service for you. 


Four bombs rocked Genoa the other day— 
somebody evidently trying to rock somebody to 
sleep. 

Russian peasants are now worse serfs than 


ever, and we are almost tempted to say that it 
serfs them right. 


We thought there was nothing as easy as 
spending other people’s money, but here is a 
new thought—lending it. 

“Briand Appeals to Women of the World 
for Peace.” Men have been doing that ever 
since there was a world. 


W. Jj. H., writing to the Chicago Tribune, 
wants the Chicago banks to charge the city 
only 3 percent instead of 6 percent. 


In Illinois a 4-foot snake killed itself trying 
to swallow a 4-foot snake. Some Wall Street 
mergers have turned out the same way. 


Solomon Dinizulu, chief of all the Zulus, will 
take his 200th wife in a few days. His mother 
knew what she was doing when she named that 
baby. 

Most Americans believe they have a sense 
of humor. Then they say to Europe, “Buy our 
goods, but don’t you dare try to sell us any- 
thing.” 

A Boston girl smoked a cigarette and then 
threw herself into the Charles. Still, she could 


have stuck to the cigarettes and achieved the 
same result. 


The Spanish republic wants a new national 
song. Our New York songs publishers would 
be glad to produce one, if they were sure Spain 
had any crooners, 


Someone wants to know what is wrong with 
the beach pajamas that a certain type of girl 
wears on the street. There is nothing wrong 
with the pajamas. 

Chicago car thieves took a Californian’s car 
away from him and overlooked $30,000 he had 
in his wallet. Right when they needed $30,000, 
too, to run the car. 


Every day 10,000 people visit the Shedd 
aquarium in Chicago to see the queer fish, 
when all they would have to do is to take a 
stroll along Michigan Avenue. 

It has been called to our attention that the 
Chicago World’s Fair has itself labeled its copy 


of Fort Dearborn a “replica.” 
newspapers, please do not copy. 
replicate. 


Gov. Emmerson, of Illinois, has signed the 
Buy Illinois Products bill. These buy-at-home 
movements always remind us of the inhabitants 
of a South Sea island who supported them- 
selves by doing each other’s washing. 


The United Press says: “Johnson came here 
with Mrs. Bowers in January from Stuggart, 
Ark., where he had been employed as a me- 
chanic by the widow’s husband, following the 
latter’s death.” Which proves, not only that a 
ghost can walk, ‘but that it can also give a me- 
chanic a job. 


Nevertheless, 
If anything, 


Between Trains 


BuFFALo, N. Y.—Many lumbermen are good 
advertisers (and by “good” is not meant brave 
advertisers in times of prosperity and timid ad- 
vertisers in times of adversity), so it was not 
surprising to find that the Greater Buffalo Ad- 
vertising Club has lumberman members, and 
that some of them were present at today’s lunch- 
eon. In the audience we observed Franklin 
Hofheins, Lewis J. Lewis, whose name looks 
the same going or coming, Harlan Nygaard and 
George’ Schram. Perhaps there were others, 
but they escaped detection in the crowd. 

But, speaking of advertising and the depres- 
sion, advertising is the proof of management. 
These are the times when the Wrigleys and the 
General Foods and others increase their adver- 
tising appropriations, while a few others say, 
“I’m done for,” let go the life-raft, and decide 
to sink. These are the times that the big fel- 
lows buy the stocks that the little fellows sell, 
and, when it is all over, and the sun comes out 
again, we find the rich richer and the poor 
poorer. Of course, the big fellow doesn’t buy 
at once. He lets the little fellow make as low 
a low as he wants to, and then steps in and 
picks up what the little fellow has thrown 
away. 

And just so with advertising. The big fel- 
low is engaged right now in making his name 
a household word, while the little fellow is try- 
ing to get himself forgotten. When it is all 
over, he will wonder how it was that his trade 
was weaned away from him. 


A Home of Your Own 


Oh, a home of your own, what it means, how it 


matters, 
When you're starting alone, when the children 
are small. 
When the children are wed, when the family 
scatters, 


Something over your head is most vital of 
all. 
Yes, a home that you plan means a lot to a 
woman, 
Means a lot to a man, means a lot to a child, 
For a home that is yours is the yearning most 
human, 
And the thing that endures, undestroyed, un- 
defiled. 


Oh, a home of your own is the best thing to 
give her 
When the maid you have known is your part- 
ner and wife, 
And the home that was theirs is the one place 
forever : 
Children come with their cares in the battle of 
life. 
They may wander so far that they can’t come 
returning ; 
Then together you are once again, all alone, 
But the heart will keep warm and the candle 
keep burning, 
After sorrow and storm, in a home that you 
own, 
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PATTERN MAKING 


SUITABLE GRADES 


{[NO. 45 OF A SERIES] 


Good pattern shop practice 

supplements good mill prac- 

tice. At Madera, pattern 

lumber is selected from the 

hearts of light, corky logs. It 

is water cured and seasoned 

under ideal conditions. Not- 

withstanding these facts, 

however, it is recommended 

that users of the wood expose 

it for a time to conditions 

similar to those to which 

the pattern will be sub- 

jected. This may be ac- 

complished either by the 

use of a kiln or by the 

stacking of the wood in 

the place where the patterns to be made from 
it will ultimately be stored. To afford the lum- 
ber this opportunity to become set to its en- 
vironment renders it very unlikely that there 
will be any later change in it. 


Opinions as to what grades are best suited for 





In the case of small patterns, excellent pattern material 


can be obtained from factory lumber 


Serr 


EB ODLE 





Where patterns are permanent and considerable 
pains must be taken in the making of them, the 
use of Select and Better material is recommended 


pattern use vary greatly, the influencing factors 

being size, intricacy of design, and permanency 

of use. A large built-up pattern which is to 

be used for the making of a rough casting can 

be constructed of common lumber, particularly 

if it is to be thrown away in a short time. 
Where patterns are permanent and con- 
siderable pains must be taken in the 
making of them, the use of Select and 
Better material is recommended. In the 
case of small patterns, excellent pattern 
material can be obtained from factory 
lumber. 


Madera Sugar Pine is a true White 
Pine, the pattern material from which 
is carefully selected for quality. It is 
water cured, scientifically air dried, and 
excels all others in texture and large- 
ness of dimensions. 


MADERA SUGAR PINE CO., Madera, Calif. 


Because of their general interest, especially to all users of pine lumber, 
this series of letters prepared by the Madera Sugar Pine Co., Madera 
Calif., and sent to its entire list of distributors, is being published serially 
in the American Lumberman, and will be available to any one interested. 
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in Northern Veneers and Plywood. 


— We also invite orders for Northern Pine, Spruce, 
se Hemlock, Cedar Posts and Poles, Lath, Shingles, and 


Amociation “Peerless Brand” Rock Maple, Beech and Birch flooring. 


Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 


& LUMBER COMPANY 


GLADSTONE, MICHIGAN 


Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 


Minneapolis Office: G. W Critten, 516 Lumber Exchange 





We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 

We'll satisfy you, too, because we specialize 

















“Superior Brand’”’ 
DIMENSION LUMBER 


AND 
HARD MAPLE FLOORING 
Brown Dimension Co. 


(Subsidiary of Bay De Noquet Co.) 
Main Office: 


MANISTIQUE, MICH. 








g FIGURE 


Any House 
in * Minutes 


With the wonder book, “ Automatic 
Building Costs,” you can figure the 
cost of any house, frame, brick, or tile, 
any price,in 5S minutes. Simple to use, 
absolutely reliable. Sounds unbeliev- 


able, but it’s true. 


We ~vill send this book for 10 days 
FREE examination to any * accredited 
lumber dealer. If you don’t think it 
will save you 10 times its cost the 
first year, return it and the trans- 


action is closed. 


SEND NO MONEY 
Just Mail This Coupon 


American Lumberman 
43% South Dearborn St. 
Chicago, Illinois. 


Send “Automatic Building Costs.” After 10 days I | 
will either return the book by parcel post insured or 


remit $15 in full payment. 
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Increase Shown in Use of Wood 
Preservative 


New York, July 6:-Statistics on the wood 
preserving industry for 1930, which have been 
published, show that the industry as a whole 
registered a reduction in that year of only 8 
percent below 1929. An interesting fact not 
disclosed in the published figures is that while 
the industry as a whole showed a decrease of 
8 percent, there was an increase of 36.2 per- 
cent in the use of ZMA. Officials of the Cur- 
tin-Howe Corporation are gratified with this 
showing. In a statement one of these officials 
said: 

These figures show more clearly than 
words can testify, public acknowledgment of 
ZMA by the consumers of treated wood, and 
are proof of the fact that there is a demand 
for a clean, paintable preservative that will 
give highly permanent preservative protec- 
tion to forest products, 


Diamond-Hard Teeth Make 
Hard Sawing Easy 


Some woods, and a number of the new types 
of building material, have been difficult to cut 
with ordinary saws, and it is gratifying to know 
that there is now available a saw which is a 
complete and satisfactory answer to the prob- 
lems of those who handle such materials. 
Among the woods that offer resistance to ordi- 
nary saws are teak, ebony, quebracho and rock 
maple, also glued plywood and_fireproofed 
woods. Composition fibre insulation or fire- 
proof insulation board, composition floor mate- 
rials, soundproofing board with cement binder, 
hard rubber, ebonite, bakelite and bakelite fibre 
insulating pipe, fibre conduits and asbestos com- 
positions are other examples of materials that 
can be handled only with difficulty by ordinary 
means. All such materials are easily and 
speedily handled by the new type of saw. 

This saw is of the inserted tooth type. Its 
unique feature is that the teeth are tipped with 
Widia tungsten carbide, the tip being welded 
to the cutting edge. The teeth themselves are 
of Simonds quality alloy, and the plate is of 








Tungsten carbide tips of teeth give big output 
on difficult cutting job 


exceptionally tough steel. The tungsten car- 
bide tip is almost equal in hardness to a diamond 
or sapphire, so that it withstands wear to a 
remarkable degree, and holds its edge for a 
long time. The result is that there is more 
feed and increased production, while cost of 
saw maintenance is greatly reduced. 

A certain factory used to cut five pieces of 
asbestos brake lining at one time with a carbon 
steel saw, which, however, it had to resharpen 
after an hour’s cutting. With its new Widia 
saw it started cutting fifteen pieces at one time, 
and the saw stood up to that work for eight 
months without resharpening. When the saw 
was at length resharpened, only fourteen-thou- 
sandths of an inch was removed from the tooth. 
Another factory, that cut soundproofing board 
with cement binder, when using a carbon saw 
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found that it had to be resharpened after 2,000 
feet had been cut, but after handling 50,009 
feet of 1- and 2-inch thickness on the Widig 
saw it was able to report that the saw had 
not dulled. 

Further information about the new type saw, 
equipped with the wonderful tungsten carbide 
tip, will be gladly sent by the manufacturer, 
the Simonds Saw & Steel Co., of Fitchburg. 
Mass. 





Assumes Charge of Sales 


SEATTLE, WASH., July 3—John J. Starks, 
president of Starks Stained Shingles, (Inc.), 
with office and factory at 3510 Sixth Avenue 
West, Seattle, Wash., has sent out announce- 
ments that, effective at once, he has person- 
ally assumed charge of the selling end of his 
business, having terminated all connection with 
his former selling agency—the Pacific Stained 
Shingles (Inc.), Donald H. Clark, manager, 

Mr. Stark is the 
pioneer in the Pacific 
Northwest in the cus- 
tom staining of shing- 
les. It was he who orig- 
inated the idea of a 
custom staining service 
which has given every 








JOHN J. STARKS, 
Seattle, Wash.; 
President Starks 

Stained Shingles (Inc.) 





shingle manufacturer, 
wholesaler and commis- 
sion man in the red 
cedar shingle industry 
the privilege of par- 
ticipating in the addi- 
tional profits made by 
selling stained shingles. 

This custom staining service, orginated by 
Mr. Starks, makes it possible for dealers to 
buy shingles from any Northwest shingle firm, 
and stop the car at his plant at Interbay (Seat- 
tle) and have all, or any portion, of the shingle 
contents of the car stained in any colors de- 
sired, after which the car is reconsigned to any 
destination specified. 

Another feature of the custom staining serv- 
ice is that it has consistently increased the sale 
of red cedar shingles because the addition of 
color and preservative oils has proved a decided 
sales advantage in marketing red cedar shingles. 

Undoubtedly the industry owes much to such 
men, who, with the vision and faith to promote 
new ideas, do much to widen the market for, 
and increase the sales of, red cedar shingles. 














Starts Geniaitens on ae Day- 
a-Week Basis 


Oconto, Wis., July 6.—The Holt Lumber 
Co., has started operating three days a week, 
on an 8-hour basis. With the log supply lim- 
ited, officials decided to operate on this sched- 
ule to provide employment over a longer period 
of time. Logs now on hand are expected to 
keep the mill running into September. During 


_ the heat wave the first part of July the mill 


was closed because of the number of workers 
prostrated. 





Hemlock Chosen as Penn State 
Tree 


HarrissurG, Pa., July 6—At the 1931 ses- 
sion of the general assembly, the hemlock was 
chosen as the State tree of Pennsylvania. Leg- 
islation officially adopting the hemlock as the 
State tree was introduced by Hon. Alex. R. 
Wheeler, of Forest County, unanimously ap- 
proved by both houses of the assembly, and was 
signed by Goy. Pinchot on June 22. 
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* tar Ices Stained Shingles, hue. 
ake an Announcement 





OHN J. STARKS, President of the 

Starks Stained Shingles, Ine., with 

sales and promotion office at their 
factory, announces that effective at once 
he personally will assume charge of all 
sales activities for their staining com- 
pany. 


Abolishing Sales Agency 
Representation 


OR the past two years the market- 
ing of their product has been made 
through their selling agency known 
Pacific Stained Shingles, Ine. 
Donald H. Clark, Manager. This arrange- 
ment has been terminated and it is now 
possible for Starks Stained Shingles to 
give their customers the advantage in 
price and materials by reason of their 
Reduced Selling Costs. 


as the 


New Plan Custom Staining 
Only--No Shingles 


Bought or Sold 


NE of the disadvantages of hav- 

ing our product sold through a 

selling agency as formerly, was 
that shingles were bought and sold by 
the ageney and re-acted unfavorably on 
us as a custom-staining company. Under 
the New Plan, there will be no shingles 
bought or sold by us and we will render 
a Transit-Staining Service Only for Our 
Customers. In this manner we will not 


J. J. Starks personally taking charge of Sales Promotion 
for his company. Sales office established at the factory, 
address 3510 Sixth Avenue West, Seatile, Washington... . 
Termination of connection with former sales agency, 


Donald H. Clark, Manager, Pacific Stained Shingles, Inc. 


be engaged in competition with those for 
whom we are performing a staining 
service. 


Shingles Carton - Packed 

Bearing YOUR OWN 

SPECIAL ADVERTISED 
BRANDS 


HERE has been an increased de- 
mand for ecarton-packing of 
bundle of shingles which has result- 


each 


ed in immense satisfaction to those who 
have tried it. Carton-packing insures 
delivery of shingles in perfect condition, 
eliminates marks of band-sticks, all 
shingles packed in this manner being 
individually treated insuring a uniform 
coloring. The customer has his choice, 
however, under the new sales plan, of 
having his shingles carton-packed on 
the current price list or accepting a simi- 
lar reduction in price. 


Shipping Instructions 


whom orders are 

placed will bill their cars as here- 

tofore to Starks Stained Shingles, 
Ine. (Interbay) Seattle. They may or 
may not make notation on their bill of 
lading ‘“‘for staining and sorting in 
transit.’’ We will assume the transit 
charge and any 


LL mills with 


switching 
charge for stopping the ears at our 
plant and bill the car on to destination 
according to your instructions. 


necessary 





Our Method of Staining 


TARKS individually double dipped 
shingles are coated with a liquid 
composed of pure colors, Linseed 
Oil, Creosote and the highest quality 
thinners to form a long lived semi-paint 


film. 


They are packed in special ventilated 
cartons to insure perfect condition at 
the time of delivery on the job. The 
scientific method of loading Starks 
Stained Shingles is one of the important 
features of our factory process. The 
use of veneer strips and special metal 
tie straps by experienced car loaders 
brings this feature close to perfection. 


Starks standard colors are selected 
after years of experimenting as to both 
popularity and of color 


shades. 


permanency 

Men experienced in the manufacture 
of mixed paints make color matching of 
special orders a large and satisfactory 
part of our volume. Exposure tests are 
constantly made and reference samples 
kept from every car shipped. 


Starks has kept pace with the con- 
sumer demand for more durable shin- 
gle coatings which afford beautiful, soft- 
toned, artistic treatment for side walls, 
and which inerease the life of the shin- 
gles for many years. 


Address all orders and Communi- 
cations direct to Starks Stained 
Shingles, Inc., 3510 Sixth Ave- 
nue West, Seattle, Washington. 


Ne ee a a a ee ae ae a a ee ae a ee ee ee ee ee ee ae 
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WEEDS need not 
cause fires....destroy 
them this easy way!!! 


Simply dilute 1 gallon of Wilson's Weed Killer to 46 
gallons of water and just sprinkle around your lumbey 
piles and buildings. . . at the mills or in your yards. One 
good application a year is sufficient. This is cheap fire 
insurance! Send in a trial order today! 1 Gallon $2.00; 
§ Gallons $8.00; 10 Gallons $15.00; 25 Gallons $30.00; 
50 gallons $50.00; freight allowed on 5 gallons or over 
East of the Mississippi River. 


Booklet mailed on reauest. 





Department R 1 


SPRINGFIELD NEW JERSGEr 











Sisal-reenforced 


waterproof building paper 


10,000 dealers now pushing Sisalkraft 
—‘“the building paper of a thousand 
uses.” Unlimited sales outlets; 85% 
sales repeats. So ateeng you can hardly 
tear it—eliminates the faults of ordinary 
paper, yet costs no more in the job. We 
help you sell it. Write for details of our 
result-getting sales promotion plan, and 
free samples. 


THE SISALKRAFT CO. 
205 W. Wacker Drive(Canal Sta.) Chicago 


SISALKRAFT 


“More than a building paper” 


AL 7-11 Gray 























LANGE AUTO GLASS EDGERS 
Eliminate Health Hazard, 
Liability of Glass Dust, and Are 
Most Economically Operated! 





Less Motor 


$55 


With Motor 


$70 


The “ECONOMY” 


There is a model of Lange Glass Edger for every 
glass shop need. Lange Edgers cost little to buy 
and less to run. 


Henry G. Lange Machine Works 


Henry G. Lange Machine Works 
166 North May St., Chicago 


Please send me complete information 


about Lange Glass Edgers and Lange 
Tools and Supplies. 


Address 
City 
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News Notes from Am 


Tacoma, Wash. 


July 3.—A. request that the Tacoma Lumber- 
men’s Club sponsor a lumber exhibit of Pa- 
cific coast woods at the Western Washington 
Fair at Puyallup in September was made at 
today’s meeting of the club by W. A. Link- 
later, representing the fair association. Mr. 
Linklater urged the importance of the indus- 
try to the Pacific Northwest and the desir- 
ability of having such an exhibit an annual 
feature at the fair. No action was taken on 


the request, which will come up for discus- 
sion next week. The specifications for the 
city’s new pipe line from the Green River 


watershed were read, and it was the general 
opinion that the city engineers have delib- 
erately made it tmpossible for wood to com- 
pete with other materials. Attendance was 
small at the meeting, because of the approach- 
ing holidays, and no business was transacted. 
Invitations for the Tacoma Lumbermen’s 
Club golf tournament will go out within the 
next ten days. The event is scheduled for 
July 31, and a record attendance is expected. 
All the Tacoma mills will close tonight over 
July 4, and several plants are remaining down 
for an indefinite period following the holidays. 
An effort to settle out of court the log rate 
controversy between the logging operators of 
western Washington and the railroads is be- 
ing made with the support of the State depart- 
ment of public works. ‘The department has 
postponed the effective date of its recent or- 
der directing an advance in log rates from 
July 1 to Aug. 15. The action was taken to 
allow time for the settlement negotiations. 


Spokane, Wash. 


July 3.—R. L. Bayne, for eight years man- 
ager of the cedar pole department of the 
Weyerhaeuser Sales Co., Aug. 1 will become 
Spokane representative of the Fidelity Mu- 
tual Life Insurance Co., of Philadelphia, E. 
R. Edgerton, manager of the latter company, 
announced yesterday. Mr. Bayne is chairman 
of the timber products bureau of the Chamber 
of Commerce, and was the first Spokane presi- 
dent of Hoo-Hoo. 

Spokane lumbermen were shocked at the 
news of the death of Horace S. Rand, sr., who 
died recently at Burlington, Iowa. Mr. Rand 
was well known in Spokane. He was one of 
the founders of the Cascade Lumber Co., at 
Yakima. 

From White Salmon, Wash., comes news 
that the Skamania County Logging Co. is con- 
structing a logging road two miles long about 
a mile west of Stevenson, Wash. The road 
is being built to tap 35,000,000 feet of timber, 
while a second road eight miles long is also 
being built to tap 200,000,000 feet. 

The Farrish Sawmill, near Anatone, Wash., 
started operating this week for the first time 
since last year. 


Seattle, Wash. 


July 6.—Many mills shut down July 4 in 
what most lumbermen state is a “widespread 
curtailment.” Just how complete the shut- 
down is this year is hard to determine. It is 
significant that lumber buyers interviewed 
could rapidly count off on their fingers lists 
of mills down for an indefinite period. The 
Nettleton Lumber Co.’s mill here has re- 
sumed operation. 

The intercoastal rate for August has been 
fixed for $10, although three lines have al- 
ready sold their August space for $9. August 
space at $10 is pretty well taken and is not 
easy to get. It is likely that September space 
will go at a rate of $11. 

Pacific coast mills have received a car ma- 
terial order aggregating 6,000,000 feet from 
the Fruit Growers Express. The cars will 
be built in the East. 

A wholesale shingle firm reports a good 
June business, which came from all parts 
of the country. 

The week brought softer log prices on the 
Lower Sound. These are believed to be the 
result of sales made to get old logs out of 
the water. 

J. O. Swanson, lumber buyer for McPhee & 
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McGinnity, Denver, Colo., is handling sales 
for the Sawyer Mill Co., formerly the Lake 
Sawyer Mill Co. This company is under new 
management. The mill has been down for 
a year and a half. It has a capacity of about 


50,000 feet daily, and will cut around 40,000 
feet. 

The Twin Harbors Lumber Co. has re. 
moved to 6623-25 White Henry Stuart 
Building. 

Portland, Ore. 
July 3.—The feature of the lumber busi- 


ness here last week was a scramble for lumber 
space on vessels bound from the Pacific North- 
west for Atlantic coast ports. It is said that 
all space in sight for July and August load- 
ing has been booked. China and Japan showed 
considerable interest last week in Pacific 
Northwest fir, and the outlook in those mar- 
kets is more promising than for a considerable 
while back. Other foreign markets are re- 
ported to be quiet. 

Practically all logging camps in the Co- 
lumbia River district are shut down now, as 
is the practice at this time of year irrespec- 
tive of business conditions. Some operators 
plan resumption in two weeks, but others will 
remain idle longer, depending on the business 
outlook and the weather too. Recent heavy 
and continued rains have removed any fire 
hazard for the next several weeks, unless the 
weather should turn extremely warm and dry. 


Boston, Mass. 


July 6.—The intercoastal freight rate situa- 
tion is worrying local wholesalers. Since 
the smaller steamship lines that depend upon 
lumber as their principal source of revenue 
announced a rate of $10 for August ship- 
ments, two of the large lines have announced 
a competing rate of $9. Wholesale mer- 
chants here, however, believe that the $10 
rate asked by the minor lines will be main- 
tained and are acting on that assumption. 
They think that it is going to prove difficult 
to secure much space on the steamships ask- 
ing less, because of their heavy transporta- 


tion of general merchandise. 

The George McQuesten Co., Boston lum- 
ber wholesaler, associated with the Tim- 
Manson-Huckins Co., East Boston, has re- 
cently taken on a full line of Port Orford 
cedar. 

Warren, Ark. 

July 6.—Shipments of the Arkansas soft 

pine mills have exceeded production during 


the last fifteen days by a light margin, while 
orders have been about equal to production. 

Practically all the larger mills have fur- 
ther curtailed. Recent orders have been well 
scattered over the trade territory, with a 
slight improvement noted in business from 
the Seuthwest and Northeast. New England 
dealers have been placing orders for mixed 
cars of upper grade items, but only at at- 
tractive prices. Several hundred thousand 
feet of No. 3 shiplap has been sold at $8 to 
$9, mill basis. Prices are holding firm on 
No. 3 boards, but have softened a trifle on 
No. 2. This is particularly true of 1x12-inch 
14- and 16-foot No. 2 boards, which are in 
large surplus and have been in rather limited 
demand the last few months. Several large 
industrial inquiries are out for the last half 
of the year. One large contract placed by an 


automotive concern carried relatively low 
prices considering the period of time over 
which shipments are to move. There has 


been no material change in mill stocks other 
than slight increase in those of 4-inch flat 
grain flooring, which is now in heavy supply. 
No. 1 boards, 1x12-inch, 10-, 12-, 18- and 
20-foot are scarce. Dimension, Nos. 1, 2 and 
3, 2x4-inch, 10-, 18- and 20-foot is in limited 


supply, and 2x12-inch No. 1 is also in very 
limited supply. 
Log inventories are at the lowest ebb 


reached in the last decade. The mills are 
not accumulating more than two to ten days’ 
log supply—in fact the logs go through the 
mill almost the day they are cut. 

J. H. Biggers, buyer for William Cameron & 
Co., Waco, Tex.; Shelby Owens, of the B, 
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Ww. Owens Lumber Co., of Fort Worth, Tex., 
and W. L. Anderson, commission lumber 
salesman of Fort Worth, spent several days 
in Warren this week, visiting lumber plants. 

J. E. Hurley, sales manager Southern Lum- 
ber Co., is leaving today for a trip through 
the central West to visit the company’s sales- 
men and contact the trade. 


Macon, Ga. 


July 6.—The roofer market continues in the 
same sluggish state as for months. Weather 
has been adverse to construction work in the 
Southeast, so has slowed up local demand. 
Many mills that have been shut down for 
months insist that they will stay closed until 
there has been a noticeable improvement in 
sales. 

Some orders are being placed for longleaf, 
notwithstanding the heat, but business as a 
whole is about the same as it was last month. 

Excessive heat during the latter half of 
June and the first part of July, along with 





[Sales-o-gram No. 35] 


ALL QUIET 


on the lumber front! In the West nothing 
new—nor in the East either. Now isn't that 
too bad, because all good campaigners know 
that there is a lull that comes just before 
the big push, a silence just before the big 
bombardment. If things are deadly quiet, 
get ready for big things to start—and if 
they do not start soon enough of themselves, 
do some starting on your own account. Do 
some scouting among the contractors. Pass 
a hint to the next newspaper reporter who 
comes in that you have reason to believe 
{and really have a reason) that things are 
going to start with a bang next week or 
next month. Or sell the boss on some 
special circularizing or house-to-house can- 
vassing, or displays, or some other pet idea 
you have had up your sleeve this long time. 
All quiet on the western front—Bang! 





the usual seasonal dullness, has further slowed 
up hardwood trade in this territory. Some 
hardwood is moving to eastern markets, but 
trade is comparatively light, and manufactur- 
ers say that there has been an effort to ham- 
mer down prices. 


Norfolk, Va. 


July 6.—North Carolina pine mills are up 
against keen competition from West Coast 
products and pine from States close to the 
Pacific coast, and at times it looks hopeless 
for the North Carolina pine people when 
prices from these competitive districts are 
compared with present day prices for North 
Carolina pine. 

There has been very little demand for 
B&better North Carolina pine. The yards are 
using a little finish. One or two large mills 
are getting rather big orders for 4/4x3-inch 
B&better for export, but other sales have 
been very light. Practically no interest is 
taken in No. 1 common lumber, either edge 
or stock widths, but there is a better demand 
for B&better miscuts, which are scarce. 
Prices are weak, but no further concessions 
have been noted recently. 

Demand for edge 4/4 No. 1 box, air or 
kiln dried, continues very light. The box 
factories have sufficient stock bought or on 
their yards to take care of their immediate 
requirements. Some large industrial con- 
cerns are now getting a line on prices. The 
outlet for dressed and resawn box lumber 
has been practically closed to pine mills, 
and operations in the South are loaded down 
with lumber ready to run. 


AMERICAN LUMBERMAN 


‘ericas Lumber Centers 


Retail yards are using little box lumber 
and are not interested in low prices. Prices 
of box lumber are weak. 

There has been very little call for flooring, 
thin ceiling ete. Prices of flooring show a 
variation of as much as $5 in B&better, but 
other grades do not show quite as large a 
variation. Kiln dried and air dried roofers 
have been very quiet but prices remain the 
same. Some very low prices are being re- 
ported on air dried roofers in the eastern 
market, but undoubtedly on distress cars. Fir 
sheathing has been displacing North Carolina 
pine roofers. 


Minneapolis, Minn. 


July 8.—Northern white cedar business has 
been picking up to a considerable extent dur- 
ing the last week. Most orders are for mixed 
stocks, including a fair number of small posts. 
The demand for large posts for guard rail 
purposes has increased, but posts of the size 
and quality required are in short supply. The 
smallest demand is for large poles. 

Northern pine sales are holding up fairly 
well. Prices are fairly firm, with few special 
concessions, although on a lower level than 
early in the year. Steady production on a 
curtailed scale has brought stocks to a point 
where a sufficient supply in good assortment 
is assured to take care of the demand. Most 
mills have taken particular pains to be well 
stocked in all items, since the present demand 
is for badly mixed cars, with rush shipment 
stipulated. Unfilled orders are on hand in fair 
volume. 

Since the advent of cooler weather there 
has been an increase in the number of build- 
ing permits issued in the Twin Cities, and 
those connected with the sash and door trade 
are looking to increased sales. 


St. Louis, Mo. 


July 6.—Southern pine sales continue to 
lag, with sales offices of large mills reporting 
trouble in fitting broken stocks to badly mixed 
orders; and being unable to supply straight 


cars of certain items No. 2 boards, 8- and 
10-inch, small-mill loading and _ transit-car 
shipment, are $18.50@19; large mill, $20@ 


20.50 for straight car loading, with specified 
lengths in mixed cars, $22@22.50; No. 1 di- 
mension, 2x4-inch 10 to 20-foot, transit cars 
and small-mill loading, $20@21; 8- 9 and 10- 
foot, either in mixed or straight cars, $18; 
B&better flat grain flooring, 1x4-inch, $29.50 
@30 for small-mill loading; for large-mill 
stock, $31.50, with specified loading in mixed 
cars, $32.50@33.50; surplus 10- and 12-foot, 
$28,50; straight cars 16- 18- and 20-foot, $35. 
Bé&better car siding, 1x4 9-foot, $32; 10-foot, 
$29.50; No. 1 car lining, 1x6-inch 16-foot, $26 
@27; 18-foot, $32.50@34. Transit car lists 
are still carrying a very limited number of 
shipments, and sales are reported very diffi- 
cult, with returns very unsatisfactory. Re- 
tail dealers report a slight trade improvement 
in June over May, which is a reversal of last 
year’s experience. 

West coast representatives still find it diffi- 
cult to sell anything except uppers, long di- 
mension and large timbers. No. 1 fir dimen- 
sion is $11.50@12.50 off Rail B list for air 
dried stock. One dealer reports having pur- 
chased long dimension at $13.50 off for trans- 
sit shipment. Kiln dried stock is $9@9.50 off. 
Slash grain fir flooring, 1x4-inch, is $29.50 for 
Rail B loading, $29 for Rail C loading; 4-inch 
B&better edge grain fir flooring, $38.50@39 
for Rail B loading; B&better fir drop siding, 
random lengths, $30; straight cars, 16- to 
20-foot, $33.50; inch fir finish, assorted as to 
widths and lengths, $49.50; 5/4, $55.50. 

Oak flooring demand continues slow, with 
mills reporting curtailment. Prices are firm 
at low level, but slight advances are expected 
in the more popular sizes and grades. Hard- 
wood sales to the furniture and flooring plants 
have improved somewhat, but automobile and 
implement stock and lower grades are drag- 
ging. 

Henry F. Isherwood, son of H. R. Isher- 
wood, secretary of International Hoo-Hoo, 
while visiting with his parents and a 


(Continued on Page 64) 
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Simonds, The Best 
Saws For Mill 
Or Shop Service 





In the interests of economy it is to 
your advantage to buy Simonds qual- 
ity saws, circular or narrow band. 
Whichever style saw you require 
SIMONDS will give you much greater 
satisfaction and longer service. Their 
edge-holding qualities help reduce 
your cutting costs. For a smooth eut- 





PLANER SAW 
(PRE Rass Az WOE Mean CoS FELT 
LLY: La ABEND Aigner 





Ly) Dis 


ting circular saw that makes it possible 
to glue joints without planing, specify 
the Planer Saw. It rips or cross-cuts 
equally well on hard or soft wood. 


Simonds Saw and Steel Co. 
“The Saw Makers” 
Established 1832 Fitchburg, Mass. 





Get Your copy of 
“THE CIRCULAR SAW” 


a practical book for the woodworker 
and lumberman. Sent FREE. Your 


name and address on a postal card 
brings it. 
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é GOLDSBORO 


N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 


Let us prove it on your next order. 


JOHNSON & WIMSATT 











WASHINGTON, D. C. da 


North Carolina Pine and 
West Virginia Hardwood 














CASING 
ried, Well M - > 
Rife Died igh Grede. BASE AND 
Capacity, 250,000 feet MOULDINGS 
er Day. Mixed Cars Our Specialty. 








WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bldg., PITTSBURGH, PA. 











Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 























_—_ 


= == 
Sg EXON: LUMpER € COMPANY S 


Manufacturers 


Short Leaf Pine and Hardwoods 


CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 














Richard Shipping Corp. Established1847 
44 Beaver Street. NEW YORK = fe'rs""Customs 
Brokers. We 


Ocean Freight Brokers 7ndeiiciasss 
tend to collection 
and Contractors of invoices. 


Special department handling export lumber shipments 

















‘The Heart Content’’ 


Have you delayed giving your wife this new book 
by “‘the lumberman poet’’? Let us send it to you 
—take it home to her—how it will cheer her up! 
$1.25 postpaid. 


Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 











WARREN AXE & TOOL CO. 


WARREN, PA. 
Were awarded highest GRAND PRIZE 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac 
AXES-LOGGING TOOLS tory capacity 3500Axes & Tools 


honors Panama - Pacific 
international Exposition 
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What Can the Driver Do? 


This is too good to keep. A representative 
of the AMERICAN LUMBERMAN visited a cer- 
tain large city retailer the other day, and, after 
noting some of the dealer’s “patents” for han- 
dling and selling his products, was about to 
leave, for it was near closing time. But then 
came a conversation, three-cornered, with Sam, 
the estimator and salesman, Bill, who now is 
a night watchman after fifteen years as a 
truck driver, and the writer. 

“The truck driver,” said Sam, 
important as the salesman, 
selling lumber and building materials. He’s 
the fellow that actually delivers the goods. 
Take what happened today, for instance. We 
had some drop siding and some sheathing to 
deliver to a job. When Ben, who took the 
load out, got there nobody else was around 
anywhere, and it looked like it was going to 
rain, so he carefully piled up the drop siding 
and covered it over with sheathing. Then the 
driver for the mason supply dealer where we 
buy our cement and lime—that driver took 
some cement out to the job for us, and he did 
the same thing, carefully covering the cement 
with sheathing. He didn’t take the lime out 


“is about as 
when it comes to 





at all, 
to have rain. 
a matter of course. 

“But early this afternoon the contractor—a 
woman, and a corkin’ good contractor she is— 
called up on the phone, and when I asked her 


it looked so much like we were going 
Both those drivers did it just as 


what she wanted, she just wanted to talk to 
us. ‘What’s the matter now?’ I asked her, 
and she answered, ‘Oh, nothing, only I just had 
something done for me that I have never seen 
on a contracting job, and I’ve put up a lot of 
buildings here in Ourtown. A lumber company 
driver came and brought lumber and cement, 
and piled them up to protect them from the 
rain even when there was nobody around to 
tell him to do it. I just wanted to let you 
know I noticed it, and to tell you I appreciate 
it. And so,” Sam concluded, “we gained a 
stronger friendship with this contractor because 
our truck driver was more than just a truck 
driver.” 

“Almost any driver,” interjected Bill, “would 
be glad to help in another way, if he knew that 
the front office would listen to him. F’rin- 
stance, if I deliver a load to a contractor, and 
he kicks about it not being straight enough, I 
can come back and tell Sam here, or the yard 
foreman, and we can favor that contractor on 
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the straightness of the boards, on the next 
load. Or it might be the knots that he notices, 
and the knots could be watched especially. But 
any good driver knows that there are some 
offices where they wouldn’t want him to come 
in and tell things like that. When I was driy- 
ing for this company I could always feel that 
they wanted such reports, in the office, but the 
yard where I worked before I came here was 
different. I could tell they didn’t like it, that 
they thought it was not a part of my job, so 
after the first few times I just forgot such 
things, and kept my mouth shut. But that lum- 
berman wasn’t getting as good service out of 
my driving as this company, where I knew 
they always wanted me to keep my eyes and 
ears open.’ 


Lumber _s Need Pontoons 


“We Generals have to stick together” might 
well be the title of the accompanying illustra- 
tion, a picture taken, believe it or not, on 
Cleveland’s far-famed Euclid Avenue. The skies 
opened and there was such a downpour, June 26, 
as the city has not had in a quarter of a cen- 
tury. This General Motors truck, laden with 
lumber from the Schmitt Lumber Co., was one 
of many hundreds of 
vehicles that got 
“drowned out” when 
water instead of gaso- 
line got into the en- 
gines. In this case, 
when the truck got into 
an especially deep hole 
that caused the trouble, 
a “distress call” was 
phoned to the Schmitt 
yard and another Gen- 
eral Motors truck came 
to the rescue, using 
great care as to what 
route was taken. Here 
the loaded truck is 
shown being pulled by 


the second machine, 
plowing through the 
river which only a few 
hours’ rain caused. 

It was a common 
sight that day, espe- 


cially in the East Cleve- 
land and Euclid sections 
of the metropolis, for 
automobiles of all sizes, kinds and descriptions 
were to be seen stalled in the flooded streets. 
It was considered easy going if the water hap- 
pened to be only a foot deep. There were holes 
two and three feet deep, and in one place en- 
thusiastic swimmers were diving off the top 
of an automobile that was stalled in the street. 
One lumber truck, supposedly safe in the garage 
in the yard, was standing in water a foot deep; 
and in that same garage some wallboard was 
stored on edge, so that when the water came 
rushing in and up about four inches on the 
wallboard, the entire stock was damaged. In 
another yard a sorry-looking truck was stand- 
ing in a young lake. At another yard, the 
alley down the middle of the main shed had 
water varying in depth from six inches to two 
feet. At another yard two of the owners were 
just preparing, as the writer arrived, to attempt 
to drive out to the lake shore east of the city, 
where a summer cottage the company had under 
construction had been blown off the bluff into 
Lake Erie. 
-"—_e—— 


Recorps sHow that 96 percent of all the 
motor trucks manufactured in 1930 had pneu- 
matic tires as standard equipment. 
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IDEWATER RED” CYPRESS 
to every specification 
when and where you need it 





Tix DAY when you had to shop about at ten or twelve different 
mills to get the cypress you needed is over. You can get everything you 
need in cypress . . . and just as much as youneed . .. froma 
single base of supply. All you have to do is to send in your order. 
You don’t have to wonder whether we will be able to fill it or not. You 
know in advance that we can. For here is a base of supply upon which 
you can depend. 

All cypress sold by the Florida Louisiana Red Cypress Company comes 
from the deep swamps of the Suwannee, the St. Johns and the 
Withlacoochee rivers in Florida and the Atchafalaya in Louisiana . . . 
the world’s most noted cypress growing regions. 

No matter where you live, in Maine or California, New York or Ohio, 
you may look to this organization for everything you need in cypress. 
Our vast resources and exceptional facilities assure you of a steady supply 
of the finest ‘Tidewater Red” Cypress youcan buy . . . now and 






for years to come. 
FLORIDA LOUISIANA RED CYPRESS COMPANY G 
aed 


JACKSONVILLE, FLA. a 


Tide 
Water 


Red. 


VOSS 





“The Wood Eternal” 
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CHICAGO 





sPECIALISTS 
Sou Can Rely Upon 


Anything you need in Yard 
or Shed Stock can be ship- 
ped promptly from large re- 
serve stocks, Order the 
items you need in mixed car. 


Special attention given to 
LCL orders and shipments. 


Ask for Quotations Now. 


Gregertsen Brothers Co. 
332 So. Michigan Ave., CHICAGO 
Yards and Planing Mills, CAIRO, ILL. 





WHITE STAR LUMBER COMPANY 


811 Reanoke Bidg., CHICAGO 
Phone Randolph 1069 
Manufacturers and Wholesale Dealers in Maple, Birch 
and Osk Flooring, Redwood, old growth Yellow Fir, 
Red Cedar, Northern and Western Hemlock, Pondosa 
and California Pine, Yellow Pine, White Cedar Posts. 
Exclusive agents for Redwood Manufacturers Co., and 
“Soo Brand’ Maple and Birch Flooring. 





Kiln Dried 


We own and represent ional quali ks in 

Sageeen Spruce, Sitka € noe Wome! Pine. 

We represent Nicola Pine Mills, Ltd., Merritt, B. C. 
PAUL MILLER CO. 


LUMBER 


and Air Driea ENGLEMANN SPRUCE 


General Offices: 308 W. Washington St., CHICAGO 











Try It For 60 Days FREE—No Obligation 


Hundreds of new buyer 
are listed in each new edi 









many others are announce: 
\by us TWICE a week a 


business. Rec 
Book credit rat 
Wings and report 


‘asnant oon dG 44 most reliable. 

: “hi Ask for Pamph 
let No. 49-S anc 
rates, 
details of the 6¢ 
day FREE Tria 
offer. 
Our 


IND AN 


bermen’s accounts and wil 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, 111. 
East. Headquarters, 35 S. William St., New_York City 





A Real Sales Help For Lumbermen 


tion of the Red Book and 


they start in 


are recognized by 
lumbermen as the 


also the 


Collection 
Department has 
had many years 
of experience collecting lum- 
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Builders’ Commercial Agency 
1350 Builders’ Hip, 208 8 Leds St., CHICAGO 


A eating onde to the contracting trade of 
Cook County and Cook County Dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 








LOG STAMPS 


TRADE CHECKS, STENCILS 
BURNING BRANDS, ETC. 
SEND FOR CATALOGUE 


MEYER & WENTHE 


31 NORTH CLARK ST. CHICAGO 








LUMBERMEN! 


Write now for our catalog telling 
about our books el 


HELP YOU MAKE MONEY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, Ill. 
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YARD, MILL AND OFFICE. 


Newsy Notes of Persons and Places 








W. W. Walker, jr., representative of the 
Redbird Lumber Co., Sanders River, Ga., ar- 
rived in Chicago last Monday and spent a few 
days calling on a number of connections here. 


W. M. Simpson, commission lumberman of 
Omaha, Neb., was in Chicago the early part 
of the week on a combined business and pleas- 
= trip, and called at several lumber offices 
ere. 


L. H. Savey, lumber buyer for the William 
C. Schreiber Lumber Co., Chicago, is spending 
a golfing vacation with his family in Northern 
Wisconsin. He left the city last Monday, and 
will return July 20. 


Gus Walner, of the Adam Schillo Lumber 
Co., Chicago, left last Saturday for a vacation 
trip driving with his wife through some of the 
beauty spots of Wisconsin. Mr. Walner will 
be back on the job July 20. 


Condolences are being offered E. R. Ross, 
secretary, Marsh & Truman Lumber Co., Chi- 
cago, on the death of his wife Helen, who 
passed away July 6 at her home in Hubbard 
Woods after an illness which had kept her 
bedridden three years. 


D. M. Wylie, in charge of the fabricated 
lumber department of Frost Lumber Industries 
(Inc.), St. Louis, Mo., paid a flying visit to 
Chicago last Monday to talk over business mat- 
ters with John H. Shook, of Shook Bros. Mr. 
Wylie’s department handles sales of cut-to- 
length trim. 


H. E. Wilbanks, manufacturer and whole- 
saler of yellow pine, Walnut, Miss., uses a 
striking letterhead for his business correspond- 
ence, the “paper” being made of cotton cloth 
with a starchy dressing. A line at the bottom 
reads: “A product of the South. This letter is 
written on cloth made of cotton.” 


C. E. Conklin, manager of the Chicago office 
of the White Star Lumber Co. returned last 
Tuesday from a trip to Monroe, Monticello 
and surrounding points in southern Wisconsin 
and northern Illinois. Mr. Conklin found the 
yards in that section reporting a slightly im- 
proved tone, and says a number of retailers 
look forward to a fairly good fall business. 


Earl Jaeck, manager, Bund Lumber Co., 
Bund, B. C., arrived in Chicago July 4 with 
his son, W. N. Jaeck, who is manager of the 
Longworth Lumber Co., Longworth, B. C. Mr. 
Earl Jaeck plans to visit New York and Mon- 
treal on business soon, leaving his son here 
for a couple of weeks to see the sights, when 
they will both leave Chicago for home. 


T. C. Whitmarsh, jr., vice president of the 
W. T. Ferguson Lumber Co., of St. Louis, 
Mo., and F. J. Trcka, superintendent of the 
grain door department of the same company, 
were visitors in Chicago last week, calling on 
the railroads in the interests of their com- 
pany. Mr. Whitmarsh expressed himself as 
very optimistic regarding the demand for grain 
doors because of the exceptional wheat crop 
in prospect this year. 


A. J. Sine, who has been living in Arizona 
and New Mexico for his health for seven or 
eight years and was formerly in business with 
his brother, W. W. Sine, now operating the 
Sine Bros. Lumber Co., Chicago, left the city 
the early part of last week after a visit of two 
weeks, during which time he called on several 
old friends in the lumber business here. Mr. 
Sine came to Chicago principally to undergo 
an operation in connection with his sinus trou- 
~~ gaan was performed at St. Luke’s Hos- 
pital. 

V. J. Euler of the V. J. Euler Lumber Co., 
Chicago, took a number of customers up to 





Elcho, Wis., last week on a combined business 
and pleasure trip. The party visited the mill 
of the Forrest County Lumber Co., one of 
Mr. Euler’s mill connections, where they looked 
over the factory and spent a pleasant time 
golfing and fishing in the neighborhood. The 
company specializes in lawn furniture and 
swings, and is running full time, as its business 
for some months has shown a good healthy 
volume. 


Charles J. Williams, president Moore Dry 
Kiln Co., Jacksonville, Fla., was in Chicago 
last Thursday en route to Portland, Ore., for 
one of his regular visits to the plant of his 
company at North Portland and to mingle with 
the manufacturers on the West Coast. Despite 
the continued depression in the lumber industry, 
Mr. Williams reports that his company is doing 
a rather satisfactory business and has been 
called upon frequently to supply equipment for 
plants that are being remodeled and brought 
up-to-date in line with the growing demand for 
quality lumber and forest products. 

Best known to readers of this column among 
the list of local lumbermen or their near rela- 
tives who passed on recently was Harry H. 
Montgomery, of Baxter & Montgomery (Inc.), 
who succumbed on July 3 to a sudden attack 
of peritonitis which had seized him earlier in 
the week. Mr. Montgomery was well known 





L. H. Peebles, who has 
recently been appointed 
chief of the lumber di- 
vision of the bureau of 
foreign and domestic 
commerce, Department 
of Commerce. Mr. 
Peebles has had exten 
sive engineering and 
administrative business 
experience which 
should make him well 
qualified for his new 
position 








and respected by local lumbermen, and was 
always identified as a “white man” and a per- 
sistent hard worker who knew his business. He 
will be missed. The minister who conducted 


‘the miemorial service here last Saturday, Dr. 


W. Lampe, was a personal friend who knew 
him well in St. Louis. Dr. Lampe was passing 
through Chicago July 3 on his way home from 
a trip to South Dakota. Calling in at the office 
to pay a friendly visit, he was shocked to learn 
Mr. Montgomery had died that morning. 


A local lumberman commenting upon an item 
appearing in this column last week—wherein 
H. Foster Goslin, visiting Chicago, extolled 
the fishing and crabbing to be enjoyed at his 
home town, Wildwood-by-the Sea, N. J.—re- 
marked that there was plenty of crabbing right 
here in Chicago; that all the lumbermen he 
met were continually crabbing about prices, 
the weather, the stock market, the standing of 
the base ball teams, or what have you. “But,” 
explained the reporter, “the crabbing to which 
Mr. Goslin referred consists of the sportive 
pursuit of crustaceans of the order Decapoda 
and sub-order Brachyura, or, possibly, mem- 
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bers of the Anomura group, which walk side- 
ways, but, as scientific research has proved, 
will remain motionless if subjected to saxo- 
phone music.” “Oh, yeah,” said the lumber- 
man, slightly dazed, “sax music knocks me 
stiff, too!” 

N. C. Mather, vice president and general 
manager, Lord & Bushnell Lumber Co., Chicago, 
met with an unfortunate automobile accident 
while driving near Palatine, Ill., on June 27. 
He sustained a fractured skull and a number of 
lesser injuries and was taken unconscious to 
the Presbyterian Hospital at Palatine, where 
he remained unconscious except for fitful_ in- 
tervals until Wednesday morning. Late 
Wednesday it was reported that although weak, 
Mr. Mather was in full possession of his 
senses, and while he would not be well enough 
to be visited for several days, he had a very 
good chance for total recovery. Mr. Mather 
has been president of the Glenwood Manual 
Training School for two years, and has spent 
a great amount of time and energy and a good 
deal of his own money keeping the school sup- 
plied with funds. His many friends in busi- 
ness and in his home community will earnestly 
hope it will not be long before he is up and 
about again. 





Prominent Figure in Millwork Industry 
Resigns 


After forty years with the Morgan Sash & 
Door Co., H. A. Sellen tendered his resigna- 
tion, effective July 1. During the greater part 
of his connection Mr. Sellen was president of 
the company, and held a 
very enviable position in 
the woodwork industry. 

Mr. Sellen joined the 
Chicago company when 
it was still in its in- 
fancy. He had served 








H. A. SELLEN, 
Chicago; 


Tenders Resignation 





his apprenticeship with 
one of the old-time 
millwork manufacturers, 
engaged in the retail 
business, in Milwaukee, 
Wis. 

At the time of his res- 
ignation, Mr. Sellen’s 
co-workers presented 
him with a very beautiful silver plaque with 
the following sentiment: 














To Our Skipper 
HENRY A. SELLEN 
From the Employees of 
The Morgan Sash & Door Company 
As an appreciation of friendship, 
and admiration. 


esteem 


We congratulate you on the completion of 
forty years of valuable service to the 
Morgan Woodwork Organization, and to 
the woodwork industry of the Nation. 

In your retirement, may you enjoy a full 
measure of health, happiness and all the 
other good things of life. 


It was on Feb. 1, 1892, that he came to the 
Morgan Sash & Door Co. as estimator and 
assistant manager. In 1902 he was elected 
vice president and general manager. 

Mr. Sellen was responsible for the issuance 
of the “old reliable’ Morgan Blue Book, so 
favorably known throughout the country and 
which was the forerunner of the company’s 
present Price Supplement. 

_He also created and engineered the publica- 
tion of the now famous “Building with Assur- 
ance” which has been so extensively used for 
Over seven years by architects, contractors and 
dealers. 

In the distribution end of the millwork in- 
dustry he has been an important factor. 


AMERICAN LUMBERMAN 


Mr. Sellen was born in Beaver Dam, Wis. 
where he attended grade and high school and 
later, Wayland University of that city. 

To keep in trim for his many arduous duties 
he assaults with vigor the venerable “Col. 
Bogey,” and is an ardent follower of the elusive 
guttapercha sphere. 


, 
’ 





TRANSPORTATION 


Week's Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the week ended 
June 27, 1931, totaled 759,290 cars, as follows: 
Forest products, 30,621 cars; grain, 41,859 
cars; livestock, 18,810 cars; coal, 119,137 cars; 
coke, 5,079 cars; ore, 30,152 cars; merchandise, 
216,229 cars, and miscellaneous, 297,403 cars. 
The tofal loadings during the week ended June 
27 show an increase of 20,174 cars over the 
week immediately preceding. 














Awards Reparation on Misrouted_ 
Shipments 


WASHINGTON, D. C., July 6.—Division 3 of 
the Interstate Commerce Commission last 
week handed down a decision in Docket No. 
23344, finding that the rates on lumber from 
points in Alabama, Florida, Georgia, Missis- 
sippi, and South Carolina to destinations in 
Kentucky, Tennessee, Virginia, West Vir- 
ginia, Pennsylvania, New York, Ohio, Illi- 
nois and Ontario, Canada, from 1925 to 1930 
were not shown to have been unreasonable, 
but that certain shipments were overcharged 
and/or misrouted. Reparation is awarded in 
certain instances. 

Complainants in this proceeding were Wat- 
ters-Tonge Lumber Co., Swift-Hunter Lum- 
ber Co., Batson Cook Co., Parker Lumber 
Co., W. M. Carney Mill Co., Pine & Cypress 
Manufacturing Co., Henry G. Brabston & Co., 
J. R. Thames & Co., E. J. Bradley Co., Wil- 
son Lumber & Tie Co., Sims Morgan Lumber 
Co., Southard Lumber Co., and the First Na- 
tional Bank of Birmingham, executor for 
Everett A. Smith, who traded as the Smith 
Lumber Co. 

Complainants alleged that unlawful de- 
murrage and reconsignment charges were 
collected on some of the shipments, but this 
allegation was abandoned at the hearing. 
Numerous carload shipments were involved. 

Division 3 finds that the applicable rates 
assailed are not shown to have been unrea- 
sonable. Those shipments which were de- 
livered to the carriers with complete rout- 
ing instructions and forwarded over routes 
other than those designated are held to have 
been misrouted and complainants damaged 
to the extent that charges collected were 
in excess of those applicable over the desig- 
nated routes. The same finding is made with 
regard to shipments delivered to defendants 
without routing instructions or with only 
partial routing instructions and which were 
forwarded over routes on which higher rates 
applied than would have been applicable over 
the lowest-rated routes. 

Division 3 finds that the Watters-Tonge 
Lumber Co., Henry G. Brabston & Co., E. J. 
Bradley Lumber Co., J. R. Thames & Co., 
and the Parker Lumber Co. made shipments 
as described and paid and bore the charges 
thereon and are entitled to reparation with 
interest. They are directed to comply with 
the provisions of Rule V of the Rules of 
Practice. 

The remaining complainants are said to 
have failed to show that they paid or bore 
the charges on their respective shipments 
and they are accordingly denied reparation. 





Wuat Is believed to be the largest tree in 
the South Bend section of Indiana, if not the 
largest in that State, is a gigantic white elm 
north of Middlebury, east of South Bend. 
Measurements of the tree. show that it has a 
circumference, seven feet from the ground, of 
21 feet. The trunk is calculated to be nearly 
seven feet in diameter. Height is estimated at 
90 to 100 feet and its spread is 170 feet. Twenty 
feet above the ground the tree branches into 
four upright limbs, each as large as a good 
sized tree, 





‘NEWMAN 

















9 * . 
It’s 100% Original 
Growth Longleaf 

Just notice the size and length of 
these logs and you'll readily under- 
stand how it is possible for us to cut 
such large, long structural timbers. 
When you see the name “NEW- 
MAN?” on a big stick, you know it’s 
cut from such dense grain Mississippi 
long leaf pine logs. That name 
“NEWMAN?” is also a guarantee of 
strength, durability and resiliency. 


Make the name “NEWMAN” your 
guide in buying 


TIMBERS, DIMENSION, 
FLOORING, FINISH, 
LATH, SHINGLES, Etc. 


All stock is manufactured strictly in accord- 
ance with the American Lumber Standards. 


Trade Marked, Species Marked and Certifiea 


J.J. Newman Lumber Co. 
BROOKHAVEN, MISS. 


Members American Pitch Pine Export Co. 
. New Orleans, La. 
Eastern Sales Office: SCRANTON, PA. 

Also Selling Famous “Bude Quality” Shortleaf Stock 


Also SOUTHERN HARDWOODS 
We are prepared to supply Poplar, Red and Sap 
Gum, Red and White plain and quartered Oak, 
Beech, Hickory, Soft Maple, plain and quartered 
Tupelo, Sycamore and Cypress. Can mix with 

Yellow Pine if desired. 
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EXTRA PROFITS 


Await Those Who Use 


Bruce Mixed Car Shipments 


In these days of keen competition and reduced 
volume, lower inventory is an essential. To make 
extra profits, fill all orders and keep your money 
free for use, swing over to the use of Bruce Mixed 
Car Shipments. This service, from an organization 
like Bruce, gives you a wide selection of materials, 
all of which are quality items. The saving in 
freight alone means extra profits that come in very 


nicely. 


Order any or all of these items in the same car 


Dense Southern Yellow Pine— 
Yard and Shed Stock. 


Bruce Hardwood Floorings — 


Block, Planks, Strip, untreated or 
*CELLized. 


Trim — 
Gum, Beech, Oak. 


Bruce Floor Finish — 


A BETTER and LESS EXPEN.- 
SIVE penetrating finish. 


Bruce Preserved Lumber — 
Sills, joists, sub-flooring, porch 
flooring, ceiling, and other con- 
struction lumber. 


Bruce Ceda’line — 


Tennessee Aromatic Red Heart 
Cedar Closet Lining. 


Southern Hardwoods — 


Oak, Gum, Poplar, Cypress and 
Magnolia. 


mL. BRUCE Co. 


Executive Offices; Memphis, Tenn. 





LARGEST MANUFACTURERS OF HARDWOOD FLOORINGS IN THE WORLD 








News Letters 


(Continued from Page 59) 
younger brother in Springfield, Ill., over the 
fourth, was stricken suddenly with acute ap- 
pendicitis. He was rushed back by train to 
St. Louis Saturday evening and was operated 
on early Sunday morning, at Jewish Hospital. 
His condition is reported as very satisfactory. 

A. J. Peavy, president Peavy-Wilson Lumber 
Co., Shreveport, La., spent Friday in St. Louis, 
returning from Chicago. 

J. A. Edgecumbe, president Edham Co., Min- 
neapolis, Minn., manufacturer of stained shin- 
gles, was here last week for a day. 

M. P. Pinsley, vice president and general 
manager Smith Lumber Co., Red Ray, Ala., 
spent Friday here calling on the trade en 
route from Detroit to his home. 

Lincoln O’Gara, field representative for 











Weyerhaeuser Sales Co., Chicago, was here on 
Thursday and Friday, following up deliveries 
of their Four-Square line here, including the 
guide-line framing. 


Shreveport, La. 


July 6.—Southern pine mills find that prices 
have receded to a point where they are not 
getting back their costs. Scores of mills 
have decided to close down until they can 
at least break even. The remainder of the 
mills will curtail in some cases as much as 
60 percent. 

Financed by a group of Louisiana business 
men headed by O. E. Hodge, president Hodge 
Lumber Co., and founder of the town of Hodge, 
La., a 12-story hotel costing around $750,000, 
was formally dedicated at Monroe, La., 
June 30. It is known as the Hotel Frances. 
It is owned by the Jackson Harrison Co. 
(Inc.), headed by Mr. Hodge. John S. Hunt, 
of Ruston, La., another lumberman, is vice 
president. On the board of directors is C. E. 
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Slagle, president Slagle-Johnson Lumber ¢p, 
The hotel is operated by a separate company 
the Hotel Frances (Inc.) of which Mr. Hodge 
is also president. The new hotel has 250 
rooms and is declared to be modern in every 
detail. 


Laurel, Miss. 


July 7.—The demand for southern Pine 
by the domestic trade is fair, although most 
of the orders cover mixed cars and are 
placed for immediate shipment. In fact, such 
orders usually carry “rush” instructions, in. 
dicating that stocks in the hands of retailers 
are extremely low, and somewhat broken. 
The export market shows no improvement, 


Baltimore, Md. 


July 6.—During the fiscal year ended 
June 30, 1930, 245,376 tons of fir, hemlock and 
other West Coast stocks arrived here, com- 
ing mostly from Washington and from Port- 
land, Ore. A great deal of this lumber was 
shipped to points more or less remote from 
the east coast, with the movement extending 
as far as Pittsburgh, Cleveland, and to within 
a short distance from the Mississippi River, 
it being cheaper to send stocks in this round- 
about way than to transport them direct by 
rail across the country. The railroads, in con- 
sideration of the haul inland, absorb the 
charges for loading on cars, whereas the ship- 
pers who forward stocks from Baltimore are 
required to meet these charges, which puts them 
at a material disadvantage as against the 
West Coast shipments. 


San Francisco, Calif. 


July 3.—Low prices prevalent in the indus- 
try have led to the closing of the Coos Bay 
Lumber Co.’s sawmill at Marshfield, Ore., from 
June 26 to Aug. 3, according to a statement 
issued by H. W. Bunker, president and gen- 
eral manager. Maintenance of a firm price 
policy since May in the face of general price 
cutting resulted in the accumulation of an in- 
ventory of approximately 30,000,000 feet of 
well rounded stock in the company’s Bay 
Point plant. The logging department, which 
has been closed for several weeks, will open 
at the same time as the Marshfield mill. 

Use of shredded redwood bark in refrigera- 
tion insulation, and in the manufacture of 
roofing paper, has passed the experimental 
stage. The Pacific Lumber Co. has been de- 
veloping this new byproduct for’ several 
months, according to J. J. Farley, assistant 
western sales Manager, and is now ready to 
put it on the market. The fibre will be baled 
for shipment. 

Burdett Green, secretary manager for the 
American Walnut Manufacturers’ Association, 
spent several days in San Francisco during 
the week conferring with furniture manufac- 
turers and interior millwork producers, and 
attending sessions of the Western Furniture 
Conference. 

Increased use of ‘the finer woods, walnut in 
particular, was foreseen by A. Cameron Ball, 
managing director of the Retail Furniture As- 
sociation, at the close of the Western Furni- 
ture Conference, held in San Francisco, June 
29 to July 3. Outstanding companies ex- 
pressed disapproval of low price advertising 
and means of discouraging it were discussed, 


Jacksonville, Fla. 


July 7.—Southern pine dealers and mills in 
this territory are somewhat disappointed in 
orders not developing from the recent in- 
quiries received. It seems that these in- 
quiries were more or less feelers. The mills 
are still curtailing production and more 
are closing down every day. The principal 
demand is for 12x12-inch timbers, and, 
inasmuch as only a limited number of mills 
can supply these, the price is firm at about 
$34 delivered port, with some indication of 
an increase of $1 to $2. There continues to 
be no demand for small sizes, and the mills 
are suffering from lack of orders.to fit their 
timbers. Large stocks are on hand at all 
the big mills, and the smaller operators are 
offering scantling sizes at exceptionally low 
prices, with no orders, in spite of low quota- 
tions. The only order of any size in view 
is a large South American schedule, and it 
is rumored that the mills catering to the ex- 
port trade are advancing their prices, An- 
other big order is expected as soon as per- 
mits are secured for the much talked of 
$1,000,000 race track in Miami, Fla. This 
project will require a large amount of lum- 
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per, one item of 500,000 to 750,000 feet of 
1x6-inch No. 2 common. There are only two 
large mills in Florida with any supply of 
this stock, and they have raised their 
prices $2 . on : 
Cypress inquiries and orders are still de- 
clining. Prices are very weak. Hardwoods 
are about the same, but the hardwood mills 
do not report business as unfavorable as do 
and cypress operators. 


Kansas City, Mo. 


July 7.—Sales last week were of much the 
same character as for the previous week. 
Yard demand is scant, and for small amounts 
for immediate shipment. Sales managers are 
of the opinion that retailers’ stocks can not 
be allowed to dwindle further but so far this 
month they have shown no inclination to 
purchase. Mills are devoting their atten- 
tion to obtaining a better balance between 
sales and production, to avoid accumulating 
surplus stocks and consequent price cutting. 
Representatives contacting industrial con- 
sumers say they are meeting with less re- 
sistance, as a feeling is fairly prevalent that 
prices may advance within the near future, 
put sales to such consumers have been very 
limited. Inquiry is light, and reports of 
salesmen indicate that stocks of industrial 
users are fairly plentiful, operations having 
been light. Mills have generally curtailed 
production sufficiently to hold prices on a 
firmer level. 


New York, N. Y. 


July 7.—The lumber market showed consid- 
erable improvement last week. The weather 
has beeome so unbearably humid and hot that 
all construction work has been slowed up. On 
Monday and Tuesday of this week, only about 
half of the lumbermen were in their offices, 
the rest having decided to continue the holi- 
day until the city became more bearable. The 
chief developments last week were the firming 
of prices, the increase of inquiries, and a 
lessening of the tendency of buyers to use 
cheap stocks. There was not very much in- 
crease in actual orders, but business was’ done 
at a profit to mill and wholesaler. 

Some concern was shown over the admit- 
tance of a cargo of Soviet pulpwood at Albany. 
The National Lumber Manufacturers’ Associa- 
tion exerted every effort to prevent the un- 
loading of the shipment, feeling that it might 
act as a precedent in allowing all kinds of 
Russian lumber into the country, but the 
Treasury Department discredited the charge 
of convict labor, under which the pulpwood 
could have been barred. 


pine 





Drop Philippine Mahogany Case 
(Continued from Page 32) 


ter into court and the commission was sustained 
by the circuit court of appeals. The Supreme 
Court denied application of respondents for a 
writ of certiorari to review the decision of the 
circuit court of appeals. Therefore, the orig- 
inal respondents and others who later filed 
stipulations with the commission now, presum- 
ably, will find themselves prohibited from doing 
what the commission in its dismissal of the 
later case concedes that the Gillespie Furniture 
Co. may do. 

Inquiries at the commission today failed to 
elicit any explanation for the change of view. 
Commissioner C. W. Huri®, now chairman, an- 
nounced his dissent from the order of dismissal. 
Commissioner Edgar A. McCulloch likewise 
dissented and filed a memorandum outlining his 
reasons for so doing. 

The order of dismissal leaves no room for 
doubt that the other three commissioners, W. 
- Humphrey, Charles H. March and Garland 

Ferguson, jr., acted advisedly in the matter. 

The commission’s order states: 

The above-entitled proceeding, coming on 
for consideration on the complaint of the 
commission, answer of respondents, testi- 
mony, evidence, briefs and oral argument, 
and the commission now being fully advised 
in the premises, 

It is hereby ordered that the complaint 
herein be and the same is hereby dismissed. 

Chairman Hunt dissented to the action of 
the commission in dismissing the complaint. 
Commissioner McCulloch also dissented and 
filed memorandum of dissent. 
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CAREFULLY INSPECTED 


> Accurately 
Graded 






rg 
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DENSE . | py piece of lumber from 


the Brooks-Scanlon plant is 


LONG LEAF carefully inspected and ac- 

curately graded, then plainly stamped with mill number and 
YELLOW PINE grade mark, as a guarantee of uniform quality . .. backed by an 
organization with over fifty years of reputable manufacturing 
experience. [The responsibility of producing various grades and 
sizes of lumber, best suited for particular building purposes, is an 
obligation of dependable service . . . characteristic of Brooks- 
Scanlon policy throughout all the years of its existence. {Florida 
dense long leaf pine, whether for structural use or interior finish, 
may be employed with confidence. Prompt shipments, in mixed 
carload or large quantity, can always be depended upon. Direct 
Western Union wire to office. 





ASK ABOUT ALUM-WOOD—MILL-PRIMED WITH ALUMINUM PAINT 


Pp Oo R A T 
FOLEY, FLORIDA 
Manufacturers 
100 MILLION BOARD FEET ANNUALLY 





vat 


MICHIGAN 
On the AuSableRiver © 


‘CHIEF BRAND NSAtl tibdeine- 


Some special items’— 


160,000’ 33/32x214” First Grade Maple Flooring. 
150,000’ 33/32x214” Second Grade Maple Flooring 
100,000’ 33/32x214” Third Grade Maple Flooring 








Nearby attractions— 
National Orchestra Camp at Interlochen. 
Water Carnival at Bay City, July 29th to 3ist. 
CHIEF Don’t miss _ these. 
SHOPPENAGON 
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r /4 in No. 2, 4- Ceiling : No. 1...$22.50 No. 2...$15 J . a 
ad oo: & 8- -inch, add § $6: '10- ne odd $8: - inch, sux” eames i. she SELEcTs S2S, 5/4 sm ¢ Rey Ag am $1045 Fo. 
3, - - ” eee . . eece by Ss . : 2 IER— 
see: ea eat ite: and iS tosh age, 81-80: adilliniahiai: sit RBG 1300 i2it | Noe d°Gomneon: 888; RW RELI 51.71 Di 
“ ° d for all widths, $4. Drop —_ . 4 Common, 82S, RW RL. a 1 
ontain aur. 0lti(i‘(c|l;”*tététékk wk 17 
s 40 to 50 percent Dé&better. ee Siealecws vee 17.50 14.00 Idaho White Pine 1 Pe 
remmacified lengths —In Dé&better, No. 1 ol. vse» 16.00 16.00 +++ | INCH SELECTS AND ComMON, S2S 
potter and No. 1, add for 16-foot $5; :. ne ceiadawks . 975 6” N, 528 7 Cé 
2 nsths. including 18- and 20-foot, $2. I No. Finish, Kiln s C selects AL $58.00 $% 8 10 12” | Nc 
$1 ‘add ‘tor 18- and 20-foot, $2; other lengths, Dried and Surfaced D Selects AL. 2.1."ga.71 “40.71 *33:00 —s 
In No. 3 -foot in 1x12-inch, add $4. B&bett 1x6” 1x8” 1x12” NO. 1 common AL 35.69 7.45 57 Pow; t ‘ 
Sinai. one tie tac for _16-toot in 4-, 6- and ee $23.75 $32.75 $45.00 — : common AL 30.31 30! 57 HH ay j 
12-inch, add $1. nd 12-foot in 10- and Common Boards and Shiplap Pinca e grpn AL 18.34 19:46 19:50 25.14 | 
. 1x6” 1x8” ” a s S2S, 5/4 AND 6/4, 4” AND W al M 
Bevel siding, %-inch, odd No. 1 11.25 1x10 1x12” C select AL. $80.00 Ds IDER j 4/ 
foot, ’ , lengths, 3- to 20- | No.2 ........ $11.25 $11.25 $10.00 9.75 | No. 4 Co ++ 950, D select AL... . $61.00 5 
te toote not over 20 percent shorter than ao : sadcircesie 6.50 6.25 6.25 “| bo MMON, B20, RW Rls... .cccscese 12.00 ry 
Dabdtr., 4-inch. .$22 | perree _ $00 800 .... | y Lareh and Fir 8/ 
. 4-inch. .$22.00 . Jert. gr. flooring ” 
6-inch. 27.00 BE, Se... -. T8898 No. 1, 2” thick— ° nsion r ooring C&btr. 4 ee $36.50 —_ 
Lath, spruce and pine, 4-foot; No. 1, $6.50; N 4”. og se 16” 18’ 20’ 22&24’ 26-32’ 
2, $5.45. 0. | 47.$10.50 $10.50 $11.50 $12.00 $12.25 WISCONSIN HEMLO 
8” 10-00 — 7 10.75 11.50 11.25 $14.00 $15.75 CK 
se ee Se ie ie a ue ie Following are f. o. b. Wau Ph 
12”. 11.50 10.50 11:25 11.25 11.75 13.50 16. ‘75 | Mo. 1 Hemlock Boards, S18— Wis., prices: 7 
WEST COAST SPRUCE 12"-,11.90 11.25 1200 12.00 1225 14.75 16.25 » > 10,12 & 14" 16° fi 
tele og $16.50; 10’, $10.50; 2x6”, 10°, $9.75 | ine" cccc0t0t $20.50 $21. 4 $22.50 " 
; andom— 2x4” ” e000 4 , Se es Sitar oe . 
[Special telegram to AMERICA “4 x6" 2x6 2x8 2x10” 2x12” i) Saaeehepanetapabeaiees: eos 24.00 25.00 26.50 
can LuMBERMAN] No. 2 ....$5.75 $5.25 $4.75 Ria TAt ster hserners 25.00 26.00 27.50 Cc 
Portiand, Ore., July 7.—The following are No. 3 .... 5.00 _— = 96.25 95.00 | TBI, coe scereceescess 27.50 28.50 30.00 S 
prices for mixed carlots prevailing today: No. 1 Common ne iy For ‘shiplap or floo ag — ~~ C 
Finish— Factory stock axe 4 sete to 20’, surfaced $13.50 prices on No. 1 om add 50 cents to S 
a x! or” , awe Fee eee SSS 2 ~ 
ee $51@55 4/4 $24. 00@ 26.00 5x5 to 12x12” to + EE cntnccwnhan 10.75 | we 2 Memilock Dimension, SiSiB— . 
ix4—16*"21."40@45 «8/4 «+. 26.009 28.00 Typing 12.75 | ox 4° otro etocn 21h 628 2 
ion omer Bt oo: BESS SG | a a, ayexe, arg occas ite HER ae TD 
ee eee $20.00 10&12/4 nila Se ere ee re $2.25 2 Eebeeeee ’ ¥ 3 
4x8", ial oe wn 33.50@ 36. re ee Flat Grain Car Siding, 9 or 18’ oxi” cecccccces 24°50 30.80 39:60 Ho : 
ert. gr. 26.00 Green box 13.00@11,00 RB lela Sd gehd pcahaeaibanlehd cs hercodatibs $23.00 For No. 2 dim ; — 31.00 30.00 30.00 ( 
COCPEMPUR ODDEN E CDESC eDOUS ORES 21.00 | of No. 1. ension, deduct $3.00 from price § 
s 
“ p 
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RED CEDAR SHINGLES 


ttle, Wash., July 3.—Eastern prices per 


Sea 

d (shingles packed by the square are 
thevoxim ately 5 cents over straight car prices) 
rr mills are as follows: 
First Grades, Standard Stock, Straight Cars 
Extra stars, OIE. cccctocsvsnanseves $1.15 @1.25 
Extra ClEATS «eeeeeeeececcececccees 1.25@1.40 
KXXXX, 5/2 ceeeeceeceeeecccvececs 1.85 @2.00 
BureKkaS «-++++eees Caren éonees 2.20 2.35 
Perfections, nb bbebadne + eeeeseneoeks 2.70 @2.95 
Royals, 24”, A grade.....++.- seesee 5.75@7.00 
| ire Ril B/2, 1S cccccesccevees 1.75 @2.25 


Pirst Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


stars, 6/2. ee ag 30@1.40 $1.20@1.30 
— glen peatennnns 1.40@1.55 1.40@1.55 
XXXXX, 5/2 ..-seeeee 2.00@2.15 2.05@2.20 
Burekas sevcseccevcese 2.50@ 2.65 
PerfectionS ..++-++s-++ - 2.85@3.10 2.95@3.20 
Royals, 24”, A grade.. 6.75 @7.00 
Dimension, 5/2, 16”. 2.35@2.60 2.50 


Pirst Grades, Rite-Grade Inspected Stock 


Extra stars, 6/2...eeeeceeecereeces 1.30@1.40 
clears: 
ee premium clearS........++++. 1.85 @2.00 
50% premium ClearsS......esseee - 1.65@1.80 
XXXXX (5/2 perfects)........ eoee 2.00@2.15 
Eurekas (75% vertical grain). 0 
PerfectionS ...cccccccccccccccccccece 2.85 @3.10 
Royals ...-cccccccccccccccees ian ae 
Second Grades, Standard Stock, Straight Cars 
Gommon stars, 6/2. ..ssccosecceoes $0.75 @0.85 
Gommon stars, 5/2. .ccccccccccccece 80@ .90 
Common COATS .ccccccccccccsccess 0O18 
No. 3 perfectionS. ....cccccccee eeee 1.60@1.85 
Ma, S FOFEIB cc ccccsccersevevstseses 4.00@5.75 


Second Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Common stars, 6/2....$0.80 -90 $0.90@1.00 
Common stars, 5/2.... .80 .90 1.00 

Common clears ......- 1.05@1.15 1.20@1.30 
No. 2 perfections...... 1.60@1.85 1.45 @1.70 





CALIFORNIA PINES 


San Francisco, Calif., July 3.—The follow- 
ing average wholesale prices f. o. b. mills, 
those on commons covering l-inch stock only, 
were reported by the California White & Sugar 
Pine Manufacturers’ Association during June: 


California White Pine 


No. 1x2-clr. C sel. D sel. No. 3 clr. 
All widths— 
Sere $53.75 $50.30 $30.60 $24.90 
BE rai eal cae 54.20 50.10 30.55 34.60 
| AE ona ie 53.70 43.05 26.95 36.70 
Be st iwap dees 62.95 52.95 31.35 46.90 
California Sugar 
4 PRCT Oe Te 90.65 77.65 54.80 30.35 
] ees 84.35 70.70 49.95 49.35 
|, are 83.45 59.75 37.30 48.20 
er 94.25 76.15 50.25 60.70 
Sugar Pine Sho; 


White Pine Shop 


Inch common...$15.75 Inch common...$22.00 


No. 1, 5/4 xa.w. 23.85 No. 1, 5/4 xa.w. 32.90 
No. 2, 6/4 xa.w. 16.45 No. 2, 6/4 xa.w. 20.90 
Douglas Pir Mixed- Pines 

Cé&better ...... $39.00 Common— 
Dimension .... 7.60 4, Nous 315,65 
Cedar W ascees , 15. 
Pencil stock....$26.00 8 culties 21.15 14.50 
Be pace 20.65 14.35 
White Pir Be canes 25.35 14.75 
C&btr, all sizes.$30.05 
No. 3&better, Box—- 
1x8&10” Lae 15.65 No. © nena ed $17.90 
No. 2&btr. dimen., Bev. Siding, erty 
fe XBW. cee. 11.10 Bé&better . O81. 10 
Australian te Sawhewe sents 26.05 
Mixed pines— th— 
4/4 xa.w....... $33.45 No. 1 ....... 2.55 
fe ae 33.6 No. 1 dim 
6/4 xa.w....... 33.35 Ser sexrees 18.30 
S78. MAW cesses 50.25 OF nccnnesaks 4.65 





OAK FLOORING 


Following are averages of actual carlot 
sales prices of oak flooring, Memphis (Tenn.) 
basis, as reported to the Oak Flooring Manu- 
facturers’ Association for business done dur- 
ing the week ended June 27: 


Hx2%" x1” %x2" x1” 


Clr. qtd. wht.... 
Sel. qtd. wht. are ic $46. 50 
Clr. pln. wht $65.04 53.75 51.00 $45.14 
Clr. pln. red..... 52.83 49.80 48.70 40.84 
Sel pln. wht. 42.51 33.70 38.59 31.95 
Cel. pin. red..... 41.09 24.62 34.96 31.30 
No. 1 common W 23.70 23.00 cece sare 
No. 1 common R 23.15 23.00 21.388 16.50 
No. 2 common... 10.80 11.00 8.50 

14x2” 16x11” x2” x14" 
Clr. qtd. wht $82.00 am 
Clr. pln. wht..... 55.72 $53.50 $57.00 
Clr. pln. red..... 58.50 52.00 48.50 
Sel. pln. wht 42.80 41.50 44.64 
Sel. pln. red..... 42.00 datate fone cien 
me f wanes oe Ee bets pe oon 
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NORTH CAROLINA PINE 


Following are typical average f. b. Nor- 
folk prices made during the period Sune 1 to 
30, inclusive, as reported by the North Caro- 
lina Pine Association: 


Rough 
Edge 4/4— 
RR re RTT eae ee $37.10 
Ee ah Se ad cde aie ub plus a aR 25.10 
tts rari Scent asin, ih laces reer ee 17.45 
OS ret ee er 13.90 
No.1 No.2 
meester No. 1 box box 
See. .wesletnenae $36 pace nok an 
oS Aa 38°20 sie aay ane 
BOE - tw aiviware aresa 37.95 $28.85 $18.75 $15.25 
Mie sKccenewes 39.00 suk ore Bee aed 
Rg scindiate eeu 39.85 29.45 19.20 15.45 
? icrack eck 44.15 33.45 20.10 15.65 
Be.) Seresanens 56.15 41.00 24.70 17.65 
Edge, B&better— 
OF gO eS eer er re ee $40.80 
REESE SE EE pa Ie tel oe 54.10 
ORE cwhdecdeassod cas ones ee enawmanals 58.30 
cain ha an OK ok we o's eda ard oc naa 46.85 
Bark Strips— 
RS ee er ee $24.50 
ro a salt gs ipten ane wihers eqn ral idealist 12.35 
Dressed 214%” 3” & 
Flooring—- Wide Wider 
NR ON rs tira ds oi aon eae $33.90 $33.00 
No. 1 common, 13% .....cc0- 28.90 28.60 
No. 2 common, {$”......se. 20.25 20.55 
23%” 3%” 
ee aaa nail 
B&better, bark strip partition........... $26.90 
TOOK DATE SITIG, GIONGOE, 22c ccccescacnes 14.50 
No. 2 
Roofers dressed 
rs a anc ary guiare Bim ds mie slave mca eo 17.65 
EE sone path abhi ia eee ew eal aea eee 17.7 
ES eri. iain ak wr kic atin x ohne casera aerate 19.20 
oss aire tik teed tate atc aig ce eee are 24.80 





WESTERN RED CEDAR 


Seattle, Wash., July 3.—Prices for red 
cedar —s in mixed cars, new bundling, 8 to 





18 foot, f. o. b. mill, are: 
Bevel a Nee 
ae “B” 
eer $9860 00 $22.00 $17.00 
DE éhenweewawene 9.00 24.00 20.00 
DE capers conan Hy 00 24.00 20.00 
Clear Bungalow 
-inch %-inch 
PE s60etsinweneedawns 43.00 $32.00 
10-inch ........ reteeceeeeeee 8.00 43.00 
12-inch jwesieebecanve eccoase GE nee 
Finish, B&better 
82S, S48 
1x 8” 
| —— 
1x12” 
Oo) —a 
Sr 40.66 
1x18” 
1x20” . ° 
1x22 and 24”......... siete sthaaeanaaal a 
Clear Ceiling or Flooring, One Side V or B 
2S fo See ee oe 
SS, OD Ui 6 0:6 w0 0000 90006000008600008 Ge 


Discounts on Mouldings 
Made from 1x8” and under..........++-.+-55% 
Bate Seems GENSP SIDNB sc ccc cccscscencceus 45% 
For ~ $1 feet or more, additional dis- 
count ... 


Clear Lattice, 845, 4 to 16’ 
100 Se. 


CROSS TIES 


St. Louis, Mo., July 6.—The following cross 
tie prices prevail f. o. b. St. Louis: 

Untreated S’th’n 

White Southern Heart 





Oak Sap Pine Pine 

No. 5, 7x9”, 8’, 9” face. .$1.15 $0. 4 $1.80 
No. 4, 7x8”, 8’, 8” face.. 1.05 1.50 
No. 3, 6x8”, 8’, 8” face.. .95 tt 1.28 
No. 2, 6x7”, 8’, 7” face.. .85 -65 1.12 
No. 1, 6x6”, 8”, 6” face.. .75 -55 -96 
Red oak and heart cypress ties, 10 cents 


less than white oak; tupelo and gum cross 
ties, 15 cents less than white oak; sap cypress, 
20 cents less than white oak. 
Switch Bridge 
Ties Plan 


Te GE ik crccesecccnnvenwee $35.00 $33.00 
Tt Me cckosbenesa vent aemaeaie 32.00 30.00 
Se De IS vnc caceaveone 30.00 ¢eu% 
Southern sap pine, untreated— 
No. (pase nenee oeeka Gane os 7.00 vr 
WE Vdudbecenanaees “ne 29.00 eee 
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WEST COAST LOGS 


Everett, Wash., July 4.—List price of logs: 

Fir: No. 1 $18; No. 2 $14; No. 3, $10. Some 
logs sell at $1 less, distress logs bringing 
lower averages. 

Cedar: Shingle logs $9@10; lumber logs, $20. 

Hemlock: No. 2 $10.50@12.50; No. 3 $9@11. 

Spruce: No. 1 $22@27; No. 2 $15@19; No. 
3 $10@12. 


NOTE: Prices on Lower Sound are softer. 


NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 





f. o. b., Wausau, Wis.: 
AsH— 
FAS Sel. No.1 No.2 No.3 
4/4 ...$ 55.00 $ 45.00 $ 40.00 $ 28.00 $ 16.00 
5/4 ... 60.00 50.00 45.00 33.00 18.00 
6/4 65.00 60.00 50.00 35.00 18.00 
8/4 - 85.00 75.00 55.00 40.00 18.00 
BircH— 
4/4 . 64.00 44.00 34.00 24.00 16.00 
5/4 .. 68.00 48.00 38.00 28.00 17.00 
6/4 ... 72.00 62.00 44.00 380.00 17.00 
8/4 77.00 62.00 54.00 36.00 18.00 
10/4 90.00 80.00 70.00 65.00 peas 
12/4 95.00 85.00 75.00 60.00 Rees 
16/4 - 130.00 115.00 100.00 sack “rad 
S73 58.00 39.00 26.00 20.00 nents 
3/4 60.00 42.00 30.00 aa " schon 
Thin 474 60.00 42.00 30.00 
Price of No. 2 and better 


1x4 ‘inch ‘and 
wider, 4- and 6-foot lengths, $26 6. 


For select red, add $10. 
Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $60; one and two face clear, $42; 


1x5-inch, two face clear, $60, one and two face 
clear, $42. 


4/4 ... 55.00 40.00 32.00 22.00 16.00 
5/4 ... 62.00 47.00 38.00 27.00 17.00 
6/4 ... 65.00 50.00 40.00 28.00 17.00 
8/4 ... 65.00 50.00 45.00 30.00 18.00 
Sorr ELmM— 
FAS No. 1&sel No. 2 No. 3 
4/4. 48.00 3.00 23.00 20.00 
5/4 55.00 40.00 26.00 22.00 
6/4 60.00 40.00 26.00 23.00 
8/4 65.00 45.00 32.00 23.00 
FAS Sel No.1 No. 2 No. 3 
Rock ELM— ; 
4/4 ... 80.00 55.00 25.00 19.00 
5/4 ... 85.00 60.00 30.00 20.00: 
6/4 . 90.00 e 65.00 30.00 20.00 
8/4 .. 95.00 75.00 38.00 25.00 
10/4 ... 105.00 85.00 52.00 a 
12/4 ... 115.00 95.00 57.00 30.00 
Basswoop— 
4/4 .. 55.00 45.00 35.00 21.00 16.00 
5/4 60.00 50.00 42.00 23.00 18.00 
6/4 65.00 55.00 45.00 25.00 18.00 
8/4 - 70.00 60.00 60.00 . 26.00 21.00 
10/4 75.00 65.00 55.00 365.00 ae 
12/4 80.00 70.00 60.00 40.00 ica 
Keystock He. 5 oe ig 4/4, $65; or on 
rades, FAS, $ o. 1, $55; No. HEE ar af 4/4, 


70; or on Ey 3 Ag $80; No. 


One and two face clear, 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, 350; ix5-inch, $55. 


4/4 ... 85.00 65.00 6560.00 $2.00 14.00 
5/4 ..- 90.00 70.00 60.00 38.00 18.00 
6/4 ... 105.00 85.00 70.00 40.00 18.00 
8/4 ... 110.00 90.00 75.00 45.00 18.00 
MAPLE— 
4/4 ... 58.00 48.00 36.00 26.00 13.00 
5/4 70.00 50.00 40.00 28.00 16.00 
6-4 75.00 55.00 40.00 30.00 16.00 
8/4 . 75.00 55.00 45.00 32.00 16.00 
10/4 - .90.00 ape 60.00 40.00 owe 
12/4 ... 110.00 0.00 80.00 <o.ne 
16/4 - 150.00 130, 00 120.00 n 
Harp MAPLE RouGH FLOORING aiietee 
No.1 No.2 No. 3A 
com. com. com. 
Oe. ictcmusiseees ...$34.00 $24.00 $16.00 
BE Wedcewess se vawetnues 36.00 26.00 18.00 
DE cvtetiedeseew renee eee 28.00 18.00 
BEECH— 
No. 2 and aad 
Oe. cc ceabanvaaeyeedeewneweseea wana $38.0 
Sa Te Tee er ee tee 44.00 
FAS Sel. 0. 2 0. 3 
ee’. kena $66.00 she 00 sie. 00 $35 00 $2 00 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $10; 10-inch and wider, $20; 
12-inch and wider, $30. 





END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. Db. 
mills, lower Michigan: 


FAS No.1 &sel. 
Pree eee ree $ 85.00 
DOE. ccekiepenevee waweaeet 15.0 90.0 
, eae 120.00 95. 
‘ke on Geena r ee wemekee 125.00 100.00 
. ee errr 150.00 125.00 
BPS vénnecedenqecsseoss «+ 160.00 135.00 
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SALES PRICES OF SOUTHERN HARDWOODS 





Following were sales prices of southern hardwoods received during the week ended June 30, Chicago basis: 

4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
Red GUM— MIxED OAK— ’ 

Qtd. FAS... 70.00@ 71.25 75.50 i Sd. wormy.. 30.00@ 34.25 ..........6- 37.00@ 37.75 
No. 1&sel. 38.75@ 43.00 43.25@ 48.00 46.00@ 48.00 48.25 AsH— 

Pin. FAS... 71.75@ 78.50 79.50 = =—=«-_—_—_weseccccceee coccceccvcce FAS ....... 60.75@ 62.00 ............ 65.00@ 75.75 70.25@ 81.99 
a a, Cee Cee criceveretwae BORSA CRESCEOA SdANtkdeewes's a 2. Ee we gi Spee. 
ROMS Grre, Ge le 29.00@ 30.75 30.75 = —=§«_—_ na weceveccee NO, 3 .2ccee at 8 4 <+#868ieceen? deeec enone fei 

Sap GuM— PoPLAR— 

ee en ee eee eee ee 48.00 57.0 Pin. saps. —_——  éééééo§$treterenton thebenentese aes henme “ey 
No. 1@sel. 29.75@ 38.25 31.00  _ i ievecccccces 32.00@ 35.00 Saps & sel. 44.75 45.25@ 48.75 48.75 | = = = —§ .seveseaes,, 

Pin. FAS... 35.50@ 39.00 38.25@ 43.25 46.50@ 47.50 ............ No. 1&sel. 43.00@ 58.25 52.00@ 57.50 53.00 @57.50 62.50 
No. 1&sel. 26.50@ 29.25 30.00@ 31.25 31.50@ 32.50 37.00 a ee - = =§$e “TAR ERECRECEE ere O SKC RMS “bee eee een 
is DT Schvadainwed- eesesccbtece weenavebdwes No. 2-A... 27.75 POPPE BREE vetscasdenes isienees gael 

BLAcK GUM— TUPELO— 
aan P . Pin. FAS... 36.25 38.00 ee 
i es ee Ce <ciwexeeeence eebweeeeteee SO0kdeeCdaD u * 92 5 r 2°00 + oF nn “ort trrreee 
Wo. tect EEE <seccstacdess scnnreitiues “Ont endenaen — a ae a Soe “— 
WHITE Oak— —" a 60 " 
. . = er e Jy. st eeeee -— — i #¢*@see@icdes «dRVeea eee 

Qtd. FAS... ones ctu ates 117.25 124.00 No. 1&sel... 44.00 Re etetesaicoscyen 

Pin, FAS... 71.75@ 77.75 85.75@ 96.00 85.00@ 92.25 ............ Mii ciwees jareewdes 23.50 eer: 
No, 1&sel. 41.00@ 47.75 49.00 58.00@ 66.25 71.75 eee ek Pakesesetnes Aw Rh deat Renee 
Me 35.4" teehanine eae Ghwkkebtawew® .o kaie bicddwed Sort ELM— 

BS Signs) RO MAGE. vawcdadncs Saeadadueeece —euatabheccac. ae kee Ateee EneesCawhecds pacnimmanavs 26.00 
a Ae MY kebacccabeces edbebeosased~ a0eneececacs NO. Beveeee cenereeeeeee ceeeeeeeecee ceteeeeceees 20.00 
Rep OaAk— CoTTON WooD— 

Ce HOch SERRE esA Da OvdKtORaREDeS «66200000608 104.00 rr DE EO Hiwciiaticed, ntuaepeascee xebaeaniene 
ee BEM. SRTED GETE  cecciccccsns cescgeensnce wnenctecenss No. 1&sel... 28.25 eT EERE tees pete eect ee cee eeeeenees 
ae RR RR re a at eae oh FB ceccse BEEP BBO cecccvcesces ae 8 8 8 2=——”— ie eee 

Pin, FAS... 55.50@ 65.00 76.75@ 77.00 63.00@ 79.00 82.75 MAGNOLIA— 

No. l&sel. 39.50@ 48.00 46.00@ 61.25 48.00@ 58.25 56.00 UE Savino Kekia senda 44.50 48.75 51.75 

i acne De Ce cscauntastes ASetkEneenRe® Granted barene 2 Sb. ae: - .. Gmekedeweeens 2 neeaeewanes 35.75 

Sd.wormy 30.00 | ...ccececuces a #8 @8=©=©=— éhewbawee ewe me, DE sawkec ae are See 8 82=——=-”—«*«sCOGbAdDRRRROR Beeeedweenel 
Cincinnati, Ohio, July 6.—Average whole- 


sale prices, carloads, Cincinnati base, on Ap- 


palachian “soft texture” hardwoods: 
PLAIN WHITE ae 
5& 8/4 
>!) er $86@ 100 #1000115 $105 @120 
No. 1 com.&sel. 45@ 50 65 70@ 75 
No. 2 com..... 30@ 33 He 4 40 
No. 3 com..... 20@ 22 24@ 26 26@ 28 
Sd. wormy 38@ 40 55@ 57 60@ 62 
PLAIN RED OaAKk— 
.) rrr 66@ 82 75@ 85 90@100 
No. 1 com.&sel. 38@ 50 52@ 55 58@ 62 
No. 2 com..... 28@ 30 36@ 38 38@ 40 
No. 3 com..... 20@ 22 27@ 30 28@ 30 
CHESTNUT— 

eae ache 70@ 75 85@ 90 ee @ice 
No. 1 com..... 43@ 46 54@ 59 60 65 
No. 3 com..... 20@ 21 20@ 21 20@ 21 
Sd. wormy & 

No. 2 com... 28@ 31 32@ 35 36@ 38 
No. 1 & btr. sd. 

wormy ..... @ 35 33@ 36 38@ 40 

POPLAR— 
Panel & No. 1, 

18” & wdr...130@135 140@145 150@155 
a Aeesecnwne 85@100 105@115 120@130 
Saps & sel. 60@ 75 44 4 90 oe = 
na © wneseekua ++ 48@ 52 55@ 60 
ah, 2 oncees 33@ 36 Ht 4 43 38 
eS | ere 24@ 26 28 30 39 31 

MapPLe— 
en. wenkened ox 70@ 75 75@ 78 78 80 
No. 1 com.&sel. 45@ 50, 52@ 55 57@ 60 
No. 2 com..... 33@ 36 38@ 41 39@ 42 





PHILADELPHIA PRICES 


Philadelphia, Pa., July 6.—Following are 
prices prevailing today in this market: 
LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 
B&better, $38.00; No. 1 common, $36.00; No. 

2 droppings, $27.00. 

LONGLEAF YELLOW PINE TIMBERS, 

Rough, merchantable grade, water delivery— 

6&8-inch 10-inch 12-inch 14-inch 16-inch 
$36.00 $42.00 $54.00 $64.00 $74.00 

GEORGIA AIR DRIED ROOFERS— 

—— and grooved, %-inch, 6-inch width, 

19.00. 

KILN DRIED YELLOW PINE ROOFERS— 

a and grooved, standard, 6-inch width, 
$22.5 

NorTH PINE RouGH Pe No. 1— 

10-inch, $25.00. 12-inch, $26.5 


NoRTH CAROLINA PINE hae” 


De BEEN ccteceneconesc-es . - $40.00 
NorTH CAROLINA PINE STEPPING, 
Detter, SSERLSOROR ccccceccesesoccese $59.00 


—— CAROLINA PINE DIMENSION, No. 2 & bet- 


“y 2x3-inch, 9-foot, $19.00; 


sas. %-inch scant, 
2x3-inch, 16-foot,' $21.00. Rough, 2x10-inch, 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 
July 3: 





First 
GSR” 5icsenedekes $58.18 


Second 
$47.48 


Third 
$28.38 


This Week’s Market Reports 


For Editorial Review of Current Market Conditions See Page 29 


NORTHERN PINE 


BUFFALO., N. Y., July 7.—The northern 
pine market is holding about steady, with 
volume of business small. Neither the whole- 
salers nor the retailers are carrying as large 
stocks as they sometimes do, and the mills 
have also been curtailing. The amount of 
new construction work is small in most com- 
munities, though there is a fair amount of 
repair work under way. 


EASTERN SPRUCE 


BOSTON, MASS., July 7.—Demand for east- 
ern spruce frames has not improved and 
prices certainly have not strengthened. Ran- 
dom lengths are decidedly quiet and prices 
weak. The accumulation in some first hands 
is too large to permit any early improvement 
of prices. Boards are very quiet and as 
cheap as they have been for some weeks. 
Offerings of lath are more abundant, demand 
slow and prices easier; viz., 1%-inch, $3.50@4; 
15g-inch, $4.75@5. 


DOUGLAS FIR 


BALTIMORE, MD., July 6.—The market for 
fir continues uncertain, with volume of busi- 
ness comparatively small, and range of prices 
still low. Competition for business with the 
Eastern woods continues as keen as ever, and 
some low quotations are being made. 


KANSAS CITY, MO., July 7.—Orders for 
Douglas fir were again curtailed last week, 
after a brief flurry of buying the previous 
week. Mill representatives say that prices 
are still out of line with buyers’ ideas and 
that sales continue scanty. Inquiry is still 
good, but is more or less of a test of prices, 
it is thought by sales managers. 


NEW YORK, July 7.—Another meeting of 
intercoastal steamship companies was held 
this week, at which very little was accom- 
plished. It is now believed that the $10 rate 
for August will stick. The fir market was 
somewhat better, building contractors having 
entered the market, but there is not much 
buying for stock. Fir prices are still soft. 


HARDWOODS 


BALTIMORB, MD., July 6.—Available hard- 
wood stocks seem wholly adequate for cur- 
rent needs. Local distributors report business 
very slow, and there are continued wide dif- 
ferences in quotations. 


BUFFALO, N. 


Y., July 7.—Hardwood de- 
mand is slow. 


Wholesalers report that few 


of their customers are in immendiate need of 
lumber, and that buying is in small lots. How- 
ever, there is a feeling prevailing generally 
that trade will begin to show improvement 
within a few weeks. 


CINCINNATI, OHIO, July 8.—The feature 
of the hardwood market is the continued sale 
of southern hardwood to auto and airplane 
plants. An increasing number of factories 
which have been out of the market for some 
time are now coming in. Furniture dealers 
are also buying increasingly of rough stock. 
Oak is in stronger demand for furniture manu- 
facture, while gum and poplar are not so much 
wanted. Prices are slightly stronger. 


NEW YORK, July 7.—Prices on most grades 
of hardwood went through a further firming 
process last week. The volume of inquiries 
increased again, but the number of orders 
closed was not appreciably larger. It was said 
in several quarters that buyers were feeling 
out the market to see if the price levels 
could be broken. Air dried maple flooring sold 
well, mostly in small lots, and a good quan- 
tity of oak and poplar was handled, but there 
was practically no demand for birch. 


HEMLOCK 


BOSTON, MASS., July 7.—Eastern and 
northern hemlock are very quiet and prices 
are easy. Random boards have been offered 
at $25, northern clipped at $26, and eastern 
clipped at $27. There has been rather more 
interest in western hemlock the last few 
days, and some wholesalers report a fair 
business in transit lots. Quotations for west- 
ern hemlock on the Boston dock range 
around $12@13 off page 10%. 


NEW YORK, July 7.—Despite the fact that 
western hemlock prices rose slightly during 
the week, it is outselling the eastern varie- 
ties, which are somewhat cheaper. The 
market was, in general, quiet, with no increase 
in inquiries. 


WESTERN PINES 


KANSAS CITY, MO., July 7.—Line yards 
have shown an increasing disposition to buy. 
Railroads, too, were in the market for limited 
supplies, but were not willing to buy at pres- 
ent prices, it seemed. Industrial users are 
still out of the market. 





BUFFALO, N. Y., July 7.—Little or no 
change in prices of western pines has lately 
taken place, and buying is on a small scale. 
Some interest is being taken in the possibil- 
ity of freight rate increases which would have 
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quite a bearing on these woods, but buy- 
ers are not inclined to add stocks for future 


needs. 


NEW YORK, July 7.—There was no increase 
in inquiries for either Pondosa or California 
pine last week, but the volume of actual busi- 
ness held its own, after allowance for the 
holiday had been made. Representatives and 
commission men expect to handle an increas- 
ing volume of business during the next few 


nO YPRESS 


BALTIMORE, MD., July 6.—Sellers of high- 
grade Gulf stocks have not modified their at- 
titude of firm resistance to requests for con- 
cessions. Cypress is having some call from 
the wood-working establishments, and is in a 
degree of favor in the erection of the better 
type of houses. The general run of cypress 
holds its own in competition with other 


a SOUTHERN PINE 


BALTIMORB, MD., July 6.—Some longleaf 
is moving all the time, and it is often pre- 
ferred even at higher prices. Manufacturers 
have no difficulty in disposing of their output, 
and the returns are comparatively more at- 
tractive than those on other stocks. Many 
local yards continue to carry stocks of long- 
leaf in some quantity. North Carolina pine 
quotations are still down to what appears to 
be bottom. Some low figures are being quoted 
in the competition between shortleaf pine and 
West Coast stocks. Buying, of course, is con- 
fined to taking care of immediate wants only. 


BOSTON, MASS., July 7.—July, always a 
quiet month here, is proving even slower 
than usual for southern pine distributors. 
The bulk of the light current business in 
8-inch air dried roofers is at $21@21.50 
B&better partition is slow at $38@39. Actual 
sales of shortleaf and longleaf 1x4-inch floor- 
ing are at the following range: B&better rift, 
$66@75; C rift, $51@56; B&better flat, $38@39. 


CINCINNATI, OHIO, July 8.—The holiday 
period cut in slightly on the week’s business, 
but anyway the demand for pine was a little 


slower. Some distributers are buying ahead 
at no change in prices, but sellers are not 


willing to sell much in advance when the open- 


ing of fall building is so near. There have 
been no changes in prices. 
KANSAS CITY, MO., July 7.—yYard sales 





here continue small, but odd lots for use in 
highway construction work are in fair de- 
mand. The total of mill sales was not large. 
As a result of curtailed production schedules, 
a much better balance between sales and pro- 
duction is now being maintained, and prices 
are firmer. 


NEW YORK, July 7.—Considerable demand 
for longleaf to be used in dock construction 


was felt in the southern pine market this 
week. Shortleaf is not being received very 
well. The fact that longleaf is selling for 
about $10 more than Douglas fir has pretty 


well kept it out of the competition for con- 
struction uses, which is beginning two months 
late. 3uying is done with extreme caution. 


CLAPBOARDS 


BOSTON, MASS., July 7.—The clapboard 
market is exceptionally quiet even for July. 
Retail yards are carrying light stocks, and 
find few minor replacements necessary. 
Prices for eastern spruce and native white 
pine clapboards keep about steady because 
of light offerings, but there are plenty of 
bargains to be had in clapboards from the 
West Coast, especially red cedars. 


BOXBOARDS 


BOSTON, MASS., July 7.—Actual business 
in boxboards is still quiet and prices are no 
firmer. Few box and shook mills are run- 
ning on more than a 50 percent basis. New 
business in box lumber is scarce and requi- 
sitions on old contracts are generally behind 
schedules. Round edge white pine inch box- 
boards are $20@22 for log run. 


SHINGLES AND LATH 


KANSAS CITY, MO., July 7.—Dealers in 
Shingles and lath are having extreme difficulty 
in moving their stocks. 
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Business Changes 


ALABAMA, 
withdrawn from the firm of Henderson-Elledge Co. 


Tuscaloosa—S. W. Henderson has 
and the business 
of R. V. Elledge. 


CALIFORNIA. Los Angeles—The Patten-Blinn 
Lumber Co., 521 E. 5th St., has been formed, being 
a merger of the lL. W. Blinn Lumber Co., the Pat- 
ten & Davies Lumber Co. and the Russ Lumber 
& Mill Co., the last of San Francisco. Yards 
in more than 380 southern California and Arizona 
cities are involved, including planing mills and 
sash and door plants in Los Angeles and San 
Diego, wharves at Wilmington and offices at 
Phoenix, 

San Francisco—Russ Lumber & Mill Co. included 
in merger under name of Patten-Blinn Lumber Co., 
of Los Angeles. 

San Francisco—Colliard-Atkinson Co, 
Klamath Falls, Ore. 

Wilmington—Coast Lumber Co. 
Beach. 

DISTRICT OF COLUMBIA. Washington—Geo. 
B. Selden & Son moved to Maplewood, N. J. 

FLORIDA. Miami Shores—Miami 
ber & Supply Co. succeeded by 
Yards (Inc.). 

ILLINOIS. Caledonia—Ralston 
by Ralston (Inc.). 

Macomb—Mackemer & Patten succeeded by R. 
G. Mackemer Lumber Co. 


is now conducted under name 


moving to 


moving to Long 


Shores Lum- 
Renuart Lumber 


Bros, succeeded 


Medora—George Barnes succeeded in lumber, 
building material and coal business by Frank 
Turner. 


Peoria—Glasgow Box & Barrel Co. 
Jones Barrel, Box & Crate Co. 

MASSACHUSETTS. Boston—Parker & Desmond 
Lumber Co.’s assets sold to Cleale Hardwood Co. 

NEBRASKA. Naponee—R. S. Proudfit Co. 
to S. E, Ely. 

NEW YORK. Afton—Afton Coal & Lumber Co. 
succeeded by Briggs Lumber Co., of Oneonta. 

NORTH DAKOTA. Lidgerwood — Kocourek, 


succeeded by 


sold 





[Sales-o-gram No. 36] 


| HOPE MY 


son will carry on my work. Any man who 
honestly and sincerely believes in his work 
may well have such a wish deep down in 
his heart and may well do what he can from 
day to day to see that his boy learns to 
like and respect the lumber business. Take 
him down to the office with you now and 
then; bring home trade journals sometimes; 
tell him a trade secret or two; let him learn 
some of the technical words and expressions 
used in the business. Sell him on the ro- 
mance and service and future of the busi- 
ness. If you do this sincerely, you will be 
a bigger and a more successful man in the 
business yourself. 





Stucky & Kocourek 

Lumber Yard, 
OHIO. Damascus—E, B. Silver & Son sold at 

administrator’s sale to F. R. Pow, of Salem. 


(Inec.) succeeded by Heley’s 





West Union—McHenry Supply Co. sold to King 
Bros. Lumber Co,, of Seaman. 
TEXAS. Booker—Panhandle Lumber Co. sold 


to White House Lumber Co. 
Ingleside—G, W. Hunt Lumber Co. 
Walter Braner, of Aransas Pass. 
San Antonio—Thomas L. Womack & Co, 
ceeded locally by M. L. Womack, jr. 


sold to 


suc- 


Incorporations 


CALIFORNIA. Los Angeles—Patten-Blinn Lum- 
ber Co., incorporated; a merger of Patten & 
Davies Lumber Co., L. W. Blinn Lumber Co. and 
Russ Lumber & Mill Co. 

Santa Barbara—City Mill & Lumber Co., 
porated; capital, $50,000; W. E. Wheatley 
ested. 

FLORIDA. Panama 
Co., incorporated; W. J. Padgett interested. 

MASSACHUSETTS. Boston — Jones Hardwood 
Co., incorporated; capital, $10,000; wholesale hard- 
woods; old concern; reorganization; Gardiner I. 
Jones, et al. e 

Newton—Newton Builders 
rated; capital, $10,000; C. Fred Spring interested; 
lumber and retail and general building supplies. 

West Newbury—Geo. H. Benware (Inc.); capital, 
$10,000; lumber and wholesale and retail; L. M. 
and G, H. Benware. 

NEW JERSEY. Trenton—H, A. 
Works, incorporated. 


incor- 
inter- 


City—Gulf View 


Lumber 


Supply Co., incorpo- 


Wilson Veneer 


NORTH CAROLINA. 
neer Co., incorporated; 
Stuart interested. 

OREGON, La Grande—Mt. Emily Lumber Co. 
increasing capital to $3,000,000. 

Linnton—Red Cedar Shingles, incorporated; capi- 
tal, $2,000; R. C. Roles interested. 

PENNSYLVANIA, Philadelphia—Cope & Bevan, 
incorporated; capital, $50,000; lumber; old concern. 

Pittsburgh—City Lumber Co., incorporated; capi- 


Statesville—Piedmont Ve- 
capital, $100,000; J. M. 





tal, $5,000; Jack F. Farrell, 511 Homewood Ave., 
interested, 
SOUTH CAROLINA, Camden—Camden Lumber 


Co., incorporated. 
WASHINGTON. 

decreasing capital 
WISCONSIN. 


Raymond—Pacific 
to $50,000. 
Janesville—Janesville 


Cedar Co. 


Woodwork 


Co., incorporated; 100 shares common, $100 par; 
to deal in lumber, millwork, wood products etc, 
J. E. Loebert. 


Madison—Fullerton Lumber Co. of South Dakota 
incorporated under Wisconsin laws; authorized 
stock, $4,000,000; retail lumber, coal and building 
materials; property in Wisconsin, $220,000; Alex. 
Brandtner, Ellsworth, Wis. ’ 


Casualti 
asualties 

ARKANSAS, Little Rock—Arkla Sash & Door 
Co., loss by fire in two lumber storage plants. 


Poyen—Poyen Lumber 
mill, $3,000. 
FLORIDA, Canal Point—Brooker Lumber Co, 
mill and Lake Shore Supply Co. warehouse dam: 
aged by fire; loss about $40,000. 

MISSOURI. Poplar Bluff—L. A. Baker Lum- 
ber Co., loss by fire in yards, $37,500; large stock 
of lumber and mill equipment destroyed. 


Co., loss by fire in saw- 


NEW HAMPSHIRE. Hollis—Proctor Bros., loss 
by fire. 

NORTH CAROLINA, Thomasville—Grimes Mfg. 
Co., lumber, building materials etc., loss by fire, 
$15,000. 

OHIO. Cuyahoga Falls—Falls Lumber Co., loss 


by fire, $5,000; 6 lumber trucks damaged. 
TEXAS. Hawley—Hawley Hardware & Lumber 
Co., loss by fire in office and storeroom, $3,500. 
VERMONT. Poultney—Ripley Lumber Co., 
by fire in office building and mill, $20,000. 
VIRGINIA, Lynchburg—Brookneal Milling Co., 
loss by fire, $20,000. 
WASHINGTON, Longview—Central Mill Works, 
loss by fire in woodworking plant, $50,000. 
BRITISH NORTH AMERICA 
ONTARIO. Cobourg—Martin Jex Lumber Co., 


loss by fire in lumber storage building and con- 
tents, $6,000. 





loss 





New Ventures 


CALIFORNIA, San Francisco—Jones Hardwood 
Co, recently began business. 

CONNECTICUT. New Haven—Barker & Co. 
(Ine.) acquired new site, storage shed, office, rail- 
road siding for wholesale distribution of cypress 
and other lumber items, carload and l.c.l, also 
cargo shipments; with increased facilities avvil- 
able, the company has added many other woods to 
the list for pool carload and l.c.l. distribution. 

LOUISIANA. New Orleans—Coates & Townsend 





(P. O. Box 141) recently began a commission lum- 
ber business, 

OHIO, Canton—Leake & Box Commission Lum- 
ber Co, recently began business. 


TEXAS. San Antonio—Alamo Lumber Co, 
started a new yard at 628 Buena Vista St. 

WASHINGTON. Bremerton—Thos. E. Ketell & 
Sons have started a retail lumber business. 


has 


New Mills and Equipment 


ALABAMA, Andalusia—Jerry 
building the sawmill which was 
on Yellow River 12 miles from 

ARKANSAS. Little Rock—Arkla Sash & Door 
Co., of which J. W. Trieschmann is general man- 
ager, is planning on rebuilding the recently burned 
mill. 

IDAHO. Orofino—Leonard Cardiff 
planing mill here. 

INDIANA. Fairmount-—F‘airmount 
will erect a new lumber 
recently destroyed by fire. 


Woodhall is re- 
recently burned 
Andalusia. 


will erect a 


Lumber Co. 
Plant to replace the one 


OREGON. LaGrande—J. R. McDonald has been 
adding several thousand dollars’ worth of new 
machinery to his logging equipment. 

MecMinnville—William Seaton has added new 


equipment to his sawmill. 
Whitney—Oregon Lumber Co. reported will erect 
sawmill here to be in operation in Septem er. 
WASHINGTON. Cle Elum—Lake Cle Elum Lum- 
ber Co. adding box factory to plant. 
Ellensburg—Scott Driver has added $1,500 worth 
of new equipment to his logging outfit. 
Methow—Kimball Bros. Lumber Co, has installed 
new equipment in sawmill. 


Raymond—Hart-Wood Lumber Co. has begun 
operation of its sawmill here. : 
Stevensville—J, J. Nicolle has added logging 


equipment to his outfit. 
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HARRY H. MONTGOMERY, since Jan. 1, 


1929, secretary and treasurer of Baxter & 
Montgomery (Inc.), of Chicago, died of peri- 
tonitis in hospital on Friday, July 3 at the 


age of 43. Burial took place at Ash Grove, 
Mo., Monday, July 6, a funeral service at- 
tended by Chicago friends and associates being 
held in Chicago on Saturday, July 4. He leaves 


a widow, Edith Montgomery, and two children, 
Nancy, aged seventeen, and Major, ten. Mr. 
Montgomery was born at Fort Recovery, Ohio, 
the son of E. T. and Adele Montgomery. When 


a young lad, he moved to Rich Hill, Mo., where 
his father operated a retail lumber business. 
He grew up in the yard, und as quite a young 
man had his first road experience selling lum- 
ber for the Caddo River Lumber Co., Kansas 


City, later being associated with the Antrim 
Lumber Co. and traveling Oklahoma and Kan- 
sas. For a period of six or seven years after 
this he acted as the St. Louis representative 
of the Pickering Lumber Co., Kansas City, 
later becoming vice president of the Hill-Behan 
Lumber Co., Chicago. He was very active in 
the First Presbyterian Church of Evanston, 
being superintendent of the junior Sunday 
school, and also an elder. During his associa- 
tion with the Hill-Behan Lumber Co. he was 
a member of the board of trustees of the 
Chicago Retail Lumber Dealers Association. 


ALBDBRT EDWIN GORDON, president of 
the A. E. Gordon Lumber Co. (Ltd.), Toronto, 
Ont., wholesale lumber dealer, died at his 


summer home, Bannockburn, Muskoka, on 
Sunday, June 28, in his 54th year. Mr. Gordon 
was born at Newtonbrook, Ont., in 1877. He 


was educated in the public and high schools 
there and commenced his business career with 
the T. Eaton Co. (Ltd.), Toronto. He next 
became associated with the John H. Eyer 
Lumber Co., wholesaler, Toronto, first in the 
office, then on the road. Next he joined the 
sales staff of the Toronto Lumber Co. In 1911 
he started in business for himself, in the firm 
of Muir, Terry & Gordon. That firm continued 
in business for a few years, and then became 
known as Terry & Gordon. In 1923 Mr. Gor- 
don formed the A. E. Gordon Lumber Co., 
of which he continued as president up to the 
time of his death. Mr. Gordon was widely 
known in the lumber trade in Canada and the 
United States. He was a director of the 
National-American Wholesale Lumber Asso- 
ciation and a former member of the board of 
directors of the Wholesale Lumber Dealers 
Association of Toronto. He was also an in- 
terested member of a number of business and 
athletic clubs, including the Toronto Board 
of Trade, the Empire Club and the Weston 
Golf Club. Mr. Gordon was Immediate Past 
Master of Georgina Lodge, A. F. and M. 
He is survived by his wife and one_ son, 
Edwin Wallace Gordon, a daughter, Mrs. Ver- 
non Purdy, and three sisters and two brothers. 


JAMES G. MURPHY, prominent some years 
ago as a wholesale and retail lumber dealer 
in Ontario, and a veteran member of Hoo-Hoo, 
died at his home in Toronto on June 27, in 
his 80th year. Mr. Murphy was born in 
County Carlow, Ireland, and went to Canada 
in 1852, settling in Perth County. As a young 
man he became a printer by trade, but soon 
interested himself in the lumber business and 
started out on his own when he was 20 
years old. He was engaged both in the whole- 
sale and retail lumber business for a number 
of years. At one time he cperated five mills 
in Ontario, and one in British Columbia. Mr. 
Murphy had resided in Toronto for the last 
25 years. He was a past president of the 
Monarch Mortgage & Investment Co. and was 
connected with a number of finance and bond 
houses. He was an active member also of a 
number of clubs, including the Royal Cana- 
dian Yacht Club and the Albany Club. Mr. 
Murphy was a widower and is survived by 
two daughters and one son. 


MRS. FANNIE W. RUSH, widow of James V. 
Rush, founder of the Rush Lumber Co., Mem- 
phis, Tenn., and mother of Paul Rush, now 
head of that company, died at her home in 
that city July 6 and was buried in Evansville, 
Ind., herold home. Shewas in her70th year. 
James V. Rush was one of the best known 
lumbermen of the Memphis territory in his 
day and will be remembered by many mem- 
bers of the trade. He died about ten years 
ago. The company he founded is now oper- 
ated by his son, Paul, at whose home in Mem- 
phis Mrs. Rush died after a brief illness. She 
is survived also by a granddaughter and a 
nephew. Pall bearers at the funeral services, 
which were held in Memphis, were C. 2 
Parham, Erskine Williams, George T. Hayes, 
Goerge C. Eheman, Paul McDonnell and Ralph 
May. 


MRS. ELLA M. SNYDBR, widow of John 
Snyder, pioneer Pacific Northwest lumberman, 
died July 1 at her residence at Tacoma, Wash. 
Mrs. Snyder was 75 years of age and was 
born in Ohio. She married John Snyder in 
1885 and went to Tacoma with him, Mr. 


Snyder died in 1924. Mrs. Snyder is sur- 
vived by a son, Frost Snyder, president of the 
Clear Fir Lumber Co., of Tacoma, a daughter, 
Mrs. James Monroe, of Yakima, Wash.; a 
brother, Edgar A. Frost, of Los Angeles; a 
sister, Mrs. W. A. Story of Cincinnati, and 
four grandchildren. 


Cc. D. FLEMING, senior vice president of 
the Cleveland Tractor Co., manufacturer of 
the well-known “Cletrac’” crawler tractors, 
used in many lumbering’ operations, died at 
his home in Cleveland, Ohio, on July 1, after 
a protracted illness which confined him to his 
home for about ‘three months. Since 1930 Mr. 
Fleming had served as an executive of the 
Cleveland Tractor Co., having gone there from 
Detroit, where he was assistant treasurer of 
the Studebaker Corporation for seven years. 
Previous to that time he was connected with 
the Detroit Trust Co. His executive work 
with the Cleveland Tractor Co. brought him 
into close relationship with the farm and in- 
dustrial equipment industries. He was also 
active in the American Road Builders’ Asso- 
ciation, being a director of the Manufacturers’ 
Division at the time of his death. Mr. Fleming 
was buried Saturday morning, July 4, at Blen- 
heim, Ont., near his birthplace. 


RICHARD IRWIN McGINNIS, for many 
years engaged in the lumber business in Chi- 
cago, died at his home in Evanston, IIl., on 
June 30. Mr. McGinnis was born in St. Johns, 
Que., Jan. 8, 1850. He spent his youth and 
early manhood there and came to Chicago in 
1894 where he entered the lumber business 
with the old firm of Wells & French Lumber 
Co. After several years in that concern he 
went into business for himself handling lum- 
ber wholesale and commission, representing 
some of the best concerns in the trade. He 
continued in this business until his last illness. 
Mr. McGinnis will be greatly missed among 
the older Chicago lumbermen who knew and 
liked him. His quiet, unassuming manner, 
his friendly and courteous consideration of 
others endeared him to all with whom he came 
in contact. A widow, Alice Adams McGinnis, 
and five children survive: Richard, a mining 
engineer in New York; Russell, a mining engi- 
neer in Joplin, Mo.; Robert, in the lumber 
business in Seattle; Dorothy, of Williamsburg, 
Va., and Jeanette, in Chicago. 


DONALD KELSO, son of Roy M. Kelso, of 
Kelso & Tuohy, Chicago, died on Wednes- 
day, July 1, at Albuquerque, N. M., where he 
had gone several years ago to make a hard 
fight for recovery of his health. He was 24 
years old. A graduate of Oak Park high 
school, he entered Chicago University with 
every prospect of a splendid career, but dur- 
ing his junior year was stricken with tuber- 
culosis. He went to New Mexico and seemed 
to have recovered when he returned to Oak 
Park to spend one summer. But he was again 
compelled to return to the Southwest. His 
death followed an attack of typhoid fever. 
During his illness he studied at the University 
of New Mexico and developed a talent for 
painting of unusual quality. A number of his 
pictures were exhibited and his work was 
highly praised by critics. The sympathy of 
the trade is extended to his bereaved parents 
and to his brother Maxwell, of Harvard, and 
sister Bthel, a resident of Oak Park. 


ARTHUR F. GOOCH, aged 64, vice president 
of Gooch Bros. & Co., lumber, grain and coal 
dealers, Bellflower, Ill., died July 3 in the 
Methodist hospital, Peoria, Ill., after a brief 
illness. He was born Nov. 27, 1866, in Dela- 
van and married Emorette Griswold, June 28, 
1888. His wife preceded him in death by six 
years. He became associated with his brother, 
D. R. Gooch in Bellflower in 1897 in founding 
a private bank and was vice president of the 
institution prior to its merger with the pres- 
ent state bank. A son, his brother and a 
sister survive. Funeral services were held the 
afternoon of July 6 and burial was in the 
Bellflower cemetery. 


JOSEPH G. BOULEY, member of the retail 
lumber firm of Bouley & Buck, Lackawanna, 
N. Y., and of its predecessor, Bouley, Harrison 
& Buck, for about fifteen years, died on July 2, 
after an illness of several months, aged about 

5. He was the first councilman to represent 

Ward 3 after Lackawanna became a city, and 
was a member of the Knights of Columbus 
and the Loyal Order of Moose. Surviving are 
his widow, Minnie Seiler Bouley, and two 
children, Florence and Lloyd. 


WILLIAM CURLEY, lumber inspector for 
the William Cs Schreiber Lumber Co., Chicago, 
and brother of T. Curley, of the same com- 
pany, died on Tuesday, June 30, of heat pros- 
tration while working in the company’s yard. 
Mr. Curley had not been feeling well for some 
time, but continued working. He died within 
forty minutes after being stricken. He was 
buried at Mount Olivet Cemetery Friday, July 
3. He was a bachelor, 40 years of age. 
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[ How to Figure Costs for Advertising 
' In Classified Department 


For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 





For twenty-six consecutive weeks. .$5.40 a line 
For fifty-two consecutive weeks. ..$10.80 a line 





Seven words of ordinary length make 
«..¢ line. 


Count in the _ signature. 
counts as two lines. 


No display except the 


Heading 


heading is 


permitted. 
Extra white space figured at line 
rate. 


One inch space advertisement is 
equal to fourteen lines. 


Reiiittances to accompany the order 
No extra charge for copies of paper 
containing advertisement. Copy must 
b- in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











WANTED 


Salesmen 


WANTED EXCLUSIVE REPRESENTATION 
By West Coast wholesaler handling all Pacific 
Coast woods and western pines, both water and 
rail shipments for Boston, New York, Philadelphia, 
Baltimore, Los Angeles, San Francisco, Houston 
and New Orleans. Commission or profit sharing 
basis. Will give real co-operation. 

Address “C. 1,” care American Lumberman. 

















RELIABLE TYPE SALESMEN WANTED 


By high class wholesale concern, with unusual mill 
affiliations and guaranteed production of Old Growth 
Fir, Cedar, Spruce and California Pine. Profit 
sharing or commission basis. Give details of ex- 
perience, 

Address “D. 12,” care American Lumberman. 





WANTED—EXP. WHLSL. LUMBER SALESMAN 


Familiar Yellow Pine; West Coast products, White 

Pine for Cleveland territory. Want man who has 

previously worked district. References required. 
Address “E. 5,” care American Lumberman. 





Employment 


MANAGER RETAIL LUMBER 


Yard and building supplies, with 10 years success- 
ful experience, open for position as manager, sales- 
man or assistant with good company. My employ- 
ers sold their yard is reason for making change. 
Can handle strong competition, contractors and re- 
tail trade, take off quantities from blueprints, as- 
sist home builders with their plans and finances, 
also industrial trade, good collector. By using up 
to date merchandising methods I secure the larg- 
est portion of the most profitable business, I will 
show results. 
Address “F. 5’, care American Lumberman. 








BUYER AND SELLER TOGETHER 


ARE BROUGHT TOGETHER 

When you want a new stock of lumber 
or shingles, new or second-hand machin- 
ery, engines, boilers, electrical machinery, 
locomotives, cars, rails, business opportu- 
nity, timber and timber lands, or any- 
thing used in the lumber industry, you 
can get it at small cost by advertising 
in the “Wanted Columns” of the 


AMERICAN LUMBERMAN, 
431 8S. Dearborn S8t., Chicago, Ill. 
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